Bill  Selmeier  explains  Fujitsu’s  ISDN  demonstration  at  the  annual 
TCA  exhibition  and  conference  last  week.  See  stories  on  pages  4  to  8. 


NetView  graphic  interface 
demo  gets  mixed  response 

IBM  stages  TCA  exhibition  of  new  Netcenter; 
show  goers  divided  over  usefulness  of  product. 

By  Paul  Desmond 

Senior  Writer 


NetFrame  ushers  in 
the  superserver  era 

‘First  network  mainframes’  run  standard  net 
software  but  overcome  limitations  of  PC  servers. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 


AT&T  targets 
Europe  with 
Istel  buyout 

By  Bob  Brown 

_ Senior  Editor _ 

LONDON  —  In  a  major  thrust 
into  the  international  informa¬ 
tion  services  market,  AT&T  last 
week  said  it  plans  to  acquire  val¬ 
ue-added  network  operator  Istel, 
Ltd.,  based  here,  for  about  $280 
million. 

The  move  positions  AT&T  as 
an  important  player  in  the  ex¬ 
panding  European  information 
services  arena  and  reflects  the 
carrier’s  increasing  aggressive¬ 
ness  in  pursuing  international 
opportunities,  analysts  said.  It 
will  also  make  it  easier  for 
AT&T’s  U.S.  customers  to  expand 
or  implement  international  nets. 

The  privately  held  Istel  is  a 
leading  provider  of  value-added 
network  and  systems  integration 
services  in  the  U.K.  With  AT&T’s 
backing,  analysts  said  Istel  will  be 
able  to  expand  throughout  Eu¬ 
rope,  taking  advantage  of  falling 
trade  barriers.  Istel  garners  about 
95%  of  its  $145  million  in  reve¬ 
nue  from  the  U.K. 

Istel  services  range  from  vid¬ 
eotex  to  electronic  data  inter¬ 
change  and  are  offered  to  users  in 
a  variety  of  industries,  including 
financial  services,  health  care, 
manufacturing,  travel,  retail,  dis¬ 
tribution  and  automotive. 

Istel’s  board  of  directors  has 
approved  AT&T’s  offer,  which 
must  now  be  approved  by  Istel’s 
( continued  on  page  8 ) 


SAN  DIEGO  —  IBM  gave  the 
first  public  demonstration  of  its 
newly  acquired  graphical  inter¬ 
face  for  NetView  at  the  Tele-Com¬ 
munications  Association,  Inc. 
(TCA)  conference  here  last 
week,  getting  mixed  reviews  from 
users  who  saw  it  in  action. 

Some  users  said  the  interface 
appeared  to  provide  the  simpli¬ 
fied  NetView  control  tool  they’ve 
been  clamoring  for,  although 
they  tempered  their  enthusiasm 
by  noting  that  IBM  has  yet  to  re¬ 
lease  pricing  and  detailed  prod¬ 
uct  literature.  But  others  said  the 
interface  would  be  ineffective  for 
overseeing  large  networks. 


Traffic  was  brisk  in  the  IBM 
booth  at  TCA’s  annual  show,  and 
many  of  the  attendees  who 
stopped  by  for  the  demonstration 
of  IBM’s  Netcenter  graphical  in¬ 
terface  were  themselves  vendors. 
IBM  acquired  Netcenter  in  Au¬ 
gust  from  US  West  Network  Sys¬ 
tems,  Inc. 

In  addition  to  Netcenter,  IBM 
also  demonstrated  some  of  the 
NetView/PC  applications  devel¬ 
oped  by  its  business  partners.  At 
the  same  time  it  announced  Net- 
Center,  IBM  also  said  it  would  sell 
some  third-party  NetView/PC  ap¬ 
plications  (“IBM  refines  Net- 
View,  closes  Siemens  deal,”  NW, 
Aug.  21). 


SANTA  CLARA,  Calif.  —  Start¬ 
up  company  NetFrame  Systems, 
Inc.  last  week  ushered  in  the  era 
of  the  superserver  with  the  intro¬ 
duction  of  a  line  of  local  network 
servers  it  bills  as  “the  world’s 
first  network  mainframes.” 

The  NetFrame  servers,  avail¬ 
able  in  three  models,  run  stan¬ 
dard  network  software,  such  as 
Novell,  Inc.’s  NetWare  386  and 
Microsoft  Corp.’s  OS/2  LAN  Man¬ 
ager,  but  are  designed  to  over¬ 
come  the  limitations  of  personal 
computers  retrofitted  for  use  as 
servers. 

The  NetFrame  servers  are 
based  on  multiple  processors  and 
have  a  mainframe-type  I / 0  archi¬ 
tecture  that  eliminates  the  I/O 
bottleneck  associated  with  tradi¬ 
tional  network  file  servers. 

The  NetFrame  rollout  pre¬ 
cedes  the  expected  introduction 
today  of  a  similar  product  by 
start-up  Auspex  Systems,  Inc. 
(see  “Auspex  superserver  ups 
I/O  processing,”  page  21).  The 
NetFrame  and  Auspex  systems, 
while  aimed  at  different  market 
segments,  represent  an  emerging 
class  of  computers  designed  as 
high-performance  net  servers. 

“The  NetFrame  servers  are 
optimized  for  processing  net¬ 
work  requests  from  personal 


computers  on  LANs,”  said  Carl¬ 
ton  Amdahl,  NetFrame  founder, 
chairman  and  chief  technical  offi¬ 
cer.  Amdahl,  who  designed  the 
products,  is  the  son  of  pioneering 
( continued  on  page  63) 
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Data  switch  Buyer’s 
Guide,  page  43. 


LAN  Manager 
OEMs  await 
market  rally 

By  Susan  Breidenbach 
and  Gail  Runnoe 

Network  World  Staff 

Rank-and-fde  members  of  Mi¬ 
crosoft  Corp.’s  LAN  Manager 
OEM  team  have  retired  to  the 
bench  for  the  time  being  to  watch 
industry  leaders  IBM  and  3Com 
Corp.  struggle  to  produce  sales. 

Second-tier  OEMs  that  already 
have  a  LAN  Manager  product  are 
making  few  visible  efforts  to  mar¬ 
ket  it,  at  least  on  the  domestic 
scene,  and  companies  that  have 
yet  to  release  products  say 
they’re  in  no  hurry  to  do  so. 

Stuck  with  guaranteed  royalty 
payments  to  Microsoft  and  bur¬ 
dened  with  development  costs 
and,  in  some  cases,  inventory, 
these  OEMs  are  rooting  from  the 
sidelines,  stoutly  professing  their 
commitment  to  LAN  Manager. 

But  a  number  of  the  vendors 
are  growing  openly  critical  of 
what  they  regard  as  the  failure  of 
the  key  players  to  ignite  the  LAN 
Manager  market. 

“You  need  a  champion  to 
go  out  there  and  demonstrate 
LAN  Manager’s  performance  and 
( continued  on  page  60) 
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Vendors  who  con  users 
and  users  who  trust  them 


By  Bruce  Guptill 

Features  Writer 


Walk  the  floor  at  any  trade 
show  or  association  meeting 
and  you’ll  observe  two  close¬ 
ly  related  activities:  vendors 
hawking  their  wares  to  poten¬ 
tial  customers  and  attendees 
sharing  horror  stories  about 
vendors’  sales  tactics.  On  a 
good  day,  you’ll  hear  about 
enough  vendor  lying,  cheating 
and  stealing  to  fill  a  season  of 
prime-time  soap  operas. 

Of  course,  all  of  the  stories 


can’t  be  true.  Most  of  what  we 
overhear  is  hearsay;  it  hap¬ 
pened  to  “a  friend  of  a  guy  I 
used  to  know.”  But  a  germ  of 
truth  is  found  in  many  stories, 
and  enough  users  express  out¬ 
rage  —  and  fear  —  at  vendors’ 
sales  tactics  that  the  subject  is 
worth  examining. 

No  vendor  will  go  on  record 
saying  “We  bribe  people”  or 
“We  threaten  buyers”  or  even 
“We’ll  do  anything  to  sell  our 
stuff.” 

(continued  on  page  36 ) 


Cigna  to  save  $2m  a  year 
with  AT&T’s  net  services 

Cigna  cleans  out  a  web  of  circuits,  opting  for 
combo  of  BMS  and  other  centralized  services. 


By  Jim  Brown 

Senior  Editor 

WINDSOR,  Conn.  —  Cigna 
Corp.  last  week  said  it  is  using  a 
mix  of  AT&T’s  Accunet  T1.5  ser¬ 
vices,  including  its  Bandwidth 
Management  Service  (BMS)  op¬ 
tion,  to  lop  $2  million  a  year  off 
its  data  networking  costs. 

The  services  helped  the  insur¬ 
ance  conglomerate  build  what  is 
in  essence  a  private  T- 1  net  based 
on  carrier-provided  services  and 
central  office-based  equipment. 

Cigna  routes  AT&T  Data- 
phone  Digital  Service  circuits 
serving  remote  offices  to  AT&T 
switching  centers,  where  data  is 
multiplexed  onto  Accunet  T1.5 
circuits.  Those  T-l  circuits  are 
then  routed  to  one  of  three  Cigna 
data  centers. 

This  eliminates  the  web  of 


point-to-point  Dataphone  Digital 
Service  circuits  that  were  used  to 
connect  Cigna’s  more  than  1 ,500 
remote  sites  to  the  data  centers. 
Cigna  uses  BMS  to  control  and 
reconfigure  the  T-l  circuits  and 
AT&T  central  office-based  Tel- 
labs,  Inc.  745  T-l  multiplexers. 

“It’s  like  having  a  private  net¬ 
work,  only  the  nodes  are  shared 
between  AT&T  central  offices 
and  the  customer  premises,”  said 
Rich  Batchelder,  Cigna’s  director 
of  network  planning. 

Cigna  uses  T-l  multiplexers  in 
AT&T  central  offices  in  Hartford, 
Conn.,  Philadelphia,  Chicago,  At¬ 
lanta,  Dallas  and  Denver.  Cigna 
has  its  own  Tellabs  745  T-l  multi¬ 
plexers  in  its  data  centers  here 
and  in  Philadelphia  and  Denver. 
It  will  use  T-l  multiplexers  in 
( continued  on  page  60 ) 


Sun  unveils  products  to 
beef  up  new  net  strategy 

SunNet  bolsters  work  group  computing  position. 


By  Laura  DiDio 

_ Senior  Editor _ 

FRAMINGHAM,  Mass.  —  Sun 
Microsystems,  Inc.  last  week  an¬ 
nounced  a  networking  strategy 
and  the  first  products  under  that 
umbrella,  including  Fiber  Distrib¬ 
uted  Data  Interface  (FDDI)  and 
network  management  offerings. 

The  strategy,  called  SunNet, 
bolsters  the  company’s  existing 
work  group  computing  strategy 
by  promising  adherence  to  more 
networking  standards,  a  net  man¬ 
agement  approach  that  builds  on 
standards  and  greater  worksta¬ 


tion  connectivity  options. 

Products  announced  as  part  of 
SunNet  include  a  workstation  in¬ 
terface  for  100M  bit/sec  FDDI  lo¬ 
cal  networks,  network  manage¬ 
ment  software,  a  gateway  that 
enables  Sun  workstations  to  be 
channel-attached  to  IBM  main¬ 
frames  and  a  high-speed  serial  in¬ 
terface  that  can  be  used  to  link 
Sun  workstations  using  T-l  lines. 

Michael  Howard,  vice-presi¬ 
dent  oflnfonetics,  Inc.,  a  consult¬ 
ing  firm  in  Santa  Clara,  Calif., 
hailed  both  SunNet  and  the  new 
( continued  on  page  62 ) 


Unisys  to  market  AT&T's 
Accumaster  Integrator 


By  Bob  Brown 

_ Senior  Editor _ 

BLUE  BELL,  Pa.  —  As  expect¬ 
ed,  Unisys  Corp.  said  last  week 
that  it  has  signed  a  comarketing 
agreement  with  AT&T  under 
which  it  will  sell  the  carrier’s  Ac¬ 
cumaster  Integrator  network 
management  system  in  the  U.S. 

Unisys  plans  to  position  Accu¬ 
master  Integrator  as  the  top  level 
within  its  umbrella  Unisys  Net¬ 
work  Management  System.  With 
Accumaster  Integrator,  users  for 
the  first  time  will  be  able  to  man¬ 
age  from  a  single  workstation  all 
of  Unisys’  network  management 
products,  including  its  Time- 
plex,  Inc.’s  soon-to-be-released 
Time/View  Network  Manage¬ 
ment  System  for  managing  as¬ 


sorted  Timeplex  products.  Accu¬ 
master  Integrator  will  also  let 
users  control  other  vendors’ 
products  from  a  single  site. 

Accumaster  Integrator  is  a  vi¬ 
tal  cog  in  AT&T’s  Unified  Net¬ 
work  Management  Architecture. 
It  provides  network  managers 
with  centralized  control  of  multi¬ 
vendor  network  management 
systems  that  oversee  net  equip¬ 
ment  and  services. 

Accumaster  Integrator  will  be 
available  in  the  fourth  quarter  of 
this  year. 

The  agreement  is  important 
because  it  helps  clarify  how  Un¬ 
isys  will  integrate  its  disparate 
product  lines,  said  Paris  Burstyn, 
director  of  telecommunications 
( continued  on  page  61) 


Briefs 


ISDN  group  shifts  course?  The  Executive 
Steering  Committee  of  the  North  American  ISDN  Us¬ 
ers’  (NIU)  Forum  last  Friday  formed  a  subcommit¬ 
tee  to  consider  proposals  regarding  future  adminis¬ 
tration  of  the  forum. 

One  proposal,  outlined  in  an  internal  document, 
is  to  turn  over  control  of  the  group  from  the  Nation¬ 
al  Institute  of  Standards  and  Technology  to  a  non¬ 
profit  corporation  that  would  oversee  the  forum 
and  “a  potential  range  of  activities  relating  to  the 
ISDN  marketplace.” 

More  details  will  be  announced  at  the  forum’s 
meeting  Oct.  9  to  1 2  in  Phoenix. 

Telecom’s  most  wanted.  New  York  Tele¬ 
phone  Co.  last  week  quadrupled  to  $100,000  its  re¬ 
ward  for  information  leading  to  the  arrest  and  con¬ 
viction  of  anyone  who  intentionally  damages  the 
company’s  network.  That  followed  an  incident  ear¬ 
lier  in  the  week  when  saboteurs  severed  under¬ 
ground  cables  supporting  1 2,000  voice  and  data  cir¬ 
cuits  in  Freeport,  N.Y.,  just  outside  New  York  city. 

New  York  Telephone  said  the  incident  was  the 
worst  act  of  sabotage  since  a  strike  against  the  com¬ 
pany  began  on  Aug.  6.  More  than  325  acts  of  sabo¬ 
tage  have  interrupted  telephone  service  to  nearly 
100,000  customers  since  then,  the  carrier  said. 

Developers  endorse  LAN  Manager/X. 

Four  of  the  industry’s  top  data  base  software  ven¬ 
dors  last  week  said  they  will  develop  applications 
for  Hewlett-Packard  Co.’s  Unix-based  LAN  Mana¬ 
ger/X,  which  is  due  out  this  December. 


Informix  Software,  Inc.,  Oracle  Corp.,  Relational 
Technology,  Inc.  and  Sybase,  Inc.,  which  together 
account  for  85%  of  the  relational  data  base  software 
market  for  Unix  systems,  said  they  will  build  distrib¬ 
uted  applications  based  on  HP’s  LAN  Manager/X. 

The  companies  did  not  give  specific  release  dates 
for  the  applications,  but  they  are  expected  to  be¬ 
come  available  within  a  year,  an  HP  spokeswoman 
said. 

MCI  plans  service  cutover.  MCI  Commu¬ 
nications  Corp.  this  week  will  begin  offering  its 
Switched  56  and  Digital  Reconfiguration  Service 
(DRS).  Both  services  were  introduced  earlier  this 
year  (see  “MCI  unveils  commercial  billing  plan,” 
page  7). 

Switched  56  initially  will  be  available  in  180  cit¬ 
ies  to  users  of  MCI’s  Prism  I  and  Vnet;  DRS  will  be 
available  in  200  cities  this  week. 

DEC,  StrataCom  team  up.  Digital  Equip¬ 
ment  Corp.  last  week  expanded  its  relationship  with 
StrataCom,  Inc.  by  announcing  an  effort  to  develop 
a  T-l  packet  mode  interface  between  StrataCom’s 
IPX  FastPacket  T-l  multiplexers  and  DECnet  rout¬ 
ers.  The  partners  said  the  high-speed  link  will  allow 
Ethernets  to  send  data  through  StrataCom  multi¬ 
plexers  in  packet  form.  That  promises  to  increase 
speed,  improve  line  utilization  and  cut  the  number 
of  circuits  required  to  link  multiple  sites,  they  said. 
DEC  said  the  interface  will  be  delivered  within  18 
months  and  expects  to  share  the  specifications  with 
others. 
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There’s  Nothing 

Terminal  About 

■Our  Servers. 


In  the  world 
of  local  area  networks, 
the  only  constant  is 
constant  change.  And 
network  devices  that 
haven’t  kept  up  with  that  change 
will  be  dropping  like  flies. 

Hughes  LAN  Systems  multi¬ 
protocol  terminal  servers  give 
you  unparalleled  flexibility  and 
adaptability  in  today’s  network 
environments.  They  also  insure  a 
productive  future  for  existing  equip¬ 
ment  that  might  otherwise  be 
considered  obsolete. 

Hughes  LAN  Systems 
terminal  servers  speak  the  same  pro¬ 
tocols  you  do,  and  more :  TCP/Ifi 
LAT  SNMP  (Simple  Network  Man¬ 
agement  Protocol),  and  our  own 
LocalNet®  V2.  Over  multiple  cabling 


schemes :  thick  or  thin  Ethernet, 
broadband,  and  even  twisted  pair. 

All  Hughes  LAN  Systems 
servers  offer  extensive  remote 
administration  and  diagnostic  capa¬ 
bilities  from  anywhere  on  your 
network.  They  also  feature  standard 
SNMP  management  tools,  so  you 
can  configure  and  control  your 
network  from  a  central  location. 

Plus  an  advanced  security 
option  for  absolute  control  over 
access  to  sensitive  data. 

With  our  UNC/Term  multiple 


protocol  software,  our  servers 
let  you  hot  key  between  sessions 
on  multiple  hosts,  regardless  of  pro¬ 
tocol.  Without  rebooting  or  down¬ 
loading  new  software.  Without 
wasting  time. 

So  call  Hughes  LAN  Systems 
today  at  1-800-456-5430. 

And  give  your  terminal  LAN 
a  new  lease  on  life. 
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Videoconferencing  use  to 
snowball,  say  TCA  goers 

Price/performance  improvements  spur  usage. 


By  Barton  Crockett 

_ Senior  Editor _ 

SAN  DIEGO  —  After  years  as  a 
bit  player  in  user  networks,  vid¬ 
eoconferencing  seems  poised  to 
take  on  a  bigger  role. 

Users  interviewed  by  Network 
World  at  the  Tele-Communica¬ 
tions  Association,  Inc.’s  Annual 
Conference  and  Exposition  here 
last  week  said  that  falling  trans¬ 
mission  prices,  declining  cost  and 
increasing  functionality  of  low- 
speed  videoconferencing  sys¬ 
tems  have  made  them  consider 
implementing  the  technology  in 
their  organizations. 

Users  say  videoconferencing 
promises  to  cut  travel  costs,  im¬ 
prove  corporate  communications 
and  speed  decision-making. 

“We’ve  been  tracking  video- 
conferencing  for  years,”  said 
Donald  O’Connor,  director  of 
data  center  operations  at  the  Ir¬ 
vine,  Calif. -based  engineering 
company  Fluor  Daniel,  Inc. 
“With  the  cost  of  bandwidth  and 
[videoconferencing]  gear  declin¬ 
ing,  I  believe  it’s  finally  gotten  to 
the  point  where  it  makes  sense 
for  users  to  do  this.” 

O’Connor  said  his  company 
plans  to  begin  tests  in  January  of 
a  768K  bit/sec  videoconferenc¬ 
ing  link  between  Fluor  Daniel 
headquarters  and  a  major  office 
in  Greenville,  S.C.  He  said  the  tri¬ 
al  should  last  about  four  months, 
after  which  the  videoconferenc¬ 
ing  link  will  probably  become 
permanent. 

The  link  will  be  supported  by  a 
full  T-l  circuit,  with  the  remain¬ 
der  of  the  T-l  capacity  used  for 
other  applications. 

O’Connor  added  that,  in  sub¬ 
sequent  years,  he  hopes  to  ex- 


By  Tom  Smith 

New  Products  Editor 

CHICAGO  —  Consumers  Soft¬ 
ware,  Inc.  this  week  is  expected  to 
announce  an  X.400  gateway  that 
enables  users  of  its  local  net¬ 
work-based  Inter-network  Couri¬ 
er  electronic  mail  software  to  ex¬ 
change  messages  with  other 
X.400-compliant  E-mail  systems. 

The  company  plans  to  roll  out 
The  Network  Courier  400  gate¬ 
way  at  the  Electronic  Mail  Associ¬ 
ation  meeting  here.  The  an¬ 
nouncement  illustrates  growing 
support  for  the  X.400  messaging 
standard  among  vendors  of  pro¬ 
prietary  E-mail  products. 

The  Inter-network  Courier  is  a 
local  net-to-local  net  E-mail 
package  that  runs  on  Novell,  Inc., 
3Com  Corp.,  Banyan  Systems, 
Inc.  or  any  DOS-based  local  net. 


pand  the  use  of  videoconferenc¬ 
ing  throughout  the  corporation. 
He  said  low-speed  videoconfer¬ 
encing  is  becoming  more  appeal¬ 
ing  to  users  because  technologi¬ 
cal  advancements  have  decreased 
the  cost  and  improved  the  func¬ 
tionality  of  these  systems. 

The  availability  of  switched 
56K  bit/sec  services  and  the  de¬ 
clining  cost  of  dedicated  circuits 
is  making  the  transmission  por¬ 
tion  of  the  videoconferencing 
outlay  less  daunting,  O’Connor 
said.  In  addition,  the  cost  of  vid¬ 
eoconferencing  coder/decoders, 
which  compress  and  transmit  vid- 

“W 

W  e  think 

videoconferencing  will 
help  us  make  decisions 
and  reduce  costs.” 
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eo  signals,  has  declined  markedly 
over  the  past  few  years. 

All  this  has  happened  while 
the  quality  of  audio  and  image 
transmission  associated  with 
low-speed  videoconferencing 
systems  has  improved. 

“We  think  videoconferencing 
is  something  that  will  help  us 
make  better  decisions  and  reduce 
costs,”  O’Connor  said.  “By  doing 
that,  videoconferencing  could 
make  our  company  more  com¬ 
petitive.” 

Users  said  they  were  planning 
to  implement  videoconferencing 
to  decrease  travel,  improve  meet- 


The  Network  Courier  400  runs 
in  a  server  equipped  with  an  X.25 
adapter,  enabling  the  system  to 
transmit  X.400  messages  across 
a  packet-switched  network.  That 
card  is  bundled  with  the  product 
and  is  offered  through  an  OEM 
agreement  with  Eicon  Technol¬ 
ogy  Corp.  of  Montreal.  The  server 
supports  what  the  company  calls 
a  post  office  for  E-mail  messages. 

The  gateway  periodically 
scans  the  post  office  for  messages 
to  be  delivered  beyond  the  local 
network.  ,It  translates  those  mes¬ 
sages  from  The  Inter-network 
Courier’s  proprietary  format  into 
CCITT-compliant  X.400  format. 

Eicon’s  X.25  adapter  handles 
packet  assembly  for  transmission 
of  the  message  over  the  data  net¬ 
work.  At  the  receiving  end,  an¬ 
other  X.25  adapter  disassembles 


ings  and  cut  the  time  it  takes  their 
organizations  to  make  decisions. 

Roger  Stefan,  network  manag¬ 
er  with  the  state  of  Washington’s 
Employment  Security  Division, 
said  his  organization  is  consider¬ 
ing  installing  a  videoconferenc¬ 
ing  system  that  would  link  offices 
in  Olympia,  Spokane  and  Seattle. 
Much  of  the  justification  for  the 
implementation,  Stefan  said,  is 
reducing  travel. 

He  explained  that  state  em¬ 
ployees  frequently  drive  between 
state  offices  in  the  three  cities, 
forcing  them  to  brave  the  often 
snow-laden  passes  of  the  Cascade 
Mountain  range. 

“We  get  some  terrible  storms 
up  there  in  winter  that  make 
those  passes  quite  dangerous,” 
Stefan  said. 

By  implementing  videocon¬ 
ferencing,  Stefan  said  the  state 
could  markedly  reduce  the  num¬ 
ber  of  arduous  trips  state  employ¬ 
ees  must  make. 

“One  division  could  mobilize 
the  entire  state  to  implement  vid¬ 
eoconferencing,”  Stefan  said. 

Joseph  Donovan,  telecom¬ 
munications  consultant  for 
Northbrook,  Ill.-based  A.C.  Niel¬ 
sen  Co.,  a  subsidiary  of  The  Dun  & 
Bradstreet  Corp.,  said  his  compa¬ 
ny  is  considering  implementing 
videoconferencing  links  between 
its  Northbrook  headquarters  and 
its  Green  Bay,  Wis.,  offices. 

“Videoconferencing  makes  it 
easier  to  call  people  together  for 
meetings  and  get  the  people  in¬ 
volved  who  really  need  to  be 
there,  since  you  don’t  have  to 
travel,”  Donovan  said. 

‘  ‘The  end  result  is  that  you  can 
speed  up  the  decision-making 
process,”  he  added. 

Donovan  said  A.C.  Nielsen  is 
currently  pilot-testing  various 
low-speed  videoconferencing 
links  between  the  Northbrook 
and  Green  Bay  offices  and  could 
make  a  final  decision  on  whether 
to  implement  the  technology  in  a 
few  weeks.  □ 


the  packets  and  an  X.400  gate¬ 
way  translates  the  X.400  mes¬ 
sage  into  the  format  of  the  receiv¬ 
ing  E-mail  package. 

The  X.400  gateway  comple¬ 
ments  Consumers  Software’s  ex¬ 
isting  product  line.  That  line  in¬ 
cludes  the  Network  Courier  for 
intranetwork  messaging,  as  well 
as  a  gateway  to  IBM’s  Profession¬ 
al  Office  System  and  a  soon-to- 
be-announced  gateway  to  IBM’s 
Systems  Network  Architecture 
Distribution  Services,  said  Jack 
Grushcow,  president  of  Consum¬ 
ers  Software. 

Consumers  Software  can  now 
fulfill  both  intracorporate  and  in¬ 
tercorporate  messaging  needs. 
“We’re  proving  we  can  operate  as 
a  peer  in  the  [Open  Systems  In¬ 
terconnection]  world,”  he  said. 

The  X.400  gateway  will  sup¬ 
port  addressing  features  that  en¬ 
able  users  to  employ  simple  ad¬ 
dresses  that  are  automatically 
translated  into  more  complex 
X.400  addresses.  Users  can  cre- 
( continued  on  page  63 ) 


AT&T  offers 
advanced  fax 
capabilities 

By  Gail  Runnoe 

Washington  Correspondent 

SAN  DIEGO  —  AT&T  last 
week  announced  at  the  Tele¬ 
communications  Association, 
Inc.  conference  here  a  facsimile 
service  that  provides  users  with 
such  advanced  capabilities  as 
document  store-and-forward  and 
multipoint  fax  distribution. 

AT&T  Enhanced  Fax  allows  us¬ 
ers  to  establish  fax  mailboxes  to 
which  documents  may  be  deliv¬ 
ered.  The  user  can  access  the 
mailbox  from  any  telephone  us¬ 
ing  a  special  identification  code. 
A  customer  can  also  store  docu¬ 
ments  in  the  mailbox  for  trans¬ 
mission  to  another  fax  machine 
through  Enhanced  Fax’s  autofor¬ 
ward  feature. 

The  service’s  broadcast  capa¬ 
bility  allows  users  to  send  docu¬ 
ments  to  thousands  of  locations 
almost  simultaneously  by  send¬ 
ing  a  single  copy  to  AT&T,  the 
carrier  said.  AT&T  Enhanced  Fax 
also  provides  voice  prompting  to 
instruct  users  on  how  to  access 
those  capabilities. 

Karl  Sterne,  senior  analyst  at 
Market  Intelligence  Research  Co. 
in  Mountain  View,  Calif.,  said  the 
broadcast  feature  is  the  most  im¬ 
portant  aspect  of  the  AT&T  En¬ 
hanced  Fax  offering. 

“While  [broadcasting]  can  be 
done  by  a  lot  of  the  expensive  fax 
machines,  it  still  ties  up  the  user’s 
line,”  he  said.  By  using  a  net¬ 
work-based  broadcast  service, 
the  user’s  machine  is  free  to  re¬ 
ceive  or  send  other  messages. 

The  AT&T  announcement  ap¬ 
pears  to  be  a  direct  response  to 


MCI  Communications  Corp.’s 
MCI  Fax  service,  which  MCI 
claims  has  been  well  received  by 
users.  MCI  Fax,  which  the  carrier 
says  is  based  on  a  dedicated  por¬ 
tion  of  its  long-distance  network, 
supports  a  variety  of  capabilities 
including  fax  broadcast. 

However,  Sterne  said  he  did 
not  believe  the  MCI  service,  an¬ 
nounced  late  last  year,  had  been 
hurting  AT&T’s  sales. 

With  AT&T  Enhanced  Fax,  us¬ 
ers  can  create  and  modify  distri¬ 
bution  lists  through  a  voice- 
prompted  instruction  menu  and  a 
push-button  phone,  or  through  a 
personal  computer  or  terminal 
and  AT&T  Mail. 

AT&T  said  AT&T  Enhanced 
Fax  will  be  available  in  mid-De¬ 
cember  and  will  be  priced  on  a 
per-page  basis.  In  the  U.S.,  the 
cost  is  60  cents  per  page,  while  in¬ 
ternational  fax  messages  range 
from  $1.42  to  $5.99  per  page. 
Costs  for  the  service  also  include 
a  $10  monthly  fee,  which  AT&T 
will  waive  during  the  first  three 
months  of  usage  as  part  of  an  ear¬ 
ly  sign-up  promotion. 

Teleflora  will  begin  beta-test¬ 
ing  the  new  service  this  week, 
said  Gene  Berning,  director  of 
Teleflora  technologies.  His  com¬ 
pany  was  eager  to  sign  up  for  the 
service  because  of  its  voice 
prompting  features  and  the  po¬ 
tential  cost  savings. 

Berning  said  the  voice 
prompts  will  enable  anyone  in 
the  company  to  use  the  fax  ser¬ 
vice,  regardless  of  their  exper¬ 
tise.  Teleflora  expects  to  save 
25%  to  35%  annually  on  fax 
transmission,  compared  with  the 
cost  of  sending  faxes  over  AT&T’s 
direct-dial  long-distance  service. 

AT&T  also  said  it  plans  to  offer 
voice-messaging  service  as  part 
of  its  Global  Messaging  portfolio, 
which  now  includes  Enhanced 
Fax  and  the  existing  AT&T  EDI 
and  AT&T  Mail  services.  □ 


Correction:  The  article  ti¬ 
tled  “IBM  vows  to  lead  OS/2 
LAN  charge”  (NW,  Aug.  28)  in¬ 
correctly  stated  that  DOS  work¬ 
stations  have  to  communicate 
with  IBM’s  LAN  Server  through 
a  PC  LAN  Program  server. 

DOS  workstations  running 
PC  LAN  Program  1.31  in  redi¬ 
rector,  receiver  or  messenger 


modes  can  communicate  direct¬ 
ly  with  LAN  Server,  IBM  said. 

PC  LAN  Program  is  sold  for 
$250  for  a  single  copy.  It  can  be 
configured  as  either  a  dedicated 
or  nondedicated  server.  In  any 
configuration,  it  can  redirect 
DOS  net  requests  via  Network 
Basic  I/O  System  to  a  server 
running  OS/2  LAN  Server. 


Consumers  Software  adds 
X.400  messaging  gateway 
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U.K.  firm  signs  int’l  YPN 
agreement  with  US  Sprint 


By  Bob  Wallace 

_ Senior  Editor _ 

SAN  DIEGO  —  Grand  Metro¬ 
politan  PLC,  a  London-based  con¬ 
glomerate  with  U.S.  holdings,  last 
week  became  one  of  US  Sprint 
Communications  Co.’s  first  Inter¬ 
national  Virtual  Private  Network 
(IVPN)  users. 

The  $23.4  million  contract 
with  Grand  Metropolitan  was  one 
of  several  announcements  US 
Sprint  made  at  the  Tele-Commu¬ 
nications  Association,  Inc.  (TCA) 
conference  here,  including  re¬ 
duced  rates  for  international  digi¬ 
tal  services  and  a  connection  deal 
with  a  Japanese  carrier. 

In  the  Grand  Metropolitan 
deal,  US  Sprint  will  provide  a  vir¬ 
tual  network  to  link  the  compa¬ 
ny’s  U.K.  headquarters  with  its 
U.S.  subsidiaries,  which  include 
Burger  King  Corp.,  Pillsbury  Co., 
Heublein,  Inc.,  Alpo  Petfoods, 
Inc.  and  Pearle  Vision  Centers. 

The  international  links  will  be 
carried  over  the  Private  TransAt- 
lantic  Telecommunications  Sys- 


US  Sprint’s  Larry  Lake 
at  the  TCA  announcement 


tern,  Inc.,  a  fiber-optic  cable  US 
Sprint  owns  with  Cable  &  Wire¬ 
less  PLC.  Grand  Metropolitan  will 
be  a  beta-test  user  of  IVPN,  which 
US  Sprint  hopes  to  offer  commer¬ 
cially  beginning  in  the  second 
quarter  of  1990. 

The  domestic  part  of  the  net¬ 
work  will  serve  900  Burger  King 
locations,  226  Pillsbury  sites,  66 
Heublein  locations,  lo  Alpo  of¬ 
fices  and  14  Pearle  sites,  accord¬ 
ing  to  the  carrier. 

US  Sprint  will  become  Grand 
Metropolitan’s  primary  carrier  in 
the  U.S.  as  well  as  between  the 
U.S.  and  the  U.K.,  replacing  rivals 
AT&T  and  MCI  Communications 
Corp. 

Grand  Metropolitan’s  U.S. 
subsidiaries  will  also  use  several 
other  US  Sprint  services,  includ¬ 
ing  Ultra  800  and  international 
switched  services.  US  Sprint’s 
data  communications  subsidiary, 
Telenet  Communications  Corp., 
already  provides  the  company 
with  $1.5  million  worth  of  data 
services. 

In  one  of  many  separate  an¬ 
nouncements,  US  Sprint  formally 
introduced  a  series  of  digital  ser¬ 


vices  (“US  Sprint  launches  new 
service  blitz,”  NW,  Sept.  25).  The 
services  include  fractional  T-l,  a 
family  of  digital  data  services  and 
a  digital  alternative  to  analog 
trunks  used  for  applications  such 
as  tie  lines. 


The  carrier  also  used  the  show 
to  announce  reduced  rates  for  in¬ 
ternational  digital  services  to  the 
U.K.  and  said  it  would  extend  an 
existing  promotional  discount 
program  for  its  domestic  Clear- 
line  1.5  T-l  service. 

The  rate  reductions  for  in¬ 
ternational  services  apply  to 
switched  56K  bit/sec  and  T-l  ser¬ 
vices.  The  reductions  range  up  to 
18%  for  users  that  sign  one-year 
contracts  and  up  to  11%  for  cus- 


Us  Sprint  announced 
reduced  rates  for 
international  digital 
services  to  the  U.K. 
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tomers  that  sign  three-  to  five- 
year  contracts. 

The  promotion  for  domestic 
Clearline  1.5  service  has  been  ex¬ 
tended  for  customers  that  order 
service  before  Oct.  31  and  receive 
installation  before  March  31 . 

Under  terms  of  the  promo¬ 
tion,  US  Sprint  waives  onetime  in¬ 
stallation  fees  and  provides  the 
first  30  days  of  service  free  of 
charge. 

( continued  on  page  58) 
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How  your 
mainframe  can 
hop  from 
Newark  toTbkyo 
in  two  seconds. 


AT&T  Paradyne’s  channel  extension  systems  give  you 

capabilities  you  never  thought  possible. 

For  example.your  Tokyo  office  can  access  applications 

on  your  New  York  mainframe  with  virtually  the  same  performance 

as  if  your  New  York  mainframe  were  in  Tokyo. 

Only  AT&T  Paradyne  can  give  you  this  capability  because  only 

AT&T  Paradvnes  PIXNET-XL™can  extend  vour  mainframes  multi- 

*  * 

plexer  channel  to  anywhere  in  the  world. 

PIXNET-XL  is  perfect  for  consolidating  data  centers  or  creating 
disaster  recover}  plans.Thats  because  there  is  virtually  no  loss  in  per¬ 
formance.  Even  when  your  data  transmission  requires  satellite  hops. 

AT&T  Paradvnes  PjXNET-XL.Technology  so  innovative  there’s 
no  limit  to  how  far  it  can  take  you. 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  216. 

Europe  (44)  923-55550  Fax:  (44)  923-55638;  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433; 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767;  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575: 

Canada  (416)  494-0453  Fax:  (416)  494-5723 
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Conference  goers  remain  hopeful 
despite  problems  with  ISDN  demos 


By  Wayne  Eckerson 

_ Staff  Writer _ 

SAN  DIEGO  —  Problems  that  marred 
many  of  the  live  ISDN  demonstrations  at 
the  Tele-Communications  Association, 
Inc.  (TCA)  conference  here  last  week 
failed  to  dampen  the  enthusiasm  of  users, 
who  said  the  technology  will  fit  into  their 
networking  plans  in  the  1990s. 

About  a  half-dozen  vendors  at  TCA’s 
27th  annual  conference  demonstrated  a 
host  of  applications  supported  by  Integrat¬ 
ed  Services  Digital  Network 
Basic  Rate  Interface  lines. 

These  included  local  network- 
to-local  network  connectivity, 
simultaneous  voice/data 
transmission,  Group  IV  fac¬ 
simile,  personal  computer 
communications,  ISDN  via  sat¬ 
ellite  and  videoconferencing. 

But  technical  and  other 
snags  tripped  up  several  dem¬ 
onstrations.  Equipment  failed 
to  operate  as  expected  or 
wasn’t  delivered  as  planned, 
and  some  vendor  representa¬ 
tives  had  trouble  operating  the 
demonstrated  applications. 

Users  seemed  to  take  that 
in  stride  and  focused  instead 
on  how  ISDN  will  fit  into  their 
operations.  “Most  users  know  ISDN  is  on 
the  horizon  and  are  trying  to  define  appli¬ 
cations  they  can  use,”  said  William  Trout, 
senior  telecommunications  specialist  at 
the  Great-West  Life  Assurance  Co.  in  En¬ 
glewood,  Colo.  Trout  said  his  company  is 
interested  in  ISDN-supported  automatic 
number  identification  (ANI),  which  prom¬ 
ises  to  improve  customer  service. 

“I  was  relieved  to  find  that  most  users  at 
the  conference  seem  to  be  in  the  same  boat 
I’m  in:  They’re  looking  at  ISDN,  but  not 
ready  to  implement  it,”  Trout  said. 

Pacific  Bell  provided  21  ISDN  Basic 
Rate  Interface  circuits  from  an  ISDN-com¬ 


patible  switch  three  miles  from  the  show. 
Basic  Rate  Interface  lines  support  two  B 
channels  carrying  voice  or  data  at  64K 
bit/sec  each  and  one  D  channel  carrying 
16K  bit/sec  of  signaling  information  or 
packet-switched  data. 

Fujitsu  Network  Switching  of  America, 
Inc.  used  seven  ISDN  lines  to  demonstrate 
a  variety  of  applications,  including  local 
network-to-local  network  bridging,  simul¬ 
taneous  voice/data  transmission  and 
Group  IV  facsimile. 


The  company  established  a  Basic  Rate 
Interface  link  between  a  token-ring  net¬ 
work  and  an  Ethernet  local  net  supporting 
personal  computers,  file  servers  and  print¬ 
ers.  Each  local  network  was  equipped  with 
a  Vitalink  Communications  Corp.  Trans- 
PATH  router  and  a  Fujitsu  SRS410  ISDN 
terminal  adapter. 

Because  of  software  problems,  howev¬ 
er,  Fujitsu  could  not  transfer  files  between 
the  local  networks. 

Despite  the  foul-up,  there  was  a  lot  of 
interest  in  using  ISDN  as  a  wide-area  link 
between  local  networks. 

Mary  Johnston,  a  principal  at  Boston- 


based  Northeast  Consulting  Resources, 
Inc.,  said  users  will  embrace  such  ISDN 
bridging  in  the  mid-  to  late- 1990s. 

Because  ISDN  provides  64K  bit/ sec  dig¬ 
ital  connectivity  on  demand,  it  will  allow 
corporations  to  connect  local  network  us¬ 
ers  in  different  divisions  who  need  to  ex¬ 
change  data  or  transfer  files  when  collabo¬ 
rating  on  research  projects,  Johnston  said. 

ISDN  takes  to  the  air 

Communications  Satellite  Corp.  estab¬ 
lished  ISDN  connections  across  several 
continents  via  satellites.  COMSAT  support¬ 
ed  Basic  Rate  Interface  circuits  over 
2.048M  bit/sec  European  T-l  links  among 
San  Diego,  Singapore  and  Sydney,  Austra¬ 
lia,  using  two  International  Telecommuni¬ 
cations  Satellite  Organization 
satellites. 

The  ISDN  links  support¬ 
ed  communications  among 
Group  IV  fax  machines,  digital 
telephones,  video  telephones, 
personal  computers  and  slow- 
scan  video  systems.  Interna¬ 
tional  carriers  Australia-Over¬ 
seas  Telecommunications 
Commission  (OTC)  and  Sin- 
gapore-The  Telecommunica¬ 
tion  Authority  supervised  the 
demos  in  their  countries. 

However,  not  all  the  appli¬ 
cations  worked  as  planned. 
For  example,  digital  tele¬ 
phones  supporting  two  B 
channels  were  lost  during 
shipment  and  the  replacement 
phones,  which  supported  only  one  B  chan¬ 
nel,  could  not  handle  simultaneous  voice/ 
data  transmission  over  a  single  ISDN  cir¬ 
cuit. 

In  addition,  the  video  phones  were  in¬ 
compatible  and  couldn’t  communicate. 
Also,  the  slow-scan  video  occasionally 
failed  to  work  and,  in  general,  had  poor 
picture  quality.  COMSAT  officials  said  they 
weren’t  able  to  bring  up  the  satellite  links 
until  the  night  before  the  show  opened, 
leaving  little  time  to  test  equipment. 

AT&T  demonstrated  a  personal  com¬ 
puter  ISDN  Basic  Rate  Interface,  an- 
( continued  on  page  63 ) 


Software  lets 
NetView  manage 
NCR  Comten  FEP 

By  Tom  Smith 

New  Products  Editor 

ST.  PAUL,  Minn.  —  NCR  Comten  is 
scheduled  to  announce  today  software  that 
will  enable  customers  to  bring  NCR  Com¬ 
ten  front-end  processors  under  the  control 
of  IBM’s  NetView  net  management  system. 

The  product,  Comten  Support  Facility 
(CSF),  lets  customers  use  standard  Net- 
View  screens  to  issue  commands,  collect 
error  messages  and  gather  usage  statistics 
from  NCR  Comten  5620  and  56X5  front 
ends. 

The  company  also  upgraded  its  Ad¬ 
vanced  Communications  Function/Net¬ 
work  Control  Program  (ACF/NCP)  to 


It  lets  customers  use  NetView 
screens  to  issue  commands. 

AAA 


boost  performance  and  improve  statistics 
reporting. 

CSF  includes  two  software  components: 
one  that  runs  under  the  Comten  Operating 
System  on  the  company’s  front-end  pro¬ 
cessors  and  the  other  running  above  Net- 
View  on  IBM  hosts,  according  to  Linvel 
Karres,  director  of  the  Systems  Network 
Architecture  and  Multi-Vendor  Intercon¬ 
nect  Products  Program  at  NCR  Comten. 

The  component  on  the  front  end  col¬ 
lects  statistics  from  attached  devices  and 
provides  the  duplex  link  to  the  component 
on  the  host,  which  in  turn  provides  the  in¬ 
terface  to  NetView.  The  host  software  pro¬ 
vides  statistics  to  VTAM  for  historical  in- 
( continued  on  page  59) 
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Farewell.  After  years  at  the  Town  &  Country  Convention  Center,  the 
TCA  show  moves  to  the  new  San  Diego  Convention  Center  next  year. 


Tie  Your  3Com  &  I  YIY  Networks  Together 

ELECTRONIC  MAIL  GATEWAY 


Stratus  lays  out  ISDN  interface 
blueprints  for  its  XA2000  minis 


MSD,  a  leader  in  Internetworking  solutions, 
introduces  Promulgate™,  the  first  Electronic 
Mail  Gateway  that  successfully  ties  your 
3Com®  mail  networks  to  UNIX/mail  systems. 
Promulgate  is  an  Intel  80386-based  micro¬ 
computer  system  that  runs  the  UNIX®  operating 
system.  Exchanging  e-mail  between  3Com 
networks  and  UNIX  hosts  is  as  simple  as  enter¬ 
ing  a  name  and  address  in  standard  format, 
because  operation  is  automatic  and  transparent 
to  the  user,  including  translation  to  RFC822 
format. 


Also,  Promulgate  supports  the  familiar  3  +  Mail 
features;  group  and  aliasing  addressing  return 
receipt  and  multiple  recipient.  Promulgate  uses 
SMTP,  over  a  TCP/IP  Ethernet  network  and 
UUCP  over  asynchronous  communications  lines 
to  exchange  mail  with  a  variety  of  hosts,  from 
AT&T,  DEC,  and  HP.  Plus. .  .the  Promulgate 
software  and  system  architecture  allows  for 
future  customizations  as  your  internetworking 
requirements  expand.  Call  today  for  informa¬ 
tion  and  pricing  on  Promulgate,  the  gateway 
of  tomorrow. .  (703)  281-7440! 


By  Tom  Smith 

New  Products  Editor 

MARLBOROUGH,  Mass.  —  Stratus 
Computer,  Inc.  last  week  unveiled  plans  to 
develop  Integrated  Services  Digital  Net¬ 
work  interfaces  for  its  XA2000  Continuous 
Processing  minicomputers. 

Providing  ISDN  interfaces  will  enable 
the  company  to  offer  its  fault-tolerant  sys¬ 
tems  to  end  users  and  telephone  compa¬ 
nies  to  support  applications  that  take  ad¬ 
vantage  of  evolving  ISDN  telecommunica¬ 
tions  features  such  as  automatic  number 
identification. 

According  to  John  Hart,  director  of  tele¬ 
communications  industry  marketing  at 
Stratus,  the  company  will  target  its  ISDN 
products  at  customers  in  the  financial  ser¬ 
vices,  security,  retail,  manufacturing  and 
telecommunications  industries. 

“We  feel  very  strongly  that  we  can  in¬ 
troduce  the  ISDN  technology  and  strate¬ 
gies  in  those  markets  and  gain  additional 
market  share,”  Hart  said.  “Customers 
would  like  to  see  ISDN  [applications]  im¬ 
plemented  on  [fault-tolerant  processors] 


because  it  gives  them  an  advantage  in  their 
marketplace.” 

Stratus  is  developing  both  ISDN  Prima¬ 
ry  and  Basic  Rate  Interfaces.  The  company 
said  its  Primary  Rate  Interface  will  enable 
XA2000  systems  to  be  used  in  high-volume 
applications,  such  as  telemarketing,  while 
the  Basic  Rate  Interface  could  be  em¬ 
ployed  in  lower  volume  transaction  pro¬ 
cessing  environments,  such  as  automated 
teller  machines. 

The  Primary  Rate  Interface  divides  the 
capacity  of  a  T-l  line  into  23  64K  bit/sec 
voice/data  channels  and  one  64K  bit/sec 
signaling  channel.  The  Basic  Rate  Inter¬ 
face  divides  a  single  telephone  line  into 
two  64K  bit / sec  voice /data  channels  and  a 
16K  bit/sec  signaling  channel. 

Through  its  private  branch  exchange, 
for  example,  a  brokerage  firm  could  send 
telephone  inquiries  regarding  a  specific 
commodity  along  with  a  screen  of  data 
summarizing  the  calling  client’s  portfolio 
to  traders  dealing  in  that  commodity.  Calls 
relating  to  other  commodities  could  be 
(continued  on  page  61 ) 


Promulgate™ 


If  XT  ■'k  Management 
f|%|l  Systems 
lfMVJJLF  Designers.  Inc. 

131  Park  Street.  N.E.  •  Vienna,  VA  22180 
(703)  281-7440  •  PAX;  (703)  281-7636 


Authorized  Reseller  of  3Com  Products 

3Com  Complete  Network  Center 
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AT&T  adds 
to  network 
mgmt.  line 

By  Bob  Wallace 

_ Senior  Editor _ 

SAN  DIEGO  —  AT&T  last 
week  broadened  its  Trouble 
Tracker  net  management  product 
line  with  the  announcement  of 
four  applications  for  the  mini- 
computer-based  system  that  will 
help  users  manage  PBX  nets. 

The  programs,  announced  at 
the  Tele-Communications  Asso¬ 
ciation,  Inc.  show  here,  include  a 
new  release  of  the  original  Trou¬ 
ble  Tracker  as  well  as  Trouble 
Shooter,  an  expert  systems  pro¬ 
gram,  and  Facilities  Tracker, 
which  helps  users  locate  line 
problems. 

The  fourth  program,  Accu- 
master  Integrator  Interface,  en¬ 
ables  users  to  bring  the  Trouble 


Tracker  under  control  of  AT&T’s 
Accumaster  Integrator,  which  in¬ 
tegrates  various  product-depen¬ 
dent  management  systems. 

The  Trouble  Tracker  Release  1 
Version  2  can  handle  800  ele¬ 
ments  in  a  network,  twice  as 
many  devices  as  the  original  soft¬ 
ware  package,  said  Kevin  Hanley, 
AT&T  marketing  manager. 

It  has  also  been  expanded  to 
cover  AT&T’s  Generic  1  and  Ge¬ 
neric  2  Definity  75/85  Commu¬ 


nication  System  private  branch 
exchanges,  announced  earlier 
this  year.  The  earlier  version,  an¬ 
nounced  in  late  1987,  supported 
AT&T’s  System  75,  System  85 
and  Dimension  PBXs. 

Sensors  attached  to  the 
switches  detect  problems  and 
transmit  the  alarms  over  dial-up 
links  to  a  central  Trouble  Tracker 
minicomputer.  Trouble  Tracker 
can  then  route  alarms  to  a  num¬ 
ber  of  destinations  according  to 


time  of  day,  product,  alarm  type 
and  trouble  description.  Users, 
for  example,  can  have  PBX  fail¬ 
ure  alarms  forwarded  to  pagers. 

Trouble  Tracker  runs  on  an 
AT&T  3B2/400  computer  and 
uses  an  Informix  SQL  data  base 
management  system  to  store 
alarm  information  so  users  can 
track  network  performance, 
product  reliability  and  trends. 

Current  Trouble  Tracker  users 
can  upgrade  to  Release  1  Version 


2  for  $5,000.  The  software  costs 
$20,000  and  is  available  now. 

Trouble  Shooter  is  an  expert 
systems  diagnostic  tool  that  can 
be  used  to  isolate  faults  in  System 
85  and  Definity  75/85  Generic  2 
switch  components.  The  pro¬ 
gram  can  analyze  problems  from 
several  viewpoints,  shortening 
the  trouble  isolation  process.  Be¬ 
cause  it  learns  from  each  prob¬ 
lem,  the  expert  system  becomes 
( continued  on  page  59) 


MCI  unveils 
commercial 
billing  plan 

By  Anita  Taff 

Washington  Bureau  Chief 

SAN  DIEGO  —  MCI  Communi¬ 
cations  Corp.  last  week  rolled  out 
a  commercial  version  of  a  billing 
management  service  it  is  provid¬ 
ing  to  Merrill  Lynch  &  Co.,  Inc.  as 
part  of  a  multimillion  net  deal. 

The  billing  service,  MCI  Port¬ 
folio,  was  unveiled  here  at  the 
Tele-Communications  Associa¬ 
tion,  Inc.  (TCA)  conference.  It 
provides  customers  with  a  con¬ 
solidated  summary  report  of  all 
services  and  charges  by  location 
and  can  summarize  information 
by  as  many  as  10  variables,  in¬ 
cluding  division,  branch,  building 
and  office. 

Customers  can  also  purchase 
optional  reports  that  provide 
more  detailed  information,  such 
as  frequently  called  numbers, 
hour-by-hour  call  distribution 
and  month-by-month  compari¬ 
sons  of  costs  across  all  locations. 

MCI  originally  offered  these 
custom  billing  capabilities  to 
Merrill  Lynch  under  a  five-year, 
$150  million  contract  covering 
most  of  the  financial  services 
company’s  domestic  and  interna¬ 
tional  switched  voice  and  private¬ 
line  business  (“Merrill  Lynch  to 
sign  MCI  as  lead  carrier,”  NW, 
June  12). 

Also  at  TCA,  MCI  announced 
that  this  week  it  will  begin  offer¬ 
ing  in  170  cities  a  new  digital  pri¬ 
vate-line  service  that  supports 
voice  and  data  transmission  at 
speeds  up  to  56Kbit/sec.  The  car¬ 
rier  announced  earlier  that  it  will 
roll  out  a  fractional  T-l  service 
later  this  year. 

(continued  on  page  58) 
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go  with  the 


In  1980,  we  set  the  speed  record  with  the  first  14.4  kbps  modem. 
In  1981,  we  broke  our  own  record  with  the  first  16.0  kbps  modem. 
Then  in  1983, we  set  another  mark  with  the  first  modem  to 
transmit  at  192  kbps.  And  that  record  has  gone  unbeaten  for  six  years. 

Not  only  do  we  set  the  pace  in  speed  and  technology  but 
AT&T  Paradyne  products  are  of  superior  quality  as  well.  So  you  know 
your  data  will  get  through.  On  time  and  intact.  Any  where  in  the  world. 

So  why  go  with  a  company  that’s  been  following  the  pack?  We’ve 
been  setting  the  pace  for  years: 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  215. 

Europe  (44)  923-55550  Fax:  (44)  923-55638.  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433, 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575 


AT&T  Paradyne 


©  1989  AT&T  Paradyne 
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Small  Telenet  switch  supports 
multiple  protocols  at  same  time 

Downsized  switch  offers  more  features  than  some  larger  PBXs. 


By  Anita  Taff 

Washington  Bureau  Chief 

SAN  DIEGO  —  Telenet  Communica¬ 
tions  Corp.,  a  division  of  US  Sprint  Com¬ 
munications  Co.,  last  week  unveiled  a 
downsized  packet  switch  at  the  Tele-Com¬ 
munications  Association,  Inc.  show  here 
that  can  support  multiple  protocols  simul¬ 
taneously  on  different  ports. 

The  new  switch,  the  TP8000,  weighs  35 
pounds  and  is  small  enough  to  fit  on  a 
desktop,  but  Telenet  claims  it  has  more 


features  than  many  larger  packet  switches. 
Although  Telenet  declined  to  provide  any 
pricing  information,  it  said  the  unitwill  en¬ 
able  users  to  extend  a  rich  set  of  capabili¬ 
ties  to  smaller  regional  offices. 

The  TP8000  is  based  on  a  32-bit  proces¬ 
sor,  has  a  throughput  of  400  packet/sec 
and  comes  with  2M  bytes  of  memory, 
which  can  be  upgraded  to  8M  bytes.  In  ad¬ 
dition  to  the  data  concentration,  protocol 
conversion  and  switching  capabilities  typi¬ 
cally  provided  by  other  products,  the  new 


switch  can  manage  up  to  six  protocols  si¬ 
multaneously  across  eight  or  16  ports. 

Each  port  can  be  dynamically  reconfig¬ 
ured,  allowing  userAlo  change  the  proto¬ 
cols  supported  by  a  single  port  without  tak¬ 
ing  the  unit  out  of  service,  Telenet  said. 
According  to  the  company,  other  manufac¬ 
turers  require  that  groups  of  ports  be  dedi¬ 
cated  to  a  single  protocol  and  that  the  en¬ 
tire  switch  be  brought  down  to  modify 
protocol  support. 

Initially,  the  TP8000will  support  X.  25, 
X.32,  X.3,  X.28,  X.29  and  3270  Binary 
Synchronous  Communications  protocols. 
Additional  protocol  support  will  be  added 
in  the  future  for  Integrated  Services  Digital 
Network  and  Frame  Relay. 

John  Holmblad,  vice-president  and  gen¬ 
eral  manager  of  network  systems  at  Te- 
( continued  on  page  58) 


Testing  ISDN? 

When  users  compare  our  ISDN  Tester  with 
the  rest,  they  claim  that  ours  is  the  best! 


Whether  you  need  an  ISDN  Tester  to 
perform  switch  emulation,  terminal  switch 
monitoring,  general  troubleshooting  or  field 
testing,  AR’s  INTERVIEW®  7000  series  state- 
of-the-art  design  should  be  your  choice. 

With  our  7000  series  you  connect  the 
telephone  line  directly  to  the  unit,  without 
the  need  for  cumbersome  external  pods, 
adapters  or 
special  cables. 

The  7000  series 
performs  ISDN 
Basic  Rate  or 
Primary  Rate 
testing-  23B+D 
(1.54  Mbps)  and 
30B+D  (2.048 
Mbps-CEPT). 
Dual-channel 
operation  speeds  simultaneous 
monitoring  or  emulation  on  multiple 
channels.  The  7000  series  also  provides  full 
DS-1  capture  and  drop  and  insert  testing  on 
any  DS-0  channel. 

And  when  you  want  to  monitor  and 
emulate  virtually  any  other  protocol,  the 
7000  can  do  it  better  than  anyone  else. 

Ease  of  use  and  programming  flexibility 
with  built  in  triggers,  spreadsheet  and  "C” 
language,  and  layered  architecture  are 
unique  to  our  7000. 

A  library  of  load-and-run  programs  handle 
any  troubleshooting  need. 

The  7000  series  features  interchangeable 
Test  Interface  Modules,  two  1.4  Mbyte  floppy 
disks  and  20  Mbyte  hard  disk. 

So,  if  you  want  the  best  value  and  performance 
in  an  ISDN  Tester,  from  the  company  that 
pioneered  data  comm  testers 
call  or  write  today. 

Be  sure  to  ask  for  a  copy 
of  our  free  publication- 
understanding  ISDN. 


>4R. 


7401  Boston  Boulevard,  Springfield,  VA.  22153. 
Telex:  197733  Telenex.  FAX:  703/644-9011 

Call  1-800-368-3261 

(in  Virginia,  call  703/644-9190) 

AR  a  Division  of  Telenex — 
formerly  Atlantic  Research  Corporation’s 
Teleproducts  Division 
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AT&T  targets  Europe 
with  Istel  buyout 

continued  from  page  1 

majority  shareholders,  management  and 
employees.  Financially,  the  deal  is  the 
largest  ever  for  AT&T,  eclipsing  the  carri¬ 
er’s  March  1989  acquisition  of  Paradyne 
Corp.  for  $250  million.  AT&T  plans  to  pay 
cash  for  Istel. 

AT&T  executives  said  the  purchase,  the 
carrier’s  first  in  the  U.K.,  will  give  the  com¬ 
pany  access  to  large  European  users  and 
make  it  more  competitive  abroad.  The 
move,  which  could  serve  as  a  springboard 
for  similar  acquisitions  in  other  parts  of 
Europe  and  Asia,  gels  with  the  carrier’s 
strategy  of  expanding  existing  services 
worldwide  and  reaping  20%  of  the  revenue 
from  overseas  activities  by  the  mid-1990s. 

“The  acquisition  will  accelerate  our 
progress  in  providing  value-added  net¬ 
work  services  to  our  international  custom¬ 
ers,”  said  John  Berndt,  president  of  AT&T 
International  Communications  Services. 

The  acquisition  comes  on  the  heels  of 
British  Telecommunications  PLC’s  move 
to  acquire  McDonnell  Douglas  Corp.’s  Net¬ 
work  Systems  Co.,  which  operates  the  U.S.- 
based  Tymnet  public  data  network  (“Brit¬ 
ish  Tel  snaps  up  Tymnet,  other  assets,” 
NW,  Aug. 7).  British  Telecom,  the  U.K.’s 
largest  long-distance  company,  offered 
$355  million  to  acquire  the  company  and 
expand  its  presence  in  the  U.S. 

“The  deals  are  similar  [in  that]  AT&T  is 
gaining  a  bigger  presence  on  British  Tele¬ 
com’s  side  of  the  ocean,”  said  David  Boc- 
zar,  assistant  vice-president  and  a  tele¬ 
communications  analyst  at  New  Japan 
Securities  International,  Inc.  in  New  York. 
“I  don’t  see  AT&T’s  move  as  a  response  to 
the  British  Telecom  deal.  It’s  reflective  of 
AT&T’s  aggressiveness  in  the  market.” 

Walter  Ulrich,  client  services  director 
for  the  Information  and  Telecommunica¬ 
tions  Systems  Practice  at  Arthur  D.  Little, 
Inc.,  a  Cambridge,  Mass.-based  consulting 
firm,  agreed.  “AT&T  needs  to  enhance  its 
positioning  overseas  if  it’s  going  to  com¬ 
pete  in  the  global  market  in  the  ’90s.” 

AT&T  plans  to  exploit  Istel’s  systems 
integration  expertise  in  the  U.K.  as  an  add¬ 
ed  service  to  its  customers.  Istel  manages 
data  center  operations,  data  networks  and 
provides  industry-specific  value-added 
networks  and  applications.  “[The  acquisi¬ 
tion]  will  substantially  strengthen  our  po¬ 
sition  in  the  U.K.,”  AT&T’s  Berndt  said. 

Gregory  Sawers,  a  telecommunications 
analyst  at  the  New  York-based  brokerage 
firm  of  Sanford  C.  Bernstein  &  Co.,  said, 
“The  acquisition  would  allow  AT&T  to  of¬ 
fer  more  products  to  big  U.S.-based  com¬ 
panies  building  international  networks.  If 
a  company  wanted  a  data  network  in  the 
U.S.  and  a  data  network  in  the  U.K.,  AT&T 
would  be  able  to  offer  that  and  link  the  two 
networks  together.” 

Istel  Chairman  John  Leighfield  called 
the  marriage  “a  perfect  match.” 

Istel  will  have  access  to  AT&T’s  huge 
customer  base  and  global  telecommunica¬ 
tions  network.  AT&T  also  has  established 
relationships  with  telecommunications 
administrations  throughout  the  world  that 
will  help  Istel  expand  its  geographic  reach. 
AT&T’s  financial  strength  and  research 
and  development  resources  promise  to 
help  Istel  expand  its  offerings  as  well. 

Under  terms  of  theagreement,  Istel  will 
become  a  wholly  owned  subsidiary  of 
AT&T  and  will  have  no  change  in  its  name 
or  management.  Istel,  which  does  not  dis¬ 
close  financial  details,  is  expected  to  make 
about  $  1 2  million  this  year,  analysts  pre¬ 
dicted.  □ 
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AT&T  unites 
data  network 
control  tools 

By  Paul  Desmond 

_ Senior  Waiter _ 

SAN  DIEGO  —  In  a  move  to 
unify  its  two  separate  product 
lines,  AT&T  Paradyne  last  week 
introduced  a  network  manage¬ 
ment  system  that  integrates  ex¬ 
isting  AT&T  and  Paradyne  Corp. 
net  management  tools. 

The  new  6800  Series  Network 
Management  Systems  (NMS),  an¬ 
nounced  at  the  Tele-Communica¬ 
tions  Association,  Inc.  confer¬ 
ence  here,  accepts  alarms  and 
diagnostic  data  from  the  current 
Paradyne  Analysis  6510  and 
AT&T  Dataphone  II  Level  IV  net 
management  systems. 

In  addition,  the  6800  will  sup¬ 
port  an  Open  Systems  Intercon¬ 
nection-compatible  link  to  Accu- 
master  Integrator,  the  keystone 
of  AT&T’s  Unified  Network  Man¬ 
agement  Architecture  (UNMA). 
Accumaster  Integrator  will  tie  to¬ 
gether  net  management  products 
from  multiple  vendors. 

The  6800  NMS  manages  the 
full  array  of  AT&T  Paradyne  data 


T„  6800  NMS  will 
support  an  OSI- 
compatible  link  to 
Accumaster  Integrator. 

AAA 


communications  equipment,  in¬ 
cluding  analog  private-line  mo¬ 
dems,  data  service  units,  statisti¬ 
cal  multiplexers  and  T-l  multi¬ 
plexers. 

John  Miller,  executive  vice- 
president  of  product  business 
units  for  AT&T  Paradyne,  said  the 
6800  NMS  will  play  a  key  role  in 
the  company’s  efforts  to  merge 
the  AT&T  and  Paradyne  product 
lines  while  continuing  to  support 
the  companies’  existing  equip¬ 
ment. 

The  low-end  NMS  Model  6830 
runs  on  an  AT&T  Unix-based 
6386  Work  Group  System  work¬ 
station,  while  the  high-end  NMS 
6830  runs  on  a  Unix-based  AT&T 
3B2  minicomputer  and  uses  an 
attached  workstation  supporting 
a  graphical  user  interface.  Miller 
said  the  interface  is  similar  to  Ac¬ 
cumaster  Integrator’s,  in  keeping 
with  the  UNMA  strategy  of  provid¬ 
ing  a  common  user  interface  to 
all  network  management  tools. 

Miller  said  the  6800  NMS  pro¬ 
vides  features  not  included  in  the 
products  it  integrates.  Those  fea¬ 
tures  include  the  ability  to  pro¬ 
gram  automated  responses  to 
network  alerts  and  an  Automatic 
Trouble  Reporting  feature  that 
automatically  places  a  call  to  the 


appropriate  service  center  when 
conditions  exceed  a  user-defined 
threshold. 

In  addition,  the  6800  NMS  will 
provide  the  first  fully  Network 
Management  Protocol  (NMP)- 
compliant  interface  to  Accumas¬ 
ter  Integrator,  Miller  said.  NMP  is 
AT&T’s  version  of  the  emerging 
OSI  Common  Management  Infor¬ 
mation  Protocol  (CMIP). 

The  6800  system  is  expected 
to  communicate  with  Accumaster 


Integrator  using  NMP,  which 
AT&T  has  pledged  to  tailor  for 
full  compatibility  with  the  final 
version  of  CMIP. 

AT&T  Paradyne  has  also  de¬ 
veloped  a  new  proprietary  proto¬ 
col,  dubbed  Advanced  Diagnostic 
Protocol,  which  the  6800  NMS 
will  use  to  collect  information 
from  the  company’s  future  prod¬ 
ucts.  That  will  obviate  the  need  to 
link  equipment  to  the  6800  NMS 
through  the  6510  or  Dataphone 


II  products,  Miller  said. 

Those  products  use  different 
proprietary  protocols  for  collect¬ 
ing  network  management  data 
from  attached  devices. 

Besides  merging  those  propri¬ 
etary  protocols  into  a  single  pro¬ 
tocol  that  will  support  all  future 
AT&T  Paradyne  data  communi¬ 
cations  products,  Advanced  Diag¬ 
nostic  Protocol  provides  added 
functionality,  such  as  faster  poll¬ 
ing  of  attached  devices,  he  said. 


The  NMS  6820  supports  up  to 
1,000  data  communications  de¬ 
vices  and  ranges  in  price  from 
$33,700  to  $50,700.  The  NMS 
6830  supports  up  to  10,000  de¬ 
vices  and  costs  between 
$116,700  and  $146,700.  Both 
will  be  available  in  the  first  quar¬ 
ter  of  1990. 

The  Accumaster  Integrator 
link  will  also  be  available  in  the 
first  quarter  next  year,  Miller 
said.  □ 


We  still 
make 
house  calls. 


At  AT&T  Paradyne, we  don’t  sell  you  equipment  and  abandon  you. 

With  our  comprehensive  service  contracts,  even  if  you  need 

on-site  service, you  can  count  on  us  to  be  there. 

In  fact, we  offer  free  one-year,  on-site  warranties  with  all  our 

newly  manufactured  products. We  can  even  tailor  service  and  warranty 

contracts  to  meet  your  precise  needs. 

And  since  AT&T  Paradvne  offers  end-to-end  data  communi- 

- 

cations  solutions,  if  anything  ever  goes  wrong, you  only  have  one 
company  to  call.  Us. 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  212. 

Europe  (44)  923-55550  Fax:  (44)  923-55638,  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433, 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575 
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NetView  interface  gets 
mixed  reactions 

continued  from  page  1 

But  Netcenter  appeared  to  be  the  big¬ 
gest  draw.  One  NetView  user,  who  request¬ 
ed  anonymity,  said  she  was  impressed  with 
the  interface  but  had  some  questions. 

“I  loved  what  it  could  do,  but  when  are 
they  shipping  it?  How  much  will  it  cost? 
Who  have  they  sold  it  to?”  asked  the  user, 
who  works  for  a  telecommunications  ser¬ 
vice  provider  whose  clients  include  large 
financial  institutions. 

Netcenter,  which  consists  of  software 
components  that  run  concurrently  on  a 
DOS-based  personal  computer  or  Personal 
System/2  and  an  IBM  host,  allows  users  to 
create  a  graphical  representation  of  the 
network  that  can  be  superimposed  on  the 


maps  provided  with  the  product. 

Its  Inventory  Information  Manager 
component  also  lets  users  store  data  about 
each  network  device,  such  as  its  serial 
number,  location,  who  maintains  it  and 
who  should  be  called  if  the  device  fails. 
That  data  is  stored  in  a  data  base  on  the 
mainframe,  said  Gary  Byrd,  an  IBM  mar¬ 
keting  support  representative. 

Device  status  is  denoted  by  various  col¬ 
ors  and,  when  a  failure  is  detected,  users 
can  click  on  the  failed  device  to  retrieve 
the  information  stored  in  the  Information 
Manager,  Byrd  said.  NetView’s  hardware 
monitor  component  —  formerly  Network 
Problem  Determination  Application  — 
will  also  provide  information  on  the  prob¬ 
able  cause  of  the  failure,  if  that  can  be  as¬ 
certained,  he  said. 

Some  users  said  the  device  isn’t  simple 


enough  to  use,  complaining  that  it  requires 
users  to  scroll  through  various  detail  levels 
to  get  to  a  specific  device. 

“When  you  have  thousands  and  thou¬ 
sands  of  lines,  you  can’t  go  through  a  tree 
structure  to  find  a  problem,”  said  Peter 
Studer,  president  and  managing  director 
of  Studer  Electronic  AG,  a  systems  integra¬ 
tor  in  Schweiz,  Switzerland.  Studer  was  at 
the  show  looking  for  tools  to  help  monitor 
the  Swiss  Post,  Telegraph  and  Telephone 
administration’s  internal  network. 

“We  need  to  be  able  to  get  a  trouble 
ticket  that  says  there’s  an  error,  where  it  is 
and  who’s  responsible,”  he  said. 

Studer  also  said  the  product  does  not 
provide  statistics  on  line  utilization,  which 
should  be  integrated  with  the  graphical 
display  so  users  can  tell  easily  if  their  net¬ 
work  is  configured  in  the  most  efficient 


way.  That  is  a  feature  analysts  have  said 
could  be  provided  if  a  repository  was  in¬ 
cluded  under  NetView. 

Netcenter  also  stops  short  of  giving  us¬ 
ers  access  to  NetView’s  Session  Awareness 
Data,  which  monitors  sessions  between 
logical  units,  Byrd  said. 

But  Netcenter  allows  up  to  three  con¬ 
current  3270  sessions  with  the  host,  one  of 
which  can  be  used  to  access  NetView  ses¬ 
sion  data  using  the  text  interface. 

He  declined  to  say  whether  IBM  is  plan¬ 
ning  to  integrate  access  to  session  data 
into  its  graphical  interface  but  said  such  a 
feature  would  “certainly  be  nice.”  Howev¬ 
er,  IBM  will  migrate  Netcenter  to  an  0S/2- 
based  workstation,  Byrd  said. 

In  general,  those  who  saw  the  demon¬ 
stration  agreed  Netcenter  was  a  big  im¬ 
provement  over  the  text-based  NetView  in¬ 
terface.  “IBM  needed  this  to  get  up  to 
modern  standards,”  said  Gary  Loitz,  a 
principal  with  the  Fremont,  Calif.,  consul¬ 
tancy  Current  Design.  “It’s  a  big  improve¬ 
ment  compared  to  the  text  monitors  IBM 
demonstrated  at  the  last  [TCA]  show.” 

Another  enhanced  product  IBM  demon¬ 
strated  was  the  OS/2  version  of  Net- 
View/PC,  which  is  starting  to  fulfill  its 
promise  of  two-way  support  for  non-IBM 
devices  from  the  NetView  console. 

For  example,  IBM  demonstrated  the 
Network  management  Access  Program 
(NAP)  developed  by  Carl  Vanderbeek  & 
Associates  of  San  Juan  Capistrano,  Calif., 
one  of  IBM’s  recently  announced  business 
partners.  NAP  helps  users  generate  Net- 
View/PC  applications  that  let  them  moni¬ 
tor  and  control  non-IBM  equipment  from 
NetView. 

During  the  demonstration,  NetView/PC 
was  running  a  NAP  application  that  sup¬ 
ported  links  to  a  Digital  Equipment  Corp. 
DECnet  network.  NetView/PC  was  linked 
via  a  9-6K  bit/sec  line  to  an  IBM  host  in 
Raleigh,  N.C.,  running  NetView.  A  DEC 
VAX,  also  in  Raleigh,  was  linked  via  a  dial¬ 
up  link  to  the  Personal  System/2  running 
NetView/PC  at  IBM’s  TCA  booth. 

Carl  Vanderbeek,  president  of  Vander¬ 
beek  &  Associates,  demonstrated  how  the 
NAP  DECnet  application  collects  VAX 
event  messages  and  allows  the  NetView 
console  operator  to  respond  to  the  events 
by  asking  for  statistical  information  or  do¬ 
ing  “anything  a  VAX  operator  can  do.” 

He  said  the  NetView  operator  has  to  use 
VAX  command  structures  when  requesting 
data  from  the  VAX  but  that  help  screens  are 
provided.  In  addition,  NAP  helps  users 
write  programs  to  automate  responses  to 
VAX  error  conditions,  Vanderbeek  said. 

That  application  was  in  stark  contrast 
to  last  year’s  multivendor  NetView/PC 
demonstration  at  TCA,  when  little  of  the 
two-way  function  that  the  OS/2  version  of 
NetView/PC  promises  was  demonstrated. 

Running  on  the  same  Personal  Sys¬ 
tem/2  as  Vanderbeek’s  NAP  was  IBM’s  in¬ 
terface  to  its  LAN  Manager  local  net  ana¬ 
lyzer  and  the  NetWatch  Monitor  Applica¬ 
tion  (NMA)  from  TelWatch,  Inc.  of 
Boulder,  Colo.  NMA  provides  a  Net- 
View/PC  interface  to  TelWatch’s  Net- 
Watch,  a  tool  for  monitoring  the  status  of 
analog  and  digital  telecommunications 
lines. 

NMA  passes  information  on  existing  or 
potential  line  problems  to  the  NetView  op¬ 
erator,  who  in  turn  can  request  more  de¬ 
tailed  information  such  as  a  summary  of 
the  most  recent  alerts  on  a  particular  line. 

Users,  however,  are  still  wary  about 
NetView/PC.  “The  jury’s  still  out”  on  Net- 
View/PC,  said  Bob  Overstreet,  senior  man¬ 
ager  of  network  support  services  for  MCI 
Communications  Corp.’s  internal  net.  □ 


We  Put  The 
Future  Of  V32 
Modems  On 
The  Desktop. 


H.G.  Wells,  English  author  and  futurist,  1866-194 6.  Author  of  The  Time 
Machine,  War  of  the  Worlds,  and  Things  To  Come,  Wells  is  considered  one  of 
the  founding  fathers  of  the  science  fiction  genre. 


I 


n  his  science  fiction  novels, 
H.G.  Wells  chronicled  his 
remarkably  accurate  vision 
of  the  future.  Racal-Vadic’s  in¬ 
sight  into  the  future  of  desktop 
dial-up  communications  is  far 
from  fiction— it’s  here,  now. 

The  new  9632 VP  is  the  first 
modem  to  offer  the  performance 
of  V32  in  a  package  tailored 
specifically  for  use  with  corporate 
PCs.  So  it  has  all  the  dial-up 
features  you  need,  the  ease  of  use 
you  want,  plus  a  tiny  footprint 
and  a  price  tag  to  match. 

The  9632VP  offers  error  correc¬ 
tion  (MNP™ classes  2-4)  for  abso¬ 
lute  data  integrity.  And  gives  you 
data  compression  (MNP  class  5) 
for  throughput  to  19.2  Kbps.  It 
also  features  async/sync  data 
handling  for  application  flexibility 

Best  of  all,  the  9632VP  com¬ 
municates  freely  with  your 
existing  modems.  It’s  compatible 
with  all  other  V32  modems, 
and  automatically  negotiates  with 
CCITT  \22bis,  V22,  and  Bell 
212A/103  standards  as  needed. 

.  And  it  works 
gj  with  popular 
^  communications 
software  through 
ATPlus™the  Hayes®  compatible 
autodialer. 

So  get  in  touch  with  the  future 
like  H.G.  Wells  never  could. 

Call  1-800-482-3427  for  the 
name  of  the  nearest  Racal-Vadic 
distributor. 

U3BBRB 

The  Electronics  Group 

Racal-Vadic 

THE  DIAL-UP  AUTHORITY 

1525  McCarthy  Boulevard,  Milpitas,  CA  95035 
Tel:  (408)  432-8008  •  TWX:  556-409  RAVA  MLP 


ATPlus  is  a  trademark  of  Racal-Vadic.  MNP  is  a 
trademark  of  Microcom  Inc.  Hayes  is  a  registered  trademark  of 
Hayes  Microcomputer  Products  inc. 


See  the  Faxnet  Form  on  Page  #47 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Sears  turns  to  LAN  services 
to  lure  corporate  net  users 

Plan  aims  to  provide  total  package  for  users. 

By  Gail  Runnoe 

Washington  Correspondent 


Demand  to  rise  soon 
for  ISDN  station  gear 

The  big  seller  is  the  Basic  Rate  Interface  terminal 
adapter,  which  lets  users  experiment  with  ISDN. 


Network  Equipment 
Technologies,  Inc.  (NET), 

a  Redwood  City,  Calif. -based 
maker  of  T-l  multiplexers  and 
other  networking  equipment, 
last  week  named  John  Eddon 
vice-president  of  its  European 
operations. 

Eddon’s  responsibilities  in¬ 
clude  overseeing  all  NET  oper¬ 
ations  in  Europe  from  NET, 
Ltd.,  the  firm’s  U.K. -based  sub¬ 
sidiary  in  Sussex,  England. 

Previously,  Eddon  was 
vice-president  of  worldwide 
marketing  for  Timeplex,  Inc. 

James  Cannavino,  IBM 

vice-president  and  president 
of  IBM  Entry  Systems  Divi¬ 
sion,  was  named  to  the  addi¬ 
tional  post  of  general  manag¬ 
er  for  IBM’s  Personal  Systems 
line  of  business. 

Cannavino  will  report  to 
Terry  Lautenbach,  senior 
vice-president  and  general 
manager  for  IBM  in  the  U.S. 
He  succeeds  Richard  Gerst- 
ner,  who  was  named  to  an  un¬ 
specified  special  assignment. 

Cannavino  is  expected  to 
bring  considerable  technical 
knowledge  and  experience  to 
the  Personal  Systems  line, 
which  includes  both  worksta¬ 
tions  and  personal  computers. 

Arthur  D.  Little,  Inc.  last 
week  named  Walter  Ulrich 
client  services  director  for  its 
Information  and  Telecom¬ 
munications  Systems  Practice. 

In  his  new  position,  Ulrich 
will  be  responsible  for  devel¬ 
oping,  marketing  and  con¬ 
ducting  consulting  programs. 

Previously,  Ulrich  was  a 
partner  in  the  management 
consulting  services  division  of 
Coopers  &  Lybrand.  □ 


CHICAGO  —  In  an  effort  to 
broaden  its  appeal  to  corporate 
users,  Sears  Business  Centers  has 
refocused  its  personal  computer 
retail  business  to  sell  local  net 
services  directly  to  customers. 

Earlier  this  year,  Sears  Busi¬ 
ness  Centers  embarked  upon  a 
strategy  shift  by  offering  a  wide 
range  of  local  network  services 
—  from  installation  to  service 
and  support  —  for  small  and  mid¬ 
size  businesses. 

The  company’s  new  Sears 
pLAN  strategy  offers  corporate 
customers  local  network  equip¬ 
ment  and  services,  along  with 
computer  hardware  for  DOS, 
OS/2  and  Unix  networked  envi¬ 
ronments.  While  the  strategy 
stresses  direct  ties  to  users,  Sears 
Business  Centers  still  operates  al¬ 
most  60  retail  centers  to  serve 
smaller  businesses. 

“In  the  past,  we  did  bits  and 
pieces  of  the  local  networking 
job.  Now  we  offer  customers  a  to¬ 
tal  package,”  said  William  Lena- 
han,  vice-president  and  general 
manager  of  the  chain.  The  com¬ 
pany  is  willing  to  provide  a  cus¬ 
tom  turnkey  local  net  to  users,  or 
a  piecemeal  package. 

PLAN  provides  customers  with 
assistance  in  four  areas:  network 
planning,  installation,  operation 
and  maintenance. 

On  the  planning  side,  Sears 
Business  Centers  created  a  work¬ 
book  called  the  Network  pLAN- 
ning  Guide,  which  is  designed  to 
provide  an  analysis  of  a  user’s 
business  and  net  needs. 

Once  a  user  has  identified  its 
network  needs,  Sears  Business 
Centers  will  step  in  to  configure 
network  hardware,  provide  setup 
and  diagnostic  testing,  and  con¬ 
figure  and  install  network  operat¬ 
ing  systems,  Lenahan  said. 


Sears  Business  Centers  will 
also  provide  operational  support 
in  the  form  of  routine  administra¬ 
tive  help,  such  as  adding  and  re¬ 
moving  users,  and  monitoring 
network  activity  and  planning  for 
net  upgrades  and  expansion. 

Sears  Business  Centers  still  re¬ 
mains  an  authorized  dealer  for 
AT&T,  Compaq  Computer  Corp., 
Epson  Corp.,  Hewlett-Packard 
Co.,  IBM,  NEC  Corp.  and  Toshiba 
Corp. 


Sears’  William  Lenahan 


The  company  also  resells  No¬ 
vell,  Inc.’s  NetWare  and  plans  to 
offer  NetWare  386  in  the  near  fu¬ 
ture.  Sears  Business  Centers  re¬ 
cently  cut  a  deal  with  Cabletron 
Systems,  Inc.  to  sell  that  vendor’s 
Ethernet  and  token-ring  twisted¬ 
pair  coaxial  cabling  systems. 

Sears  Business  Centers  also 
said  it  will  resell  IBM’s  OS/2  Ex¬ 
tended  Edition,  which  is  IBM’s 
implementation  of  Microsoft 
Corp.’s  LAN  Manager. 

Under  the  pLAN  strategy, 
Sears  Business  Centers’  total 
sales  have  increased  by  70%,  Len¬ 
ahan  said. 

John  Maxwell,  vice-president 
at  Dillon,  Read  and  Co.,  Inc., 
(continued  on  page  14 ) 


By  Bob  Brown 

_ Senior  Editor _ 

Although  demand  for  ISDN 
station  equipment  is  picking  up 
and  expected  to  grow  briskly 
through  the  mid- 1 990s,  prices  re¬ 
main  high  and  users  are  wary 

about  investing  in  the  technol¬ 

ogy,  analysts  said. 

The  largest  segment  of  the  na¬ 
scent  Integrated  Services  Digital 
Network  station  equipment  mar¬ 
ket  is  for  terminal  adapters,  add¬ 
on  devices  for  telephones  and 
personal  computers  that  support 
the  ISDN  Basic  Rate  Interface. 

But  sales  of  off-the-shelf  Basic 
Rate  Interface-compatible  tele¬ 
phones,  data  terminals  and  inte¬ 
grated  voice/data  terminals  are 
expected  to  overtake  sales  of  ter¬ 
minal  adapters  within  a  few 
years,  analysts  said. 

The  biggest  players  in  the 
ISDN  station  equipment  market 
are  expected  to  be  the  vendors 
that  control  the  current  non- 
ISDN  station  equipment  market 
and  include  AT&T,  Northern  Te¬ 
lecom,  Inc.,  NEC  Corp.  and  Fu¬ 
jitsu  Network  Switching  of  Ameri¬ 
ca. 

Terminal  adapters  are  leading 


the  market  today  because  they  let 
users  experiment  with  the  tech¬ 
nology  while  waiting  for  stan¬ 
dards  to  gel  and  services  to  be¬ 
come  more  prevalent. 

The  ISDN  adapters  enable 
desktop  devices  to  terminate  Ba¬ 
sic  Rate  Interface  lines,  which 
support  two  64  K  bit/sec  bearer 
channels  for  voice  or  data  and  a 
16K  bit/sec  channel  for  signal¬ 
ing. 

Terminal  adapters  let  users 
ease  into  using  ISDN,  said  Prem 
Talreja,  vice-president  of  con¬ 
sulting  services  for  Able  Tele¬ 
communications,  Inc.,  a  consult¬ 
ing  and  market  research  firm  in 
Milpitas,  Calif. 

“Not  many  users  are  ready  to 
make  a  long-term  commitment  to 
ISDN  yet,”  Talreja  said.  “Termi¬ 
nal  adapters  fill  a  gap  between 
trying  ISDN  out  and  becoming 
fully  committed  to  it.” 

Up  and  down 

The  market  for  adapters  is  ex¬ 
pected  to  grow  steadily  through 
1 994  and  then  decline  in  the  later 
part  of  the  century  as  sales  of 
ISDN  voice/data  terminals  take 
/ continued  on  page  14 ) 


INDUSTRY  BRIEFS 


IBM  Chairman  John  Akers  last  week  said  the  company  does 
not  expect  to  meet  third-quarter  earnings  estimates  predicted  by 
security  analysts.  Earnings  will  probably  be  lower  than  expect¬ 
ed,  primarily  due  to  the  effects  of  transitioning  new  products,  a 
customer  trend  toward  leasing  rather  than  buying  equipment 
and  continuing  strength  in  the  U.S.  dollar,  Akers  said. 

Full-year  results  could  also  come  in  under  analysts’  expecta¬ 
tions  if  more  customers  choose  to  lease  IBM  equipment  and  if 
the  dollar  remains  strong,  he  added. 

Lotus  Development  Corp.  last  week  said  it  will  acquire  a 
15%  interest  in  Sybase,  Inc.,  and  the  two  companies  will 
jointly  develop,  market  and  distribute  future  products. 

The  first  of  those  products,  currently  under  development,  is  - 
an  SQL  Server  driver  that  will  let  Lotus  1-2-3  Release  3  users 
access,  query  and  update  a  SQL  Server  data  base  through  an 
interface  called  Datalens.  The  deal  also  includes  a  provision  for 
Emeryville,  Calif. -based  Sybase  to  sell  an  additional  10%  of  the 
company  to  Lotus,  based  in  Cambridge,  Mass.,  at  a  later  date. 
Financial  terms  of  the  agreement  were  not  disclosed. 

Oracle  Corp.,  a  Belmont,  Calif. -based  relational  data  base 
management  software  maker,  last  week  reported  record  first- 
quarter  earnings  and  revenue.  Earnings  for  the  first  quarter 
ended  Aug.  31  jumped  65%  to  $12  million  compared  to  $7 
million  in  the  first  quarter  last  year.  First-quarter  revenue  rose 
94%  to  $175  million  compared  to  $91  million  for  last  year’s 
corresponding  quarter.  Lawrence  Ellison,  Oracle’s  president  and 
chief  executive  officer,  said  sales  of  portable  applications 
products  were  especially  strong  for  the  first  quarter.  □ 
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“When  Fosberry  said  a  PS/2  with  Micro  Channel 
would  let  him  juggle  ten  things  at  once 
and  still  have  time  to  break  for  lunch ,  he  meant  it!’ 


These  days,  no  matter  what  size  your  company,  you’ve  got  to  be  able 
to  keep  a  lot  of  balls  in  the  air  to  stay  competitive. 

The  Genius  Of  Micro  Channel.  Which  is  why  IBM 
developed  the  Personal  System/2®  with  Micro  Channel™  Micro  Channel 
can  support  multiple  operating  microprocessors.  So  you  can,  for 
example,  separately  manage  peripherals,  while  freeing  up  the  main  pro¬ 
cessor  to  crunch  numbers.  A  bus  master  can  even  be  sending  a  fax 
while  another  manages  traffic  on  a  network,  all  with  greater  reliability. 

Naturally,  every  PS/2®  with  Micro  Channel  runs  DOS  and  OS/2? 
So  with  OS/2  Presentation  Manager™  you  can  do  multiple  tasks  concur- 


IBM,  Personal  System/2  and  PS/2  are  registered  trademarks  and  OS/2,  Presentation  Manager  and  Micro  Channel  are  trademarks  of  International  Business  Machines  Corporation.  ©  1989  IBM  Corp. 


rently,  all  with  an  easy-to-use  graphical  interface.  What’s  more, 
with  Micro  Channel,  there  are  no  DIP  switches  to  set,  for 
simpler,  more  reliable  installation.  You  can  find  and  reset  cards 
anywhere  in  the  network — right  from  your  desk! 

The  Solution  Is  IBM.  So,  to  manage  lots  of  informa¬ 
tion,  jobs,  hardware  and  software,  invest  in  the  PS/2  with 
Micro  Channel.  Contact  your  IBM  Authorized  Dealer 
or  IBM  marketing  representative.  For  a  dealer  near  you, 
call  1  800  IBM-2468,  ext.  142.  You’ll  learn 
there’s  almost  nothing  you  can’t  do  if  you  PS/2  it! 
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INDUSTRY  UPDATE 


Projected  ISDN  equipment  sales 


Basic  Rate  Interface 
terminal  adapters 


Voice-only  terminals 


Data-only  terminals 


Voice/data  terminals 
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Demand  to  rise  for  ISDN  gear 


Second-tier 
carriers  tout 
billing  plans 

By  Bob  Brown 
and  Gail  Runnoe 

Network  World  Staff 

Users  who  cannot  get  the  bill¬ 
ing  services  they  need  from  the 
three  major  carriers  should  take  a 
look  at  the  billing  options  offered 
by  some  of  the  smaller  national 
or  regional  long-distance  carri¬ 
ers,  industry  watchers  say. 

Lately,  billing  has  become  an 
important  competitive  consider¬ 
ation  for  AT&T,  MCI  Communica¬ 
tions  Corp.  and  US  Sprint  Com¬ 
munications  Co.  as  the  quality 
and  price  of  their  services  be¬ 
come  more  even  (“Big  carriers 
do  battle  on  billing  turf,”  NW, 
Sept.  25). 

A  concern  of  big  and  small 

Recognition  of  billing  impor¬ 
tance  to  users  extends  beyond  the 
Big  Three.  Analysts  say  second- 
tier  long-distance  carriers  can  be 
quite  flexible  in  billing. 

“Small  [carriers]  have  some¬ 
times  been  able  to  offer  better 
and  more  flexible  bills  because 
they  only  price  for  a  certain  re¬ 
gion,”  said  Robert  Self,  founder 
of  Market  Dynamics,  a  New  York- 
based  telecommunications  con¬ 
sulting  firm.  “The  big  guys  use 
national  average  pricing.” 


Sears  turns 
to  LAN  services 

continued  from  page  1 1 
a  New  York-based  investment 
banking  firm,  said  a  number  of 
Sears’  competitors,  such  as  Busi- 
nessland,  Inc.,  are  also  focusing 
on  networking  and  have  a  strong 
national  presence. 

“It's  not  just  the  ability  to  have 
a  number  of  locations  that’s  im¬ 
portant,”  he  said.  “You  also  have 
to  have  an  appropriate  strategy,  a 
full  range  of  authorized  dealers 
and  market  expertise.” 

Maxwell  said  Sears  Business 
Centers  falls  short  in  these  areas, 
and  its  chances  are  slim.  □ 


Bill  Rahe,  president  of  The  Ar¬ 
ies  Group/MPSG,  a  Rockville, 
Md. -based  market  research  and 
consulting  firm,  agreed  that 
smaller  and  regional  carriers 
have  a  chance  to  attract  business 
with  their  billing  options. 

“I  don’t  think  billing  will  do  it 
alone,”  Rahe  said,  “but  by  offer¬ 
ing  a  broad  range  of  billing  op¬ 
tions  and  by  being  more  respon¬ 
sive  to  customer  needs,  carriers 
like  Telecom*USA,  [Inc.]  and 
[Williams  Telecommunications 
Group,  Inc.]  can  compete  with 
their  bigger  rivals.” 

Tailored  to  fit 

According  to  Mark  Kaiser, 
vice-president  of  marketing  at 
Telecom*USA  in  Atlanta,  offering 
custom-tailored  management  re¬ 
ports  helps  the  company  differ¬ 
entiate  itself  from  other  carriers. 
Telecom*USA,  a  holding  compa¬ 
ny  for  regional  carriers  South- 
ernNet,  Inc.  and  Teleconnect  Co., 
offers  between  40  and  50  man¬ 
agement  reports. 

“We’ve  strategically  focused 
on  billing,”  Kaiser  said.  “We  ex¬ 
cel  at  assisting  companies  that 
don’t  have  telecom  managers  but 
are  significant  users.  We  provide 
a  kind  of  consulting  service”  to 
help  users  manage  their  bills. 

Telecom*USA  can  provide 
customers  with  their  bills  on  a  va¬ 
riety  of  media,  including  paper, 
magnetic  tape  or  floppy  disks  for 
personal  computers.  Bills  on 
electronic  media  have  fast  turn¬ 
around  times,  Kaiser  said.  They 
are  prepared  within  two  days  af¬ 
ter  the  end  of  the  billing  cycle  and 
shipped  by  overnight  mail  to  the 
customer,  he  added. 

The  personal  computer-based 
offering  is  priced  at  $100  per 
month,  Kaiser  said. 

Telecom*USA  billing  features 
include  call  detail,  authorization 
codes,  800  detail  (by  city  and 
hour)  and  the  client  billing  op¬ 
tion,  which  puts  bills  from  multi¬ 
ple  locations  into  a  single  master 
billing  account  for  the  benefit  of 
volume  discounts. 

“The  more  the  customer  un¬ 
derstands  the  service  and  the 
more  information  they  have,  the 
better  off  they  will  be  and  the  bet¬ 
ter  offwe  will  be,”  Kaiser  said.  “It 
[should]  be  a  win-win  relation¬ 
ship.”  □ 


continued  from  page  1 1 

off,  according  to  a  recent  report 
from  IGI  Consulting,  Inc.,  a  Bos¬ 
ton-based  publisher  of  reports  on 
high  technology  (see  graphic, 
this  page). 

About  $153  million  worth  of 
terminal  adapters  are  expected  to 
be  sold  this  year  as  ISDN  services 
proliferate,  said  Lawrence  Gas¬ 
man,  project  director  for  the 
study.  But  that  number  is  expect¬ 
ed  to  shrink  to  $32  million  by 
1999- 

Only  $20  million  worth  of  in¬ 
tegrated  terminals  are  expected 
to  be  sold  this  year,  but  sales 
should  top  the  $  1  billion  mark  by 
1994,  Gasman  said.  By  1999, 
sales  of  these  devices  are  expect¬ 
ed  to  settle  down  to  $6 18  million 
per  year  as  the  products  become 
commodity-like,  the  report  said. 

“What  we’re  going  to  see  in 
this  market  is  very  typical  of  oth¬ 
er  high-technology  markets,” 
Gasman  said.  “The  price  for  ISDN 
terminals  and  terminal  adapters 
is  high,  but  as  demand  starts  to 
grow,  prices  will  fall.  Prices  will 
eventually  fall  further  than  de¬ 
mand  increases,  and  that’s  when 
this  equipment  will  become  com¬ 
modity  offerings.” 

Market  projections,  however, 
vary  greatly.  Able  Telecommuni¬ 
cations,  for  example,  estimates 
that  the  terminal  adapter  market 


will  only  reach  $62  million  this 
year. 

Optimistic  outlook 

Gasman  projected  it  will  be 
another  year  before  sales  of  full- 
fledged  ISDN  terminals  begin  to 
take  off;  but  after  that,  the  market 
should  grow  at  better  than  100% 
a  year  through  1994.  He  warned, 


(jasman  said  it  will  be 
another  year  before 
sales  of  full-fledged 
ISDN  terminals  take  off. 

▲  ▲A 


however,  that  the  figure  appears 
more  impressive  than  it  is  be¬ 
cause  of  the  small  beginning 
base. 

ISDN  terminals  are  expected 
to  be  used  initially  for  voice  capa¬ 
bilities  because  most  users  have 
little  need  for  the  data  capabili¬ 
ties,  Gasman  said. 

AT&T,  however,  said  its  ISDN 
voice/data  telephones,  such  as 
the  ISDN  7506  Display  Terminal, 
are  selling  well. 


Although  the  market  is  new, 
users  are  expected  to  buy  ISDN 
station  equipment  from  estab¬ 
lished  players  in  the  non-ISDN 
station  equipment  market,  such 
as  AT&T  and  Northern  Telecom, 
Inc.,  according  to  Able  Telecom¬ 
munications’  Talreja.  This  is  de¬ 
spite  the  fact  that  much  of  the 
ISDN  station  equipment  on  the 
market  is  fairly  equal  in  capabili¬ 
ties,  he  said. 

“While  there  is  demand  for 
[ISDN  station  equipment]  al¬ 
ready,  the  point  to  be  noted  is 
that  the  majority  of  the  demand  is 
being  supplied  by  one  or  two  ma¬ 
jor  vendors,”  Talreja  said. 

AT&T  and  Northern  Telecom 
have  an  inside  track  in  the  station 
equipment  market  because  of 
field  trials  of  their  ISDN  private 
branch  exchanges  and  central  of¬ 
fice  switches,  analysts  said.  That 
could  be  significant  for  users  be¬ 
cause  AT&T  and  Northern  Tele¬ 
com  could  set  pricing  standards 
until  lower  cost  producers  flood 
the  market. 

“Demand  is  not  as  high  as 
we’d  like  to  see  it,”  said  Dean 
Wolf,  manager  of  product  mar¬ 
keting  for  ISDN  station  equip¬ 
ment  at  Fujitsu.  “Most  [user] 
companies  are  moving  cautiously 
toward  ISDN.” 

But  the  pace  for  Fujitsu’s  ISDN 
products  sales,  especially  for  its 
high-end  terminal  adapters,  is 
picking  up,  Wolf  said.  □ 


To  get  information  on  products  or  services 
advertised  in  this  weeks  issue 
of  Network  World, 

see  the  FAXNeT  Form  on  Page  47 
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TEUECOMMUMCATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


Digital  Microwave  Corp. 
last  week  shipped  its 
10,000th  microwave 
radio  to  Cantel,  a 
Toronto-based  cellular 
service  provider.  To 
commemorate  the 
event,  Digital 
Microwave  awarded 
Cantel  a  gold-plated 
microwave  transceiver 
and  a  complete  23-GHz 
short-haul  microwave 
system. 


arrier 

Watch 


Pacific  Bell  recently  an¬ 
nounced  an  agreement  to  pro¬ 
vide  800  Integrated  Services 
Digital  Network  Basic  Rate  In¬ 
terface  lines  to  an  AT&T  com¬ 
plex  in  Sunnyvale,  Calif. 

The  ISDN  lines  are  part  of  a 
1,200-line  digital  Centrex,  the 
second  ISDN  Centrex  contract 
the  company  has  landed.  In 
November,  the  company  com¬ 
pleted  a  similar  agreement 
with  the  city  of  Fresno,  Calif. 

An  AT&T  5ESS  ISDN  Re¬ 
mote  Switching  Module  (RSM) 
will  be  located  in  AT&T’s  com¬ 
plex  to  support  the  ISDN  Basic 
Rate  Interface  lines.  Thirteen 
T- 1  lines  will  tie  the  RSM  to  the 
5  ESS  central  office  switch  in 
Pacific  Bell’s  Sunnyvale  cen¬ 
tral  office.  Pacific  Bell  de¬ 
clined  to  release  the  value  of 
the  contract.  Among  the  ser¬ 
vices  the  carrier  will  provide 
are  circuit-  and  packet-switch¬ 
ing,  and  an  ISDN  Centrex  man¬ 
agement  system  that  will  sup¬ 
port  near-real-time  moves  and 
changes  of  lines. 

Pacific  Bell  will  provide 
ISDN  station  equipment  under 
a  separate  agreement. 

ACC  Long  Distance 
Corp.  of  Rochester,  N.Y.,  re¬ 
cently  announced  plans  to 
provide  long-distance  services 
to  customers  throughout  the 
Poughkeepsie,  N.Y.,  region  be¬ 
ginning  Oct.  1 .  Along  with  out¬ 
going  long-distance  service, 
ACC  will  offer  international 
calling,  inbound  800  services 
and  operator  services.  □ 


US  Sprint  offers  best  rates 
for  medium-sized  firms 

Report  compares  rates  for  five  major  carriers. 


By  Anita  Taff 

Washington  Bureau  Chief 


Circuit 

length 

(miles) 

AT&T's  Accunet 
Spectrum  of 
Digital  Services 

US  Sprint 
Communications 

Co.’s  Clearline 
Fractional  1.5 

Cable  &  Wireless 
Communications, 

Inc.’s  intelli-Flex 

Monthly  rate 

Hlill 

Monthly 

rate 

Savings 
vs.  AT&T 

Monthly 

rate 

Savings 
vs.  AT&T 

25 

$900 

$828 

8.0% 

"  $1,145 

-27.3% 

50 

$1,305 

$1,174 

10.0% 

$1,183 

9.3% 

75 

$1,491 

$1,338 

10.3% 

$1,448 

2.9% 

100 

$1,678 

$1,498 

10.7% 

$1,487 

11.4% 

200 

$1,860 

$1,631 

12.3% 

$1,639 

11.9% 

300 

$2,042 

$1,773 

13.2% 

$1,792 

12.2% 

400 

$2,224 

$1,915 

13.9% 

$1,945 

12.5% 

500 

$2,406 

$2,057 

14.5% 

$2,098 

12.8% 

700 

$2,770 

$2,341 

15.5% 

$2,404 

13.2% 

iooo 

$3,316 

$2,767 

16.6% 

$2,862 

13.7% 

2000 

$5,136 

$4,187 

18.5% 

$4,390 

14.5% 

3000 

$6,956 

$5,607 

19.4% 

$5,918 

14.9% 

Prices  listed  are  for  the  interoffice  portion  of  fractional  T-1  channels  and 
do  not  include  the  cost  of  local  access.  AT&T  and  Cable  &  Wireless  offer 
fractional  T-1  service  in  64K  bit/sec  increments,  while  US  Sprint  offers 
56K  bit/sec  increments. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  HTL  TELEMANAGEMENT.  LTD. .  BURTONSVILLE.  MD. 


Amtrak  dumps  ETN, 
makes  tracks  to  SDN 


Railroad  takes  advantage  of  promotion  to  save 
installation  fees;  ends  toll  fraud  with  virtual  net. 

By  Bob  Wallace 

Senior  Editor 


WASHINGTON,  D.C.  —  US 
Sprint  Communications  Co.  of¬ 
fers  the  best  phone  rates  for  firms 
spending  between  $1,750  and 
$8,000  per  month  on  long  dis¬ 
tance,  according  to  a  new  report 
released  by  the  Telecommunica¬ 
tions  Research  and  Action  Center 
(TRAC). 

The  research  firm,  based  here, 
compared  rates  from  AT&T,  US 
Sprint,  MCI  Communications 
Corp.,  Cable  &  Wireless  Long  Dis¬ 
tance  and  ITT  Corp.  Charges 
were  computed  according  to 
three  representative  monthly 
spending  levels:  $6,500,  $3,500 
and  $1,750. 

US  Sprint’s  Dial  1  WATS  ser¬ 
vice  was  14%  less  than  AT&T’s 
Pro  WATS  on  monthly  charges  of 
$1,750,  16%  less  for  charges  of 
$3,500  and  19%  less  for  charges 
of  $6,500. 

US  Sprint  was  also  less  expen¬ 
sive  than  MCI,  costing  12%  less 
on  monthly  charges  of  $1,850, 
10.5%  less  on  charges  of  $3,500 
and  10.8%  less  on  charges  of 
$6,500. 

MCI  has  the  lowest  rates  for 
users  spending  $700  or  less  per 


month  on  long-distance  service, 
the  report  found. 

David  Wagenhauser,  staff  at¬ 
torney  for  TRAC,  said  the  group 
has  seen  a  high  level  of  rate  churn 
in  the  long-distance  market  over 
the  past  few  years.  Since  TRAC’s 
last  report  in  November,  several 
of  the  carriers  with  the  lowest 
prices  have  since  been  under- 
priced  by  rival  carriers,  he  said. 


M 

XT  JL  Cl  has  the  lowest 
rates  for  users  spending 
$700  or  less  per  month 
on  long-distance  service. 

▲  ▲▲ 


The  biggest  changes  were  in 
the  low-end  services  targeted  at 
users  who  spend  between  $150 
and  $350  per  month,  Wagen¬ 
hauser  said.  MCI,  ITT  and  US 
Sprint  have  been  particularly  ag¬ 
gressive  in  lowering  prices  in  that 
market,  which  has  resulted  in 
( continued  on  page  16 ) 


PHILADELPHIA  —  In  its  on¬ 
going  drive  to  cut  costs  while  im¬ 
proving  network  performance, 
Amtrak  has  gradually  replaced 
an  electronic  tandem  network 
(ETN)  with  an  AT&T  Software- 
Defined  Network  (SDN). 

The  train  company  began  us¬ 
ing  SDN  sparingly  but  took  ad¬ 
vantage  of  an  AT&T  promotion 
earlier  this  year  that  waived  in¬ 
stallation  charges,  saving  the 
company  $250,000  as  it  expand¬ 
ed  its  network  tenfold  to  serve 
more  than  300  sites. 

Forty  of  the  sites  use  dedicated 
access,  and  the  remainder  use 
switched  access,  according  to 
Matt  Brunk,  Amtrak’s  chief  net¬ 
work  engineer. 

End  of  the  sprawling  giant 

Amtrak’s  old  network, 
the  Amtrak  Telecommunications 
System  (ATS),  was  a  seven-node 
ETN  with  a  national  hub  here  and 
regional  hubs  in  Chicago,  Jack¬ 
sonville,  Fla.,  Los  Angeles,  New 
Haven,  Conn.,  New  York  and 
Washington,  D.C. 

ATS  was  anchored  by  37  satel¬ 
lite  switches  and  seven  main  pri¬ 
vate  branch  exchanges,  including 
one  at  its  corporate  headquarters 
here.  The  network  included  337 
interswitch  trunks,  1,600  other 
trunks  and  2,000  local  access 
lines. 

Servicing  the  ETN  was  a  major 
drain  on  resources.  “Service  was 
poor  due  to  the  various  routing 


schemes  used  by  the  PBXs,  as 
well  as  the  large  number  of  tie 
lines,’’  Brunk  said.  “Quality  was 
distance-sensitive:  The  further 
away  the  dialed  number,  the 
higher  the  degradation  in  voice 
transmission.” 

Calls  to  ATS  sites  were  com¬ 
pleted  in  one  of  three  ways:  over 
interswitch  trunks,  over  WATS 
lines  or  over  the  public  switched 
network  —  in  that  order,  Brunk 
said. 


s 

X/  ervicing  the  ETN  was 
a  drain  on  resources. 
“Service  was  poor  due 
to  the  various  routing 
schemes  used  by  the 
PBXs,”  Brunk  said. 

AAA 


Off-net  calls  were  completed 
one  of  four  ways.  The  first  meth¬ 
od  of  choice  was  to  send  calls 
over  interswitch  trunks  to  the 
nearest  ETN  node  and  then  out 
over  WATS  lines.  The  second  op¬ 
tion  was  to  use  toll  lines  from  the 
remote  ETN  node.  Calls  also 
could  be  routed  from  the  point  of 
origin  over  WATS  lines  or,  as  a 
last  resort,  over  the  public 
switched  network. 

( continued  on  page  16 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Time  for  a  unified  approach.  Sounding  the  theme  of 
global  competitiveness,  U.S.  Rep.  Edward  Markey  (D-Mass.), 
chairman  of  the  House  Subcommittee  on  Telecommunications 
and  Finance,  is  calling  on  the  White  House  to  step  up  efforts  to 
develop  a  national  telecommunications  policy. 

“It  is  long  beyond  the  time  when  we  can  have  a  disjointed 
and  unproductive  approach”  to  telecommunications,  said  Mar- 
key  at  a  recent  authorization  hearing  for  the  National  Telecom¬ 
munications  and  Information  Administration.  The  NTIA  is  the 
chief  advisory  group  to  the  president  on  telecommunications 
policy. 

Markey  urged  Janice  Obuchowski,  the  new  head  of  the  NTIA, 
to  impress  on  the  administration  the  importance  of  telecom¬ 
munications  to  the  U.S.  economy.  He  asked  for  support  from 
the  White  House  in  developing  policies  on  a  number  of  major 
issues  now  pending  before  Congress:  lifting  the  Modified  Final 
Judgment  restrictions,  building  a  national  supercomputer  net¬ 
work  and  cross-ownership  of  telephone  and  cable  television 
companies. 

According  to  Markey,  Congress  has  had  to  proceed  on  these 
matters  alone  “in  light  of  the  administration’s  apparent 
inability  to  map  a  clear  course  for  our  telecommunications 
future.” 

Obuchowski  pledged  her  support  for  Congress’  efforts, 
backing  in  particular  the  suggestion  to  lift  Modified  Final 
Judgment  restrictions.  Although  the  administration  has  not  yet 
stated  its  position  on  the  issue,  the  White  House  is  serious 
about  issues  of  global  competition,  she  said. 

Obuchowski  said  the  NTIA  is  currently  working  on  a  study  of 

(continued  on  page  16) 
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US  Sprint 
offers  best  rates 

continued  from  page  1 5 

rate  reductions  of  as  much  as  25%  since 

November,  he  said. 

AT&T  has  attempted  to  make  its  ser¬ 
vices  more  attractive  by  combining  its 
three  Pro  America  plans  into  one  integrat¬ 
ed  Pro  WATS  plan,  but  it  still  lags  behind 
the  others. 

“While  it  has  narrowed  the  price  gap 
with  other  carriers,  AT&T  Pro  WATS  is  still 
out  of  step  with  its  competitors  and  is  the 
most  expensive  plan  in  every  category 
compared,”  Wagenhauser  said 

Due  to  the  frequent  fluctuation  in  long¬ 
distance  prices,  “the  business  that  does 
not  pay  close  attention  to  the  constant  rate 
changes  and  introduction  of  new  plans 
could  be  burning  money,”  Wagenhauser 
said. 

Charges  for  all  carriers  were  projected 
based  on  60  sample  calls  divided  equally 
among  short-,  medium-  and  long-distance 
interstate  service  in  the  48  contiguous 
states. 

Monthly  charges  of  $1,750  were  esti¬ 
mated  to  represent  9,500  calling  minutes, 
charges  of  $3,500  represented  19,000 
calling  minutes,  and  charges  of  $6,500 
represented  38,000  calling  minutes. 

Seventy  percent  of  the  calling  minutes 
were  calculated  at  day  rates,  25%  were 
based  on  evening  rates,  and  the  remaining 
5%  were  figured  on  night  and  weekend 
ates.  □ 


Washington  Update 

continued  from  page  1 5 

the  marketplace  to  determine  whether  the 
restrictions  should  be  lifted,  but  added  that 
it  isn’t  productive  to  place  limitations  on 
seven  companies  that  account  for  about 
50%  of  the  capital  resources  in  the  market. 

AOS  watchdog  bill  passed.  A 

bill  to  curb  abuses  by  alternative  operator 
services  (AOS)  providers  last  week  was 
passed  unanimously  on  a  voice  vote  in  the 
House  of  Representatives.  Two  similar 
bills  introduced  in  the  Senate  are  awaiting 
hearings. 

Rep.  Jim  Cooper’s  (D-Tenn.)  bill  re¬ 
quires  AOS  providers  —  firms  that  provide 
operator  assistance  in  routing  and  billing 
long-distance  calls  —  to  label  phones  they 


service,  have  operators  identify  them¬ 
selves  to  callers,  provide  rate  information 
when  requested  and  transfer  calls  to  other 
carriers  at  the  caller’s  request  (“AOS  firms 
come  under  fire  in  House,”  NW,  April  17). 
It  also  requires  AOS  providers  to  file  their 
rates  for  Federal  Communications  Com¬ 
mission  review  and  be  able  to  justify  rates 
the  commission  deems  unjust  or  unrea¬ 
sonable. 

According  to  Cooper,  if  the  FCC  finds 
that  competition  in  the  marketplace  is  not 
protecting  consumers  from  unjust  rates, 
the  legislation  then  directs  the  FCC  to  con¬ 
duct  an  expedited  90-day  rulemaking  on 
how  to  regulate  rates  for  the  entire  AOS  in¬ 
dustry. 

The  two  bills  introduced  in  the  Senate 
are  from  Sen.  John  Breaux  (D-La.)  and 
Sen.  Alan  Dixon  (D-Ill.).  □ 


Amtrak  dumps  ETN, 

continued  from  page  1 5 

The  complexity  of  the  network  intro¬ 
duced  numerous  possible  points  of  failure. 
“Any  tie  line  or  PBX  outage  had  a  severe 
impact  on  the  rest  of  the  network,  since  all 
PBXs  were  linked  with  tie  lines,”  Brunk 
said. 

With  private-line  rates  soaring,  Amtrak 
decided  to  change  courses  and  optimize 
the  network  for  cost. 

Amtrak  converted  most  of  its  tie  lines  to 
WATS,  a  Herculean  task  that  required  the 
rewriting  of  all  route  selection  and  alter¬ 
nate  rerouting  software,  Brunk  said. 

The  former  ATS  routing  scheme  re¬ 
quired  as  many  as  seven  circuits  to  com¬ 
plete  a  single  telephone  call.  After  rewrit¬ 
ing  the  software,  a  typical  telephone  call 


makes  tracks  to  SDN 

required  only  two  circuits.  “This  improved 
the  call  transmission  quality,  decreased 
the  delay  users  experienced  waiting  for  the 
dialed  number  to  ring”  and  cut  communi¬ 
cations  costs,  Brunk  said. 

While  these  moves  improved  the  ETN, 
they  did  little  to  eliminate  another  prob¬ 
lem  that  had  plagued  the  company  for 
years:  toll  fraud. 

In  a  seven-day  period  in  1985,  hackers 
tallied  $185,000  in  unauthorized  calls.  By 
the  end  of  the  year,  the  amount  of  toll 
fraud  reached  more  than  $  1  million. 

“It  was  quite  a  mess  there  for  some 
time,”  Brunk  recalled.  “We  had  college 
kids  and  drug  dealers  using  800  numbers 
to  access  and  make  calls  through  our  net¬ 
work.” 


Slowly  but  surely 

Although  Brunk  had  already  begun 
evaluating  SDN  as  a  possible  replacement 
for  the  WATS  network,  he  chose  not  to  use 
the  virtual  network  service  until  AT&T  an¬ 
nounced  the  SDN  Network  Remote  Access 
Fraud  control  feature.  The  feature  enables 
users  to  centrally  monitor  and  manage 
SDN  use  by  authorization  codes. 

The  company  began  using  SDN  on  a  lim¬ 
ited  basis  soon  after  the  feature  was  an¬ 
nounced.  It  also  employed  a  feature  that 
generates  warnings  if  spending  on  any 
user  authorization  code  exceeds  $60  per 
month.  “We  look  into  these  situations  im¬ 
mediately,”  Brunk  said. 

Although  the  security  features  seemed 
to  stymie  fraud,  high  service  installation 
costs  preempted  widespread  use  of  SDN. 
That  final  hurdle  was  removed  when  AT&T 
announced  the  promotion  waiving  instal¬ 
lation  fees,  and  the  company  began  mi¬ 
grating  all  its  traffic  to  the  virtual  network. 

Today,  the  network  serves  all  of  the 
company’s  300  locations  and  has  eliminat¬ 
ed  almost  all  toll  fraud,  Brunk  said.  □ 


Meet  Colleen  Auchter.  Student  bal¬ 
loon  pilot  and  Telecommunications 
Manager  for  Wang  Financial  Infor¬ 
mation  Services. 

If  there’s  one  thing  Colleen  has 
learned  from  her  ballooning  experi¬ 
ence  it’s  this:  Be  prepared  for 
anything.  Anticipate  the  unexpected. 
Because  when  you’re  thousands  of 
feet  in  the  air,  you  simply  can’t  afford 
any  surprises.  You  have  to  be  able  to 
rely  on  your  decision-making  skills 
. . .  and  your  equipment. 

The  same  holds  true  in  Colleen’s 
job  at  Wang  Financial.  The  decisions 
she  makes  in  selecting  a  private-line 
vendor  are  absolutely  critical.  Espe¬ 
cially  when  you  consider  that  Wang 
Financial  uses  private  lines  to  supply 
money  managers,  banks  and  brokers 
with  real-time  stock  market  informa¬ 
tion.  At  any  given  moment,  vital 
information  that  translates  into  multi- 
million-dollar  transactions  is  crossing 
the  lines  through  Wang  Financial’s 


SHARK®  service.  And  if  there’s  an 
interruption  in  transmission  . . .  well, 
that’s  serious  trouble. 

Obviously  Wang  Financial’s  cus¬ 
tomers  demand  consistently  reliable 
service.  Wang  Financial,  in  turn, 
demands  the  same  from  Williams 
Telecommunications  Group  (WTG). 
And  gets  it. 

‘  ‘These  circuits  are  our  lifeline.  Our 
business  depends  on  accurate,  real¬ 
time  information,’  ’  Colleen  explains. 
“We  have  to  go  with  reliable  vendors. 
And  WTG  has  proven  reliability.’  ’ 

The  fact  is,  no  other  company  sets 
higher  standards  for  availability  than 
WTG.  But  in  Wang  Financial’s  busi¬ 
ness,  where  data  transmission  is 
critical,  they  must  take  every  pre¬ 
caution.  And  that  means  back-up 
systems.  Just  in  case.  So  Colleen 
counts  on  WTG  to  provide  Wang 
Financial  with  route  diversity  as  well. 


‘  ‘Buying  multiple  circuits  from  WTG 
is  efficient  and  economical,’  ’  Colleen 
says.  “WTG  has  the  route  diversity 
Wang  Financial  needs.’  ’ 

So  if  you’re  still  up  in  the  air  about 
which  telecommunications  vendor  to 
choose,  call  WTG  at  1-800-642-2299, 
or  your  local  WTG  sales  office,  and 
ask  about  our  new  route  diversity 
offering  for  your  voice,  data,  or  video 
private-line  services.  No  other 
company  gives  you  a  higher  level 
of  service. 


WILLIAMS 

TELECOMMUNICATIONS 

GROUP 

OMtOfTHC  WILLIAMS  COMPAMS.lltC.JJt 

Post  Office  Box  21848 
One  Williams  Center 
Tblsa,  Oklahoma  74121 
1-800-642-2299 


See  the  Faxnet  Form  on  Page  #47 
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See  the  Action  Center 
for  networking  products 
and  services  information. 
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DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


wontel  ASC  last  week 
said  its  second  satellite, 
the  ASC-2,  will  be 
launched  into  orbit 
during  the  first  quarter 
of  1991.  ASC-2  will 
support  two-way  data 
communications  via 
very  small  aperture 
terminals,  as  well  as 
voice  and 
videoconferencing. 


Bata 
Packets 

McDonnell  Douglas  Net¬ 
work  Systems  Co.’s  Tym¬ 
net  last  week  announced  at 
the  Tele-Communications  As¬ 
sociation,  Inc.  show  it  will  in¬ 
stall  packet  switches  in  21  do¬ 
mestic  cities,  enabling  users  in 
those  areas  to  access  Tymnet 
via  a  local  dial-up  call  at 
speeds  up  to  2,400  bit/sec. 

The  new  locations  include 
Brooklyn  and  Queens,  N.Y.; 
Mountain  View  and  Palo  Alto, 
Calif.;  Troy,  Mich.;  and  Find¬ 
lay,  Ohio.  The  company  also 
said  it  is  upgrading  its  service 
in  62  other  U.S.  cities  to  sup¬ 
port  2,400  bit/sec  dial-up 
links,  instead  of  1,200  bit/sec 
links.  Tymnet  now  has  packet 
switches  in  520  U.S.  cities. 

StonyBrook  Technolo¬ 
gies,  Inc.  last  week  an¬ 
nounced  it  won  a  systems  inte¬ 
gration  contract  to  install  a 
five-node  packet  network  for 
the  Center  for  Learning  Tech¬ 
nologies,  the  technology  arm 
of  the  Board  of  Cooperative 
Education  Services  (BOCES). 

BOCES  operates  a  voca¬ 
tional  education  program  for 
adults  in  Suffolk  County,  N.Y. 
Under  the  contract,  Stony¬ 
Brook  Technologies  will  in¬ 
stall  five  EDA  Instruments, 
Inc.  packet  switches  and  asso¬ 
ciated  packet  assembler/dis¬ 
assemblers  in  Suffolk  County 
schools.  The  company  will 
also  provide  modems  that  let 
terminal  and  microcomputer 
users  in  40  schools  dial  into 
the  nearest  packet  switch  and 
gain  access  to  either  a  BOCES 
data  base  or  the  Dow  Jones 
News  Retrieval  Service.  E2 
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What  banks  are  buying 
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Millions  of  dollars  spent  by  banks  on  equipment 


SOURCE:  FROST  &  SULLIVAN,  INC.,  NEW  YORK 


Banking  evolution  brings 
greater  datacom  spending 

Study:  Expenditures  to  top  $1  b  within  5  years. 


By  Jim  Brown 

_ Senior  Editor _ 

NEW  YORK  —  Banks  will 
spend  more  than  $1  billion  over 
the  next  five  years  on  data  net¬ 
works,  according  to  a  recent 
study  published  by  Frost  &  Sulli¬ 
van,  Inc. 

The  study,  “Information  Com¬ 
munications  in  Banking  in  the 
U.S.,”  predicts  that  banks  will 
spend  an  additional  $991  million 
on  private  branch  exchanges  and 
related  telephone  equipment 
over  the  same  period. 


F 

JL  undamental  to  the 
change  is  an  increased 
reliance  on  micros  in 
branch  offices. 

▲  A  A 


“Data  communications  has  al¬ 
ways  been  important  to  banks, 
but  the  banking  environment  is 
changing,”  said  Keith  Huntley  of 
Huntley  Associates,  Inc.,  the 
Chestertown,  Md. -based  consult¬ 
ing  firm  that  conducted  the  study. 
“Banks  are  going  to  have  to 
change  their  systems”  to  accom¬ 
modate  the  evolution. 

Fundamental  to  the  change  is 
an  increased  reliance  on  micro¬ 
computers  in  branch  offices.  To 
improve  customer  service,  banks 
are  installing  microcomputers 
and  tying  them  to  central  hosts, 
an  effort  called  “platform  auto¬ 
mation.” 

Use  of  microcomputers  en¬ 
ables  employees  to  access  up-to- 


date  customer  files  from  hosts 
and  use  microcomputer  applica¬ 
tions  to  calculate  which  bank  sav¬ 
ings  or  loan  programs  are  best  for 
the  customer. 

The  advent  of  microcomput¬ 
ers,  typically  linked  using  local 
networks,  is  encouraging  banks 
to  replace  existing  hierarchi¬ 
cal  terminal-to-host  networks, 
which  rely  too  heavily  on  expen¬ 
sive  host  processing  power. 

Having  processing  power  at 
the  branch  office  opens  the  door 
for  peer-to-peer  communications 
and  allows  banks  to  off-load  pro¬ 
cessing  chores  to  microcomput¬ 
ers. 

“As  time  goes  on,  there  will  be 
more  LANs  in  banks  replacing  the 
dumb  terminal  type  of  net¬ 
works,”  Huntley  said.  “There  is 
more  of  a  requirement  in  banking 
today  for  distributed  networks 
with  distributed  intelligence.” 

How  it  breaks  down 

Local  network  purchases 
should  total  $128  million  over 
the  next  five  years.  That  com¬ 
pares  to  the  $144  million  banks 
are  expected  to  spend  on  commu¬ 
nications  processors,  $267  mil¬ 
lion  on  modems,  $201  million  on 
telephone  sets,  $347  million  on 
host-based  communications  soft¬ 
ware  and  $790  million  on  PBXs. 

Rounding  out  the  projected 
spending  plans,  the  study  pre¬ 
dicts  that  banks  will  purchase  $  77 
million  worth  of  facsimile  equip¬ 
ment,  $6l  million  of  net  manage¬ 
ment  systems,  $51  million  of  T-1 
networking  equipment,  $22  mil¬ 
lion  of  host-based  network  man¬ 
agement  software  and  $13  mil¬ 
lion  of  microcomputer-based 
communications  software. 

(continued  on  page  18) 


T-1  buyers  probe 
beyond  base  features 

Users  now  consider  net  management  features, 
vendor  support,  stability  in  purchase  decisions. 


By  Paul  Desmond 

Senior  Writer 

As  the  T- 1  multiplexer  product 
lines  of  different  manufacturers 
grow  increasingly  similar,  ven¬ 
dor  support,  network  manage¬ 
ment  and  supplier  stability  are 
becoming  more  important  pur¬ 
chase  considerations. 

Users  and  analysts  said  T-1 
vendors  have  to  be  able  to  re¬ 
spond  quickly  to  problems,  show 
they  have  a  product  architecture 
and  the  financial  resources  nec¬ 
essary  to  continually  enhance 
their  product  line  and  offer  a 
comprehensive  network  manage¬ 
ment  system. 

Although  advanced  technical 
features  are  fast  becoming  pre¬ 
requisites  rather  than  options 
that  distinguish  one  vendor  from 
another,  “people  are  still  con¬ 
cerned  about  [things  such  as] 
routing  and  how  quickly  you  can 
reestablish  connections  when 
you  lose  a  link,”  according  to  Jeff 
Held,  a  partner  at  Ernst  &  Young’s 
Network  Strategies  consulting 


practice  in  Fairfax,  Va. 

“These  days,  the  major  ven¬ 
dors’  products  all  work  pretty 
well,”  Held  said.  “Choosing 
among  them  is  more  difficult,  but 
the  consequences  from  the  tech¬ 
nical  side  are  not  as  great  because 
they  all  basically  work.” 

Some  of  the  top  T-1  multiplex¬ 
er  vendors  include  Timeplex, 
Inc.,  Network  Equipment  Tech¬ 
nologies,  Inc.  (NET),  Digital 
Communications  Associates,  Inc. 
andTellabs,  Inc. 

One  area  where  product  dif¬ 
ferences  still  help  simplify  the 
buying  decision  is  network  man¬ 
agement.  Rockwell  International 
Corp.  of  Seal  Beach,  Calif.,  re¬ 
cently  decided  to  standardize  its 
nationwide  T-1  net  on  NET  equip¬ 
ment,  in  part  because  of  NET’S 
net  management  system,  which  is 
based  on  a  Sun  Microsystems, 
Inc.  workstation  (see  “NET  wins 
bid  to  supply  Rockwell  with  T-1 
muxes,”  this  page). 

“We  needed  a  more  sophisti- 
( continued  on  page  20 ) 


NET  wins  bid  to  supply 
Rockwell  with  T-1  muxes 


By  Tom  Smith 

New  Products  Editor 

SEAL  BEACH,  Calif.  —  Rock¬ 
well  International  Corp.  recently 
picked  Network  Equipment  Tech¬ 
nologies,  Inc.  (NET)  to  supply 
the  T- 1  multiplexers  it  will  use  to 
upgrade  its  nationwide  network 
after  conducting  a  comprehen¬ 
sive  review  of  available  products. 

Under  terms  of  the  contract, 
Rockwell  will  install  five  Inte¬ 
grated  Digital  Network  Exchange 
(IDNX)/20s  and  two  IDNX/70s 
at  an  estimated  cost  of  $900,000, 
according  to  Bob  Bystedt,  direc¬ 
tor  of  telecommunications  for 
Rockwell.  The  NET  equipment 
will  replace  point-to-point  T-1 
multiplexers  from  Amdahl  Corp. 
and  Aydin  Computer  Systems. 

Eventual  replacement  of  all 
existing  Rockwell  T-1  equipment 
could  represent  $5  million  in 
business  for  NET,  Bystedt  said. 

The  60-line  T-1  network  sup¬ 
ports  the  data  and  long-distance 
voice  transmission  needs  of  some 
40  Rockwell  sites.  Data  includes 
IBM  Systems  Network  Architec¬ 
ture  traffic  and  Transmission 
Control  Protocol/Internet  Proto¬ 
col  traffic. 

Rockwell  opted  for  the  NET 


devices  to  obtain  network  man¬ 
agement  and  multipoint  features 
lacking  in  its  existing  Amdahl  and 
Aydin  multiplexers,  Bystedt  said. 

A  shift  to  NET  equipment  will 
also  give  Rockwell  the  ability  to 
centrally  manage  its  multiplexers 
and  circumvent  failed  T-1  routes 
by  using  the  IDNX’s  dynamic  T-1 
bandwidth  allocation  and  alter¬ 
nate  routing  capabilities. 

Besides  building  in  safety,  the 
upgrade  will  save  the  company  an 
estimated  $35,000  a  month  by 
making  it  possible  to  aggregate 
traffic  on  the  backbone  that  is 
now  supported  with  other  facili¬ 
ties.  Some  500  end  users  will  be 
added  to  the  new  backbone. 

“Whenever  we  need  to  replace 
a  multiplexer,  our  long-term 
strategy  is  to  go  to  NET,  but  each 
replacement  or  addition  has  to  be 
individually  justified,”  Bystedt 
said.  “We  will  stay  with  NET  un¬ 
less  there’s  some  compelling  rea¬ 
son  why  we  wouldn’t  want  to.” 

The  first  seven  IDNXs  will  be 
installed  in:  Dallas,  Houston  and 
El  Paso,  Texas;  Kennedy  Space 
Center  in  Cape  Canaveral,  Fla.; 
Duluth,  Ga.;  and  Anaheim  and 
Seal  Beach,  Calif. 

( continued  on  page  20 ) 
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New  Amdahl  routing  bridge  links 
E-nets  at  T-l  transmission  rates 

Bridge  lets  users  aggregate  Ethernet  data  with  other  traffic. 


By  Jim  Brown 

Senior  Editor 

SUNNYVALE,  Calif.  —  Amdahl  Corp.  re¬ 
cently  introduced  a  routing  bridge  capable 
of  linking  Ethernet  local  networks  over 
wide-area  facilities  at  speeds  ranging  from 
4.8Kto  1.544M  bit/sec  T-l  rates. 

The  Network  Processor  Series  (NPS)/ 
2725-200  is  the  latest  addition  to  Am¬ 
dahl’s  NPS/2700  product  family.  It  can 
also  be  used  to  integrate  Ethernet  net¬ 
works  into  backbone  T-l  networks  sup¬ 


ported  by  Amdahl  NPS/2745  Resource 
Processors. 

Linking  the  NPS/2725-200  to  a  T- 1  net¬ 
work  enables  users  to  integrate  traffic  des¬ 
tined  for  remote  Ethernets  onto  the  same 
T-l  backbone  supporting  circuit-switched 
voice  and  packet-switched  data,  eliminat¬ 
ing  the  need  for  independent  bridging  fa¬ 
cilities. 

The  NPS/2725-200  operates  at  the  me¬ 
dia  access  control  layer  of  the  Open  Sys¬ 
tem  Interconnection  seven-layer  model, 


allowing  devices  attached  to  different 
Ethernets  to  do  such  things  as  transfer 
files,  exchange  electronic  mail  or  share 
data  as  long  as  both  support  the  same 
networking  protocols. 

For  instance,  the  NPS/2725-200  en¬ 
ables  a  device  running  Transmission  Con¬ 
trol  Protocol/Internet  Protocol  on  one 
Ethernet  to  communicate  with  another 
TCP/IP-compatible  device  attached  to  a 
remote  Ethernet. 

The  NPS/2725-200  supports  two  Eth¬ 
ernet  interfaces  and  two  wide-area  net¬ 
work  'interfaces,  including  RS-422,  RS- 
449,  V.ll,  V.35  or  X. 21.  Local  Ethernets 
can  communicate  through  the  routing 
bridge  locally,  share  a  single  wide-area 
port  or  share  both  wide-area  links.  In  the 
future,  the  product  will  support  a  connec¬ 
tion  to  IBM  Token-Ring  Networks. 


The  bridge  supports  routing  tables, 
meaning  it  does  not  have  to  broadcast 
packets  over  all  available  links  to  reach  the 
intended  destination. 

The  NPS/2725-200  supports  Amdahl’s 
implementation  of  the  Spanning  Tree  Pro¬ 
tocol,  an  algorithm  that  allows  the  bridge 
to  designate  some  links  as  primary  and 
others  as  backups.  The  unit  also  supports  a 
load-balancing  feature  that  evenly  distrib¬ 
utes  traffic  across  the  primary  links. 

The  NPS/2725-200  can  detect  when 
net  devices  have  been  moved  or  added,  and 
automatically  updates  the  routing  tables. 

The  bridge  complements  the  NPS/ 
2725-100,  which  was  announced  last 
March.  That  product  acts  as  an  X.  25  packet 
assembler/ disassembler  that  feeds  X.25 
packets  to  either  an  X.25  network  or  an 
NPS/2745  Resource  Processor.  The 
NPS/2725-100  can  also  forward  IBM  Sys¬ 
tems  Network  Architecture/Synchronous 
Data  Link  Control  packets  to  an  IBM  front- 
end  processor  or  an  NPS/2745  Resource 
Processor. 

Because  the  NPS/2700  products  share 
a  common  architecture,  each  device  can  be 
controlled  via  a  single  NPS/2705-100  or 
NPS/2705-200  Network  Management  Sys¬ 
tem. 

The  NPS/2705-200  uses  a  multitasking 
workstation  to  control  large  NPS/2700- 
based  networks.  The  NPS/2705-100  uses  a 
DOS-based  microcomputer  to  manage 
smaller  NPS/2700  networks. 

Both  net  management  systems  enable 
users  to  view  current  network  status,  cur¬ 
rent  configuration  information,  usage  sta¬ 
tistics  and  alarms  as  they  occur.  As  many 
as  250  NPS/2725-200s  can  be  controlled 
by  a  single  NPS/2705-200. 

Apart  from  the  rest 

According  to  Larry  Fillmer,  vice-presi¬ 
dent  of  marketing  for  Amdahl,  the  com¬ 
mon  architecture  of  the  NPS/2700  family 
sets  the  NPS/2700  apart  from  Amdahl’s 
existing  line  of  packet-switching  products 
and  T-l  multiplexers.  Those  products,  for 
example,  do  not  have  an  integrated  net¬ 
work  management  system,  he  said. 

The  NPS/2725-200  and  other  NPS/ 
2700  products  are  scheduled  to  be  avail¬ 
able  early  next  year.  NPS/2725-200  pric¬ 
ing  starts  at  $10,000  for  a  unit  supporting 
one  Ethernet  adapter  board.  □ 


Evolution  brings 
greater  spending 

continued  from  page  1 7 

Despite  the  heavy  investment  in  data 
communications,  banks  still  spend  more 
money  on  PBXs  than  any  other  type  of 
networking  equipment.  Many  banks  are  in¬ 
stalling  small  PBXs  in  their  branch  opera¬ 
tions  to  replace  Centrex  sendees. 

Security  is  main  concern 

However,  PBXs  do  not  play  a  large  role 
in  data  networking.  “Banks  don’t  use  the 
combined  data  and  voice  capability  of 
PBXs  as  often  as  many  other  organiza¬ 
tions,”  Huntley  said.  One  of  the  prime  rea¬ 
sons  for  this  is  the  need  to  keep  financial 
transactions  secure. 

Huntley  explained  that  a  growing  num¬ 
ber  of  banks  are  installing  voice  response 
units.  These  systems  sit  between  PBXs  and 
host  systems,  and  enable  callers  to  access 
account  information  on  the  host  by  enter¬ 
ing  commands  from  a  telephone  keypad. 

The  study  also  concluded  that  T-l 
networking  will  remain  attractive  as  banks 
continue  trying  to  control  voice  and  data 
communications  costs.  □ 


Network  Integration 
Everybody  is  talking  about  it, 


CONNECTIONS 

is  doing  it! 


Integrating  PC  LANs  with  departmental  and 
corporate  networks  used  to  be  very 
complicated,  with  unfamiliar  commands  and 
proprietary  limitations.  Not  transparent  at  all. 

Interconnections  has  changed  all  that  with 
networking  software  that  lets  PC  users  access 
minicomputers  and  mainframes  as  PC  LAN  file 
servers.  Now,  hundreds  of  companies  have 
interconnected  their  Microsoft  and  Novell 
LANs  to  their  DEC  VAX  networks  with 
Interconnections  I*,  NetWare  for  VMS,  and 
TES  products. 

Interconnections’  products  integrate  TCP/IP, 
XNS,  NetWare,  MS-Net,  LAN  Manager, 
Ethernet,  Token  Ring,  and  other  LANs. 

Easily.  Tranparently. 


DOS 

OS/2 

UNIX 


To  find  out  how  Interconnections’  industry 
standard  approach  to  network  integration  is 
working  for  over  half  of  the  Fortune  500, 
call  (800)  628-3779. 

^CONNECTIONS 

14711  NE  29th  Place 

Bellevue,  Washington  98007  U.S.A. 

(800)  628-3779 
(206)  881-5773 

FAX  -  (206)  867-5022 


□ 


See  the  Faxnet  Form  on  Page  #47 
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CSDC/DSU 


Universal  Data  Systems  is  ready  to  ease  your  transi¬ 
tion  into  DDS.  We  have  a  whole  family  of  DSU/CSU 
units  that  includes  something  suitable  for  any  class 
of  DDS  service.  Our  offerings  include: 

D9.6  -  Accepts  synchronous  or  asynchronous  data 
at  9600  bps;  responsive  to  both  local  and  telco  tests. 

D56  -  A  synchronous  56  kbps  unit,  it  also  responds 
to  externally  or  internally  generated  tests  and  can  be 
used  as  a  limited  distance  modem. 


CSDC  —  A  full-duplex,  switched  56  kbps  DSU  only. 
Suitable  for  shelf  mounting  or  available  in  a  two-card 
mini  LCD  housing. 

No  matter  what  problems  you’re  having  -  or  antic¬ 
ipating  —  with  the  changeover  to  DDS,  we’ll  help  you 
cut  them  down  to  size.  For  detailed  specs,  prices  and 
technical  assistance,  contact  Universal  Data  Systems, 
5000  Bradford  Drive,  Huntsville,  AL  35807-7002. 
Telephone  205/721-8000;  FAX  205/721-8926. 


Universal  Data  Systems 
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DDS/MR  -  Allows  the  user  to  select  synchronous 
data  rates  of  56k,  9600,  4800  or  2400  bps.  Optional  DTE 
interfaces  include  EIA-232,  EIA-530  and  CCITT  V.35. 
SW56  —  A  combined  DSU/CSU  with  integral  auto 


wm 
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dialer.  This  unit  is  approved  for  56  kbps  operation  over 
AT&T’s  ACCUNET  switched  network. 


D|  Universal  Data  Systems 
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or  asynchronous,  with  a  secondary  channel  which  runs 
asynchronous  full-duplex  at  300, 150, 110  or  75  bps. 


DDS-2  96  -  Delivers  data  at  9600bps,  synchronous 


Created  by  Dayner/Hall,  Inc.,  Winter  Park,  Florida 
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MOTOROLA  INC. 

Information  Systems  Group 


See  the  Faxnet  Form  on  Page  #47 
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T-l  buyers  probe 
beyond  base  features 

continued  from  page  1 7 
cated  management  capability  so  we  don’t 
have  to  continually  add  people  to  maintain 
the  network,”  said  Bob  Bystedt,  Rock¬ 
well’s  director  of  telecommunications. 

With  the  NET  equipment,  Rockwell  will 
be  able  to  collect  alarms  from  and  perform 
diagnostics  on  remote  equipment  from  a 
central  site,  which  is  not  possible  with  the 
products  the  company  uses  now  (see  “NET 
wins  bid  to  supply  Rockwell  with  T-l 
muxes,”  page  17). 

But  had  Rockwell  chosen  its  T-l  equip¬ 
ment  on  the  merits  of  network  manage¬ 
ment  alone,  the  winner  would  have  been 
DCA,  Bystedt  said.  Other  factors  —  in¬ 
cluding  company  stability,  service  and  sup¬ 


port  —  tilted  the  scale  in  NET’S  favor. 

We  try  harder 

Support  also  figures  prominently  in 
vendor  evaluation. 

When  it  went  searching  for  a  T-l  vendor 
to  upgrade  its  statewide  network,  the  state 
of  Maryland  told  vendors  it  would  have  to 
be  able  to  respond  to  major  outages  within 
two  hours,  said  Norm  Martin,  director  of 
the  office  of  telecommunications  manage¬ 
ment  within  Maryland’s  Department  of 
General  Services. 

The  state  accepted  a  joint  bid  from  New¬ 
bridge  Networks,  Inc.  and  Chesapeake  & 
Potomac  Telephone  Co.  of  Maryland,  un¬ 
der  which  the  Bell  operating  company 
agreed  to  meet  the  state’s  service  and  sup¬ 
port  demands,  Martin  said. 

Among  the  other  reasons  Martin  cited 


for  the  decision  to  go  with  Newbridge  was 
his  perception  that  the  company  was  on 
the  leading  edge  technologically  and 
would  continue  to  improve  its  products. 

“In  some  ways,  you  look  at  it  as  the  No. 
2  trying  to  be  No.  1  syndrome,”  he  said. 
“Some  smaller  companies  have  to  remain 
on  top  in  order  to  remain  competitive.” 

McDonnell  Douglas  Corp.  in  St.  Louis 
recently  selected  NET  for  a  T-l  net  up¬ 
grade  because  it  thought  NET  could  stay 
abreast  of  market  developments,  accord¬ 
ing  to  Robert  Heinze,  manager  of  trans¬ 
mission  systems. 

“It’s  more  than  stability;  it’s  how  ag¬ 
gressive  they  are  to  update  their  product  in 
the  future,”  Heinze  said. 

Stability  is  a  factor,  however,  and  he 
said  NET’S  marketing  agreement  with  IBM 
helped  NET  in  more  ways  than  one. 


How  TMebit  modems  made  some 
last  Mends  in  the  LAN  industry 


Thanks  to  Telebit  dial-up  modems,  out-of¬ 
building  LAN  communications  have  really  picked 
up  speed. 

And  Telebit  has  picked  up  a  lot  of  new  friends. 

Friends  like  the  nation’s  largest  general 
contractor.  Using  Telebit  modems  and  Banyan’s 
VINES,  it  transmits  payroll  information  from 
35  remote  offices  to  corporate  headquarters. 

In  half  the  time.  And  has  eliminated  the  cost  of 
leased  lines. 

Then,  there’s  a  national  developer  of  communi¬ 
cations  software  that  uses  Telebit  modems  and 
Novell’s  NetWare  AnyWare.  Throughput  between 
its  New  York  headquarters  and  remote  offices 
for  accounting,  E-mail  and  order  entry  data  has 
increased  fourfold. 

Plus  a  LAN  VAR  that  uses  Telebit  modems  and 


3Com’s  3+Mail.  Its  E-mail  connections  are 
5  times  faster  than  before.  And  its  phone 
and  special  delivery  bills  are  lower. 

Imagine  what  Telebit 
modems  will  do  for  you. 

If  you  have  high-speed, 
dial-up  WAN  needs,  we 
should  get  acquainted.  So 
call  today  for  your  FREE 
application  brochure:  1-800- 
TELEBIT  or  (415)  969-3800. 

Or  write  1345  Shorebird  Way, 

Mountain  View,  CA  94043. 

Because  no  one  gets  the 
message  through  like  Telebit. 


©  1989,  Telebit  is  a  registered  trademark  of 
Telebit  Corporation.  Other  product  names 
are  trademarks  of  their  respective  holders. 


TELEBIT 

When  connectivity  counts. 


See  us  at  Interop  Booth  337 


VINES  Network 

a 


Besides  the  financial  stability  the  rela¬ 
tionship  gives  NET,  McDonnell  Douglas  is 
an  IBM  shop,  and  Heinze  said  the  relation¬ 
ship  might  lead  to  integrated  products. 
Network  Strategies’  Held  said  such  alli¬ 
ances  are  also  a  good  indication  that  the 
vendor  will  be  around  for  a  long  time, 
which  is  an  important  consideration. 

When  the  customary  research  turns  up 
a  draw,  users  typically  resort  to  other  mea¬ 
sures.  Maryland’s  Martin  required  each 
vendor  to  supply  him  with  names  of  cus¬ 
tomer  references. 

Another  user  took  a  more  extreme  mea¬ 
sure.  “It  came  down  to  two  vendors  that  we 
felt  met  all  the  criteria  we  had  [asked  for],” 
said  Michael  Ozawa,  a  consultant  in  the 
technology  planning  department  of  Amer¬ 
ican  President  Systems,  Ltd.  of  Oakland, 
Calif. 

“The  only  way  we  felt  we  could  get  an 
accurate  judgment  of  their  support  capa¬ 
bilities  was  to  do  a  bake-off  —  bring  the 
equipment  on  site  and  look  at  their  imple¬ 
mentation  procedures  and  their  overall 
project  management  procedures.” 

Ozawa  said  his  company  tested  two  ven¬ 
dors’  products  for  three  months  before  se¬ 
lecting  DCA  equipment  for  an  eight-node 
T-l  net.  He  declined  to  name  the  runner- 
up.  □ 


NET  wins  bid 
to  supply  Rockwell 

continued  from  page  1 7 

The  decision  to  use  NET  products  was 
reached  after  evaluating  bids  from  1 2  ven¬ 
dors  that  responded  to  a  request  for  pro¬ 
posal  issued  in  August  1988,  Bystedt  said. 
The  field  was  eventually  narrowed  to  four: 
NET,  Digital  Communications  Associates, 
Inc.,  Amdahl  and  a  joint  bid  from  Codex 
Corp.  and  StrataCom,  Inc. 

A  Rockwell  evaluation  team  chose  NET 
because  its  multiplexers  offered  the  best 
voice,  data  and  net  management  function¬ 
ality,  though  they  were  not  rated  highest  in 
each  of  those  categories,  Bystedt  said. 

All  four  vendors  were  competitive  on 
pricing,  with  only  an  8%  margin  between 
the  highest  and  lowest  proposals . 1  ‘That  in¬ 
dicates  to  me  it’s  a  pretty  competitive  mar¬ 
ketplace,”  Bystedt  said. 

Despite  the  high  technical  rating  and 
the  quality  of  service  Rockwell  has  re¬ 
ceived  from  Amdahl,  Rockwell  decided  to 
break  off  that  relationship  because  the 
Network  Processor  Series/2745  Resource 
Processor  T-l  multiplexers  Amdahl  pro¬ 
posed  are  not  available  and  would  have  de¬ 
layed  the  company’s  migration. 

Codex  and  StrataCom’s  Model  6290 
was  strong  in  the  voice  area,  but  the  techni¬ 
cal  evaluation  team  was  concerned  about 
the  multiplexer’s  ability  to  handle  high¬ 
speed  SNA  file  transfers,  which  the  compa¬ 
ny  currently  supports  at  512K  bit/sec  and 
will  soon  process  at  T-l  speeds. 

DCA’s  System  9000  T-l  multiplexers, 
by  contrast,  were  strong  in  the  data  and  net 
management  areas,  but  the  voice  compres¬ 
sion  capabilities  were  a  cause  of  concern 
because  they  required  external  devices. 

Another  factor  in  NET’S  favor  was  that  it 
provided  an  opportunity  to  manage  the  net 
T-l  equipment  under  a  single  network 
management  system.  NET’S  system,  based 
on  a  Sun  Microsystems,  Inc.  workstation, 
can  monitor  alarms  generated  by  the  net 
multiplexers  and  perform  diagnostics  to 
isolate  problems. 

NET’S  system  will  enable  Rockwell  to 
streamline  its  “archaic,  people-intensive” 
method  of  managing  the  company’s  T-l 
network,  Bystedt  said.  □ 


See  the  Faxnet  Form  on  Page  #47 
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LOCAL  NETWORKING 

PC  AND  TERMINAL-TO-HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


By  1993, 

close  to  90%  of  all 
Fiber  Distributed  Data 
Interface  shipments 
will  be  used  to 
connect  high-speed 
engineering 
workstations  directly 
to  host  computers.  I 
don’t  see  FDDI 
emerging  as  a  PC  LAN 
connectivity  option  for 
the  average  PC  user.” 

Brad  Baldwin 

Local  network 
industry  analyst 
Dataquest,  Inc. 
San  Jose,  Calif. 


etnotes 


LAN  Systems,  Inc.  this 
fall  plans  to  release  two  new 
utilities  for  local  nets  running 
Novell,  Inc.’s  NetWare. 

LANSight  lets  network  ad¬ 
ministrators  use  their  own 
workstations  to  access  the 
screen  and  keyboard  of  any 
node  on  the  net.  Once  two 
workstations  are  linked  via 
LANSight,  any  keyboard  activ¬ 
ity  and  display  response  on 
one  is  mirrored  on  the  other. 

LANSight,  which  requires 
only  5K  bytes  of  memory,  can 
be  used  to  run  diagnostic  pro¬ 
grams  that  help  the  adminis¬ 
trator  determine  the  condi¬ 
tion  of  a  remote  personal 
computer.  The  product  will  be 
available  in  November  for 
$395  per  server. 

LANSelect  is  a  terminate- 
and-stay-resident  menu  pro¬ 
gram  that  lets  users  load  a  va¬ 
riety  of  network  utilities  from 
within  a  software  application. 

LANSelect,  which  includes 
LAN  Systems’  LANPrint  pro¬ 
gram,  uses  5K  bytes  of  work¬ 
station  memory.  It  costs  $495 
per  server  and  will  be  avail¬ 
able  by  the  end  of  this  month. 

For  more  information,  con¬ 
tact  LAN  Systems  at  300  Park 
Ave.  South,  New  York,  N.Y. 
10010;  (212)  995-7700. 

Interpreter,  Inc.  last 
week  said  it  is  enhancing  its 
Facsimile  Server  for  local  net¬ 
works  to  enable  it  to  route  in- 
( continued  on  page  25 ) 


Apple’s  portable  product 
spurs  rush  of  net  options 

Suppliers  unveil  Portable  Macintosh  net  tools. 


By  Sarah  Vandershaf 

West  Coast  Correspondent 

Apple  Computer,  Inc.’s  recent 
introduction  of  the  Portable  Mac¬ 
intosh  has  third-party  suppliers 
rushing  network  options  to  mar¬ 
ket  for  the  15-pound  microcom¬ 
puter. 

In  the  weeks  since  Apple’s 
Sept.  20  introduction  of  the 
$5,799  portable  version,  Adap¬ 
tec,  Inc.  and  Farallon  Computing, 
Inc.  have  announced  communi¬ 
cations  products  that  comple¬ 
ment  the  machine’s  existing  net¬ 
work  features. 

The  Portable  Macintosh 
comes  with  a  small  computer  sys¬ 
tem  interface  (SCSI)  port,  an  Ap¬ 
pleTalk  port  and  a  port  for  an  ex¬ 
ternal  modem.  It  is  also  available 
with  an  internal  modem  and  a 
phone  jack. 

Adaptec,  based  in  Milpitas, 
Calif.,  introduced  an  external 
Ethernet  interface  —  called  the 
Nodem  LAN  —  to  connect  Porta¬ 
ble  Macintosh  systems  to  Ether¬ 
nets.  The  interface  leaves  the  one 
internal  expansion  slot  in  the 
portable  free  for  other  uses, 


Adaptec  said. 

The  device  can  be  toted  with 
the  portable  or  used  as  a  network 
docking  unit  for  multiple  porta¬ 
bles.  The  Nodem  connects  the 
Portable  Macintosh  to  thick-  or 
thin-wire  Ethernet  cable,  or  twist¬ 
ed-pair  wire  via  the  portable’s 
SCSI  port. 

The  Nodem  has  been  tested 
successfully  with  3Com  Corp.’s 
3  +  ,  Novell,  Inc.’s  NetWare  and 
The  TOPS  Division  of  Sun  Micro¬ 
systems,  Inc.’s  TOPS  local  net¬ 
works.  It  costs  $545  for  thick- 
wire  Ethernet,  $595  for  thin-wire 
Ethernet  and  a  version  for  twist¬ 
ed-pair  wire  costs  $645.  It  is 
available  now. 

Farallon,  of  Berkeley,  Calif., 
announced  The  Farallon  Portable 
Pack,  a  traveling  kit  that  contains 
software  and  wiring  accessories 
that  enable  the  portable  to  be 
linked  to  a  modular  phone  jack 
and  transmit  files  to  remote  net¬ 
works. 

The  package,  designed  for  use 
with  a  Portable  Macintosh  outfit¬ 
ted  with  a  $449  internal  2,400 
(continued  on  page  58) 


Norwegians  say  Ethernet 
security  lax  for  hospitals 


IDG  International  News  Service 

OSLO,  Norway  —  Norway’s 
civil  liberty  laws,  among  of  the 
world’s  strictest,  are  encouraging 
Norwegian  hospitals  to  shy  away 
from  Ethernet  local  networks. 

Norwegian  law  stipulates  that 
patient  information  can  only  be 
accessed  by  a  limited  number  of 
health  personnel,  and  some  com¬ 
puter  executives  say  Ethernet 


& 


“ome  Norwegian 
network  managers  are 
beginning  to  look  to 
MAP  as  an  alternative. 


▲  ▲▲ 


lacks  the  security  needed  to  keep 
outsiders  out  of  patient  files. 

Verner  Andreassen,  informa¬ 
tion  systems  manager  at  Hauke- 
land,  Norway’s  second  largest 
health  institution,  strongly  ad¬ 
vises  organizations  not  to  consid¬ 
er  Ethernet  for  use  at  hospitals. 

“Transmission  of  patient-re¬ 
lated  information  over  Ethernet 


will  violate  existing  laws  on  the 
protection  of  the  individual,”  An¬ 
dreassen  said.  “All  information 
transmitted  on  Ethernet,  based 
on  the  IEEE  802.3  protocol,  can 
be  accessed  by  anyone  on  the  net¬ 
work.  This  protocol  doesn’t  have 
any  access  control  mechanisms 
to  deny  unauthorized  access  to 
information.” 

Some  Norwegian  network 
managers  are  beginning  to  look 
to  Manufacturing  Automation 
Protocol,  the  factory  local  net¬ 
work  technology  developed  by 
General  Motors  Corp.,  as  a  viable 
alternative  for  secure  local  nets. 

MAP  uses  an  IEEE  802.4  to¬ 
ken-bus  network  and  denies  un¬ 
authorized  personnel  access  to 
specific  information.  In  a  multi¬ 
purpose  network  based  on  IEEE 
802.4  networks,  an  accountant, 
for  example,  would  only  have  ac¬ 
cess  to  financial  information. 

The  Norwegian  Data  Commis¬ 
sion,  the  public  watchdog  agency 
monitoring  data  base  abuse  of 
personal  information,  is  aware  of 
problems  that  may  arise  by  using 
Ethernet  at  hospitals.  But  special 
adviser  Johannes  Hansen  said  the 
commission  is  not  considering 
placing  a  total  ban  on  the  techno¬ 
logy.  □ 
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Auspex's  Unix  Network  Server  architecture 
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Auspex  superserver 
ups  I/O  processing 

NS  5000  uses  special  bus  design,  processors 
to  off-load  NFS  requests  from  server  memory. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SANTA  CLARA,  Calif.  —  Start¬ 
up  Auspex  Systems,  Inc.  today  is 
scheduled  to  introduce  a  Unix- 
based  superserver  that  repre¬ 
sents  an  emerging  class  of  serv¬ 
ers  designed  to  provide  network 
workstations  with  file,  print  and 
other  services. 

Auspex’s  NS  5000,  its  first 
product,  has  a  streamlined  bus  ar¬ 
chitecture  that  is  capable  of  han¬ 
dling  network  I/O  faster  than 
80386-based  workstations  retro¬ 
fitted  as  servers. 

Current  servers,  Auspex  said, 
do  not  have  the  bus  architecture 
necessary  to  handle  peak  I/O 
loads,  creating  a  bottleneck  be¬ 
tween  the  processor  and  the  net¬ 
work. 

The  NS  5000  addresses  the 
I/O  bottleneck  with  a  unique 
multiprocessor  architecture  that 
off-loads  network,  file  system 
and  disk  access  functions  from 
the  server’s  CPU  to  three  dedicat¬ 
ed  processors  on  an  enhanced 
VMEbus. 

The  product  is  designed  to 
support  Unix  workstations  linked 
by  Ethernets.  It  supports  up  to 
eight  Ethernet  segments  and  can 
be  configured  with  more  than 
16G  bytes  of  disk  storage. 

Auspex  also  took  the  Network 
File  System  (NFS)  running  under 
Unix  [Sun  Microsystems,  Inc.’s 
SunOS]  and  ported  it  to  a  sepa¬ 
rate  processor  with  its  own  spe¬ 
cialized  operating  system.  By 
separating  NFS  from  Unix,  Aus¬ 
pex  said  the  server  can  process 


I/O  faster. 

“The  Unix  operating  system 
has  never  been  particularly  effi¬ 
cient  at  handling  I/O,”  said  Dick 
Bush,  vice-president  of  market¬ 
ing  for  Auspex. 

In  a  typical  engineering  de¬ 
sign  environment  today,  an  Eth¬ 
ernet  segment  with  its  own  server 
can  only  support  five  to  10  de¬ 
vices  because  of  the  amount  of 
traffic,  according  to  Bush. 

Especially  taxing  are  diskless 
workstations,  which  have  no  lo- 
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nix  has  never 
been  particularly  efficient 
at  handling  I/O,” 
Auspex’s  Bush  said. 

AAA 


cal  storage  and  depend  on  the 
network  for  booting  and  down¬ 
loading  applications,  libraries 
and  files  across  the  network. 

Much  of  the  data  has  to  be  rep¬ 
licated  in  each  of  the  servers  on 
the  various  Ethernet  segments, 
creating  backup  and  recovery 
nightmares  for  network  adminis¬ 
trators. 

“File  revisions  on  all  the  dif¬ 
ferent  servers  tend  to  get  out  of 
synch,”  said  Bush.  “We’ve  taken 
all  the  multiple  redundant  files, 
libraries  and  such,  and  put  them 
/ continued  on  page  25 ) 
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ter  recoveries  at  Rush-Presbyterian 
St.  Luke’s  Medical  Center. 


mean 


Front  to  back . 

Leo  Henikoff,  M.D ,  President, 

Rush-Presbyterian  St.  Luke  s  Medical  Center 

Bill  Wellman. 

/1i.si.vMrz/  Vice  President  of  Administrative  Affairs . 
Rush-Presbyterian  St.  Luke’s  Medical  Center 


Dan  Byers. 

AT&T  Data  Sales  Executive 


Chicago,  Illinois 
May  4, 1989 


IBM  3083  for  accounting,  a  VAXcluster 
for  lab  tests,  a  Tandem  host  for 
pharmacy  records,  and  AT&T  3B2’s. 
And  because  we  move  around  so 
much,  the  ISN  and  AT&T  SYSTIMAX 
PDS  let  us  plug  displays  or  PCs  into 
any  jack. 

AT&T:  So,  do  you  think  another 
solution  would  have  had  the  same 
value? 

Rush:  Not  really  There  are  via¬ 
ble  alternatives  out 
there.  But  AT&T  is 
the  most  cost  effec¬ 
tive.  Other  vendors 
aren’t  really  one- 
stop-shops  either. 

You  helped  us  inte¬ 
grate  a  very  com¬ 
plex  group  of 
systems,  trained  us, 
plus  you’re  always 
there  for  us.  Now 
and  when  we 
expand. 

AT&T:  What 
about  your  clinical 
staff?  Have  they 
noticed  the  change? 

Rush:  Without 
a  doubt.  Our  doc¬ 
tors  and  nurses  can 
now  spend  much 
more  time  with 
patients  since  they 
have  faster  access  to 
information.  Bot¬ 
tom  line,  we  feel 
good  about  going  with  AT&T. 
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The  Rush 

Computer  Solution 


«BHB 


THE  CHALLENGE: 


To  help  reduce  the  hospital  s  operating  costs  and 
enhance  healthcare  quality  To  create  a  distrib 
uted  networked  computing  solution  that  elimi 
nates  obstacles  within  the  Medical  Center’s 
information  system  and  connect  departments 
on  campus  and  throughout  the  greater  Chicago 


THE  SOLUTION: 


An  AT&T  Integrated  Campus  Network  in  which 
an  AT&T  Information  Systems  Network  and 
AT&T  SYSTIMAX™  Premises  Distribution  System 
support  3,500  doctors,  nurses  and  other  health 
professionals.  AT&T  StarLAN  and  StarGROUP™ 
link  PCs  from  other  manufacturers  to  AT&T. 
AT&T  3B2  Computers  act  as  file  servers  to  main¬ 
frames,  AT&T  6386  WorkGroup  Systems  are 
high-performance  desktop  computers  within 
the  hospital  and  are  file  servers  for  StarLAN. 


THE  RESULTS: 
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Doctors  and  nurses  have  patient  clinical  infor¬ 
mation  on-line  for  instant  access,  so  they  can 
spend  more  time  with  their  patients.  Costs  have 
been  reduced.  And  Rush  is  maintaining  its 
national  reputation  as  a  leading  healthcare 
provider. 


Call  your  AT&T  Account  Executive,  AT&T  Autho¬ 


rized  Value-Added  Reseller,  or  1  800  247-1212, 
Ext.  529. 

Your  Computing  Systems 


- 


and  Networking 
Solutions  Company 


^  AT&T 

Computer  Systems 


VAXcluster  is  a  registered  trademark  of  Digital  Equipment  Corp.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corp. 

Tandem  is  a  registered  trademark  of  Tandem  Computers,  Inc.  Compaq  is  a  registered  trademark  of  Compaq  Computer  Corp.  StarGROUP  and  SYSTIMAX  are  trademarks  of  ATST.  ©1989  AT&T 


Rush  didn’t  want  to  just  survive  cost-cutting  in  the  healthcare 
industry  They  wanted  to  flourish.  So  to  help  them  compete  better, 
and  treat  their  patients  better,  AT&T  prescribed  a  distributed  net¬ 
worked  computing  solution.  Rush’s  Leo  Henikoff,  M.D.,  Bill 
Wellman,  and  AT&T’s  Dan  Byers  review  the  hospital’s  new  Patient 
Care  Information  Network. 

Rush:  You  kno\y  it’s  been  a  tough 
time  for  hospitals.  But  even  though  10 
in  Chicago  have  closed,  we’re  doing 
well.  Especially  with  the  new  system. 

AT&T:  Now  that  your  information 
barriers  are  gone. 

Rush:  That’s  right.  Before,  no  one 
was  really  linked  up.  Our  doctors 
couldn’t  access  clinical  data  and  phar¬ 
macology  on  the  same  terminal.  To 
make  matters  worse,  some  depart¬ 
ments  were  actually  duplicating  data 
entry 

AT&T:  But  now  many  of  your 
departments  are  networked.  And  not 
just  those  throughout  your  campus— 
but  all  over  the  Chicago  area. 

Rush:  It’s  easier  too,  since  it’s  one 
system  now  Our  AT&T  3B2  Computers 
make  great  file  servers  to  our  main¬ 
frames.  And  with  your  6386  WGS 
desktops  at  the  nursing  stations,  data  is 
right  at  the  end  of  a  light  pen.  In  fact, 
our  residents  say  they’re  saving  hours  in 
run-around  time. 

AT&T:  Don’t  forget  about  the  AT&T 
StarLAN  and  StarGROUP  network  that 
link  your  Compaq  and  IBM  PCs  with 
the  AT&T  WGS  computers. 

Rush:  Sure.  Plus  the  AT&T  ISN  is 
the  heart  of  our  network.  It  links  an 


Look  For  Us 
Between  Networks. 

You  know  the  problem:  managing  the  complexity  of  multiple  networks  and  protocols  in  environments  as  diverse  as  UNIX,  IBM  and 
Novell.  You  know  what  it  takes  to  solve  it:  a  single,  expandable  internetwork  that  stretches  corporate-wide. 

With  Proteon’s  family  of  multi-protocol  routers  you  can  start  building  the  kind  of  internetwork  you  need  today. 

Our  routers  make  it  simple  and  cost-effective  by  allowing  you  to  mix  networks  like  Ethernet  and  Token  Ring  within  a  single  box.  You 
can  link  any  array  of  popular  LANs  and  WANs  *  using  high  speed  backbones  like  FDDI  to  design  exactly  the  network  hierarchy  your  com¬ 
pany  requires.  You  can  share  resources  and  applications  over  virtually  any  topology  while  you  build  a  secure  network  that  prevents  unli¬ 
censed  access.  And  with  our  OverVIEW™  management  software,  you  can  manage  it  all  graphically,  interactively  and  in  realtime  from  a 
single  station. 

Proteon’s  multi-protocol  internetworking.  It’s  based  on  today's  standards  and  readily  accommodates  tomorrow’s.  It's  a  single,  con¬ 
sistent  strategy  that  gives  you  maximum  control  over  what  you’ve  got  and  smoothly  takes  you  where  you  need  to  go. 

The  next  time  you’re  between  networks  and  beside  yourself,  give  us  a  closer  look.  For  complete  product  information  and  detailed 
user  profiles,  call  TOLL  FREE  or  write :  Proteon,  Inc. ,  Box  M,  Two  Technology  Drive,  Westborough,  MA  01581. 

'Proteon  routers  support  the  industry’s  most  popular  networks  and  protocols  including  Ethernet,  Token  Ring,  ProNET-10,  ProNET-80/FDDI,  Tl,  X.25,  TCP/IP,  AppleTalk,  NetWare/IPX,  DECnet  andXNS. 

1-800-545-RING 

In  MA,  call  1-508-898-2800 

proteon 

The  Best  Value  In  Internetworking. 

Proteon  and  ProNET  are  registered  trademarks  and  OverVIEW  a  trademark  of  Proteon,  Inc. 

AppIeT alk  is  a  trademark  of  Apple  Computer  Corporation.  DECnet  is  a  trademark  of  Digital 
Equipment  Corporation.  NetWare/IPX  is  a  trademark  of  Novell  Corporation.  UNIX  is  a  trademark 
of  AT&T.  Company  names  are  trademarks  of  their  respective  companies. 
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Auspex  superserver 
ups  I/O  processing 

continued  from  page  21 

in  one  location  —  a  superserver.” 

The  NS  5000’s  Ethernet  subsystem  ac¬ 
commodates  up  to  four  Ethernet  proces¬ 
sors,  each  of  which  can  support  two  paral¬ 
lel  Ethernet  segments.  The  processors 
handle  all  protocol  processing  from  the  In¬ 
ternet  Protocol  (IP)  level  to  the  NFS  level 
and  also  handle  full-speed  IP  routing 
among  the  separate  segments. 

The  processor  at  the  heart  of  the  NS 
5000’s  storage  subsystem  operates  10  5M 
byte/sec  parallel,  synchronous  Small 
Computer  System  Interface  (SCSI)  I/O 
channels  simultaneously.  Use  of  high¬ 
speed  SCSIs  provides  several  routes  that  a 
data  request  may  take,  instead  of  having  to 
vie  for  the  same  channel  with  other  data 
requests. 

Disk  storage  is  organized  in  racks  of 
760M-byte,  5.25-in.  hard  disk  drives.  Two 
racks  constitute  an  array,  and  each  of  an 
array’s  10  disks  can  read  and  write  in  par¬ 
allel. 

This  enables  the  server  to  dedicate  an 
array  for  each  Ethernet  subnetwork  so  the 
different  subnets  don’t  compete  with  one 


Netnotes 

continued  from  page  21 

coming  faxes  to  specific  users.  This  elimi¬ 
nates  the  need  for  a  network  administrator 
to  monitor  incoming  traffic  and  distribute 
individual  faxes  to  their  addressees. 

The  new  routing  capability,  scheduled 
for  November  availability,  interfaces  to  the 
direct  inward  dialing  (DID)  services  avail¬ 
able  through  local  telephone  companies. 
Each  network  user  is  assigned  a  personal 
fax  number,  and  the  various  DID  exten¬ 
sions  are  mapped  to  user  logon  names. 

The  sender  dials  a  user’s  personal  fax 
number,  and  the  fax  goes  through  the  Fac¬ 
simile  Server  to  the  user’s  private  directo¬ 
ry  on  the  net  file  server.  The  user  then  gets 
a  message  that  a  fax  has  been  received. 

Pricing  for  the  Facsimile  Server  starts  at 
$5,600  when  bundled  with  a  dedicated 
personal  computer  and  $3,900  for  the 
software  and  fax  board  alone.  The  price  of 
the  routing  option  has  not  been  set. 

For  more  information,  contact  Inter¬ 
preter,  1 1455  W.  48th  Ave.,  Wheat  Ridge, 
Colo.  80033;  (303)  431-8991- □ 


To  get 
information 
on  products  or 
services 
advertised  in 
this  week's  issue 
of  Network  World , 
see  the 

FAXNeT  Form 
on  Page  #79 
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another  to  write  data  to  the  same  storage 
subsystem,  as  is  the  case  in  conventional 
servers. 

Caching  in 

The  main  system  board  running  the 
SunOS  has  8M  bytes  of  memory  and  a  sepa¬ 
rate  board  with  up  to  96M  bytes  of  memory 
that  serves  as  a  cache  for  the  NFS  subsys¬ 
tem.  The  cache  holds  the  most  frequently 
accessed  data  requested  by  users  on  the 
network  enabling  it  to  service  user  re¬ 
quests  without  having  to  search  the  stor¬ 
age  subsystems. 

A  built-in  algorithm  enables  the  cache 
to  rotate  data  in  and  out,  depending  on  the 
number  of  times  data  is  requested.  When 
new  data  is  added  to  the  cache,  for  in¬ 
stance,  the  least  frequently  requested  data 
is  written  to  disk  to  make  room. 


Server  requests  from  client  worksta¬ 
tions  come  through  one  of  the  NS  5000’s 
Ethernet  ports  to  the  network  processor, 
which  determines  whether  it  is  an  NFS  re¬ 
quest  or  not.  If  not,  the  request  goes  to  the 
server’s  CPU. 

If  it  is  an  NFS  request,  the  server’s  file 
processor  is  notified  and  it  determines 
whether  the  requested  data  is  in  the  cache 
memory  or  not.  If  it  is,  data  is  retrieved 
from  the  cache  and  shipped  to  the  client. 

If  the  data  is  only  on  disk,  the  disk  sub¬ 
system  is  instructed  to  retrieve  it.  The  data 
is  then  sent  to  the  requesting  client  and  to 
the  cache. 

Bush  said  this  NFS  subsystem,  along 
with  parallel  pipes  between  the  various 
server  components,  enables  users  to  add 
up  to  eight  Ethernet  subnets  with  1 0  work¬ 
stations  to  each  NS  5000  without  signifi¬ 


cantly  degrading  network  performance. 

According  to  Auspex,  Unix  file  servers 
spend  about  85%  of  their  time  handling 
NFS  traffic;  the  NS  5000’s  NFS  processor 
can  handle  1,000  8K-byte  NFS  operations 
per  second. 

When  configured  with  'eight  Ethernet 
segments,  this  results  in  a  network  I/O  ca¬ 
pacity  of  80M  bit/sec,  or  about  10  times 
that  of  a  conventional  Unix  server. 

The  NS  5000  is  currently  being  beta- 
tested  and  is  scheduled  for  commercial  re¬ 
lease  in  January  1990. 

Pricing  ranges  from  $114,900  for  a 
base  model  with  two  Ethernet  ports,  2.6G 
bytes  of  disk  memory  and  loM  bytes  of 
cache  memory,  to  $200,000  for  a  version 
with  eight  Ethernet  ports,  16G  bytes  of 
disk  capacity  and  96M  bytes  of  cache  mem¬ 
ory.  □ 
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And  get  all  the  details  on  America’s  premier  communications  conference  just  by  entering. 


Next  February,  a  major  event  in  voice  and  data  com¬ 
munications  will  take  place  in  Washington,  D.C.  In  just  four 
days,  you  will  be  able  to  gather  the  latest,  most  up-to-date 
information  on  the  fast-changing  world  of  communications  at 
the  12th  annual  Communication  Networks  ’90. 

Fifteen  in-depth  tutorials  will  cover  everything  from 
“Integration  and  Connectivity”  to  “Regulatory  Issues  in  Tele¬ 
communications.”  More  than  80  conference  sessions  will  bring 
you  up-to-date  on  subjects  like  LANs,  Network  Management, 
High  Band-Width  Transmission,  ISDN,  Standards,  Security 
and  Inter-enterprise  Networking.  And  400  industry-leading 
exhibitors  will  give  you  information  about  their  newest  com¬ 
munications  products  and  services. 

Selected  by  the  Department  of  Commerce  for  the  second 
year  in  a  row  to  participate  in  its  elite  Foreign  Buyer  pro¬ 
gram,  Communication  Networks  ’90  will  give  you  access  to 
the  entire  world  of  voice  and  data  communications  technol¬ 
ogy.  As  one  of  the  winners  of  our  contest,  you  could  win  a  free 
trip  to  this  unique  event. 

Just  send  in  the  form  to  enter. 

When  you  complete  and  return  the  form  below,  we’ll 
make  sure  you  get  complete  details  on  Communication  Net¬ 
works  ’90  as  they  become  available.  AND,  we’ll  automatically 
enter  you  in  our  contest  for  one  of  these  three  prizes: 

1.  Free  air  fare,  hotel  and  conference  admission.  As  First 
Prize  winner  you  will  get  round-trip  airfare  from  your 
nearest  major  airport,  three  nights  at  the  luxurious 
Grand  Hyatt  Hotel,  free  admission  to  three  days  of  con¬ 
ferences  and  the  exposition,  plus  your  choice  of  one  day¬ 
long,  in-depth  tutorial.  Approximate  total  value:  $1,875. 

2.  Free  accommodations  and  conference  admission. 
Second  Prize  winner  will  receive  three  nights  accommo¬ 
dations  at  the  Grand  Hyatt,  plus  one  in-depth  tutorial 
and  free  admission  to  the  full  conference  and  exposition. 
Approximate  total  value:  $1,375. 


N 


S  T  • 


Please  enter  my  name  in  your  Communication  Networks  ’90  con¬ 
test  and  send  me  full  details  about  the  conference  and  exposi¬ 
tion.  I  understand  I  must  fill  in  this  form  completely  in  order  to 
be  eligible. 


Name 
Title  _ 


(please  print  or  type) 


Company . 
Address  . 
City - 


.  State . 


.ZIP. 


Telephone  (_ 


-)- 


3.  Free  conference  admission.  Third  prize,  valued  at 
$895,  includes  your  choice  of  one  day-long,  in-depth 
tutorial  and  full  conference  and  exposition  admission. 

There’s  no  way  you  can  lose! 

Whether  you  win  a  prize  or  not,  you  win.  You  will  get 
information  on  a  conference  and  exposition  that  can  give  you 
the  expertise  you  need  to  stay  ahead  of  your  competitors. 
Send  in  the  form  today,  or  FAX  it  to  508-872-8237. 


Summary  of  Contest  Rules 

Entry  Form  must  be  filled  out  with  all  information 
requested  and  received  at  the  address  shown  NO  LATER  THAN 
November  30th,  1989.  One  entry  per  person;  one  prize  per  person. 
No  registration  is  required  to  enter,  but  if  you  win  after  you  have 
registered,  you  will  receive  a  full  refund.  Winners  will  be  chosen  at 
random  and  announced  on  December  15th,  1989.  Decision  of  the 
judges  is  final.  All  residents  of  the  continental  U.S.  and  Canada  18 
years  or  older  are  eligible,  except  employees  of  International  Data 
Group,  its  agencies,  affiliates  or  subsidiaries.  Winners  must  con¬ 
sent  to  the  use  of  their  names  and  photographs  in  contest 
publicity. 

For  a  copy  of  the  complete  contest  rules,  or  a  list  of  winners, 
send  a  self-addressed  stamped  envelope  to  Communication  Net¬ 
works  ’90,  P.O.  Box  9171,  Framingham,  MA  01701. 


COMMUNICATION 

NETWORKS 

CONFERENCE  &  EXPOSITION 

Taking  Networking  into  the  90’s 

Washington,  D.C.  •  February  5-8, 1990 


N 


R  M 


List  the  five  communications/networking  topics  in  which  you  are 
most  interested: 


1. 


FAX  (if  available)  (_ 


2. 

3. 

4. 

5. 


When  filled  in  completely,  mail  to: 
Communication  Networks  Contest 
P.O.  Box  9171,  Framingham,  MA  01701-9171 


CNB7 


NETWORK  WORLD  •  OCTOBER  2,  1989 

25 


The 

Amdahl 

Difference 


There  are  many  networking  companies  today  with  claims  of  superior  solutions  and 
products.  And  many  products  are  here  and  gone  before  anyone  realizes  their  existence. 

The  telecommunications  environment  is  a  rapid,  constantly  advancing  challenge.  No 
one  knows  this  better  than  Amdahl.  We  have  been  meeting  these  challenges  for  over 
20  years  with  installations  in  the  most  demanding  environments.  And  we  continue  to 
meet  the  challenge  with  products  such  as  our  4745  Communications  Processors  and 
our  Network  Processor  Series  2700.  A  product  line  designed  to  meet  today's 
challenges  with  a  platform  to  meet  tomorrow's  goals. 

Amdahl  communications  products:  network  management  systems,  X.25  network 
processors,  T- 1  multiplexers,  and  IBM  compatible  front-end  processors. 

Make  a  difference  in  your  network.... call  Amdahl. 

Amdahl  Communications  Products,  1250  East  Arques  Avenue,  M/S  276, 

Sunnyvale,  CA  94088-3470 

1-800-544-5376  (within  California,  408-492-1077)  Department  274 
Come  see  us  at  TCA  booth  #107 


amdahl 


See  the  Faxnet  Form  on  Page  #47 


IBM  is  a  registered  trademark  of  the  International  Business  Machine  Corporation. 
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MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


“W„ 


ith  all  their 
resources,  IBM  still 
hasn’t  been  able  to 
come  up  with  a  good 
[NetView]  graphics 
package  of  its  own. 
That’s  really  the  mind- 
boggling  thing.” 


Atul  Kapoor 

Vice-president 
Kaptronix,  Inc. 
Haworth,  N.J. 


ialogue 


Do  you  believe  the  job 
of  network  manager  has 
become  more  difficult 
and  stressful  since  dives¬ 
titure? 


In  Absolutely.  Running  a  pri¬ 
vate  network  is  difficult  and  an 
unnecessary  burden.  Our  net  is 
large  enough  to  qualify  as  the 
ninth  largest  phone  company  in 
the  U.S.  As  of  Jan.  1,  1990,  MCI 
will  take  over  responsibility  for 
running  our  network.  We  can’t 
wait  for  that  date  to  arrive.” 

Jim  Fitzgibbon 
Technology  liaison  for 
client  services 
Merrill  Lynch  &  Co.,  Inc. 

New  York 


■■  Yes,  things  have  gotten 
more  stressful  [since  divesti¬ 
ture],  but  at  the  same  time,  the 
job  has  gotten  more  rewarding. 

“Divestiture  opened  the 
door  to  more  competition, 
which  has  lowered  prices  and 
brought  more  services  and 
products  to  the  table.  The  result 
has  been  that  you  have  to 
manage  your  network  more, 
and  this  can  be  stressful.” 

Clint  Childs 
Consulting  analyst, 
telecommunications 
Crowley  Maritime  Corp. 

San  Francisco 


■■  Divestiture  has  made  the 
network  manager’s  job  more 
interesting,  challenging  and 
fun.  Network  managers  now 
have  more  selection  in  equip¬ 
ment  and  services;  they  have 
freedom  of  choice  they  never 
had  before  divestiture.” 

Glenn  Votaw 
Telecommunications 
administrator 
Boeing  Commercial 
Airplanes  Division 
Renton,  Wash. 


United  Technologies  exec 
aims  for  net  consolidation 


MANAGEMENT  PROFILE 

▲  ▲▲ 

BY  BARTON  CROCKETT 


United  Technologies’  holdings  include  Pratt  &  Whitney,  a  manufac 
turer  of  jet  engines. 


HARTFORD,  Conn.  —  When 
Robert  Forte  took  over  as  direc¬ 
tor  of  telecommunications  at 
United  Technologies  Corp.  five 
months  ago,  he  landed  one  of  the 
biggest  challenges  of  his  career. 

Forte,  the  former  director  of 
information  systems  at  Burger 
King  Corp.,  is  charged  with  bring¬ 
ing  order  to  the  data  networking 
disorder  of  his  new  employer,  a 
$  1 5  billion  diversified  manufac¬ 
turer  based  here. 

For  years,  United  Technol¬ 
ogies  has  effectively  met  its  voice 
needs  by  using  a  T-l  and  T-3 
backbone  to  pool  traffic  from  19 
divisions,  which  have  offices  in 
nearly  30  cities  nationwide. 

( continued  on  page  30) 


Firm’s  Otis  Elevator  test  tower. 


BOOK  REVIEW 


BY  LEE  FOOTE 

New  book  outlines  EDI’s 
legal  ramifications 

EDI  and  American  Law:  A  Practical  Guide,  Benjamin 
Wright,  J.D.  (Alexandria,  Va.:  TDCC:  The  Electronic  Data 
Interchange  Association,  1989),  $69  95. 

Benjamin  Wright’s  book,  EDI  and  American  Law:  A 
Practical  Guide,  should  be  read  by  all  managers  and 
professionals  responsible  for  electronic  data  interchange  and 
the  attorneys  counseling  them. 

In  addition  to  the  basic  EDI  legal  considerations,  it  provides 
guidance  in  negotiating  agreements  with  third-party  EDI  service 
providers,  avoiding  antitrust  implications  of  sharing  competitive 
information,  record  keeping  requirements  of  local,  state  and 
federal  governments,  and  information  about  internal  accounting 
controls. 

In  this  day  and  age  of  overregulation,  it  may  seem  surprising 
that  EDI  lacks  judicial  precedent  and  a  legislative  foundation. 

(continued  on  page  28) 

Foote  is  manager  of  EDI  at  E.I.  du  Pont  de  Nemours  & 
Co.,  Inc.  in  Wilmington,  Del. 


Auto  industry  use  of  EDI 
evolving  as  needs  change 

EDI  bolsters  JIT  as  makers  move  to  standards. 


By  Wayne  Eckerson 

Staff  Writer 

DETROIT  —  According  to  a 
survey  released  here  last  week, 
the  use  of  EDI  in  the  automotive 
industry  is  evolving  to  support 
just-in-time  manufacturing,  in¬ 
dustry  standards  and  second-tier 
suppliers. 

The  results  of  the  survey, 
which  was  conducted  by  the  Auto¬ 
motive  Industry  Action  Group 
(AIAG)  across  its  base  of 800  cor¬ 
porate  members,  were  presented 
at  the  Auto-Tech  ’89  conference. 

Thirteen  percent  of  compa¬ 
nies  surveyed  had  more  than  $3 
billion  in  sales,  and  62%  had  over 
$20  million  in  sales.  The  majority 
of  the  respondents  said  they  im¬ 
plemented  electronic  data  inter¬ 
change  in  response  to  a  customer 
request  or  to  improve  trading  re¬ 
lationships  (see  graphic,  page 
28). 

One  of  the  findings  of  the  sur¬ 
vey  was  that  EDI  is  commonly 
used  by  automakers  to  support 
just-in-time  manufacturing. 
“Just-in-time  and  EDI  go  hand  in 
hand,”  said  Tony  Zerafa,  manag¬ 
ing  director  of  AIAG  in  South- 
field,  Mich.  “You  can’t  have  one 
without  the  other.” 


order  (see  graphic  below). 

The  next  most  heavily  used 
EDI  transaction  sets  in  the  indus¬ 
try  also  relate  to  just-in-time 
manufacturing.  Sixty-four  per¬ 
cent  of  the  suppliers  surveyed 
said  they  send  advanced  shipping 
notices  via  EDI,  and  41%  said 
they  receive  shipping  schedules 
via  EDI. 

Advanced  shipping  notices  are 
used  by  suppliers  to  describe  the 
contents  of  a  shipment  and  the 
scheduled  time  of  delivery.  The 
notices  also  serve  as  a  supplier’s 
invoice.  Automakers  transmit 
shipping  schedules  to  suppliers 
to  let  them  know  when  and  where 
to  ship  goods. 

The  survey  also  showed  there 
has  been  a  sharp  rise  in  the  num¬ 
ber  of  companies  converting 
from  proprietary  EDI  formats  to 
ANSI  standards. 

Almost  all  automotive  firms 
surveyed  said  they  plan  to  use 
one  or  more  ANSI  formats  by 
1990.  That’s  a  sharp  rise  from 
1985,  when  just  31%  of  the  same 
companies  used  ANSI  transaction 
sets.  Last  year,  81%  of  the  firms 
surveyed  said  they  used  ANSI 
standards. 

While  survey  respondents  said 


Commonly  used  EDI  transaction  sets 
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□  Send  □  Receive 


EDI  transaction  sets  needed  to  support  just-in-time  manufacturing  are 
the  most  heavily  used  in  the  auto  industry. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  AUTOMOTIVE  INDUSTRY  ACTION  GROUP.  SOUTHFIELD.  MICH. 


With  just-in-time  manufactur¬ 
ing,  suppliers  coordinate  ship¬ 
ments  with  a  manufacturer  to  de¬ 
liver  raw  materials  or  parts  as 
close  to  the  manufacturing  date 
as  possible.  This  reduces  inven¬ 
tory  overhead  and  associated 
costs  for  the  manufacturer. 

Almost  90%  of  the  companies 
surveyed  said  they  receive  mate¬ 
rial  release  documents  from 
automakers  via  EDI. 

Manufacturers  use  material 
releases  to  let  suppliers  know 
what  goods  they  will  be  needing 
so  the  supplier  can  assemble  the 


there  was  a  continuing  need  for 
proprietary  formats,  the  number 
of  companies  transmitting  pro¬ 
prietary  material  releases  is  ex¬ 
pected  to  decline  from  60%  in 
1988  to  34%  after  1990;  compa¬ 
nies  sending  proprietary  ad¬ 
vanced  shipping  notices  should 
decline  from  56%  to  30%. 

“Many  companies  that  imple¬ 
mented  proprietary  EDI  systems 
a  long  time  ago  are  upgrading 
those  systems  to  handle  standard 
formats,”  Zerafa  said. 

The  survey  also  showed  that 
( continued  on  page  28) 
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MANAGEMENT  STRATEGIES 


Book  outlines  EDI’s 
legal  ramifications 

continued  from  page  27 
Many  companies  are  constraining  their 
EDI  expansion  or  not  undertaking  EDI  at 
all  in  fear  that  the  uncharted  legal  waters 
are  too  shallow  to  navigate. 

Today’s  legal  presumption  is  that  docu¬ 
ments  are  in  written  form  and  signed  by  an 
authorized  representative.  How  does  one 
deal  in  a  world  of  “unsigned”  electronic 
documents?  While  EDI  waters  may  be  filled 
with  shoals,  Wright’s  guide  helps  us  plot  a 
prudent  course. 

One  of  the  most  important  issues 
Wright  covers  is  the  “written  require¬ 
ment.”  Wright  is  an  independent  attorney 
practicing  in  the  corporate,  contract  and 
electronic  communications  law  fields. 


If  you  think  back  to  the  early  days  of 
commerce,  there  were  several  reasons  for 
insisting  on  written  documents:  to  obtain 
proof  of  transaction,  to  get  evidence  of  de¬ 


livery,  to  bind  the  transaction  and  to  en¬ 
sure  proper  authorization  to  conduct  the 
transaction. 

EDI  practitioners  are  struggling  with 
questions  of  how  you  “sign”  an  electronic 


transmission.  This  is  accomplished  using  a 
prearranged  code  and  then  authenticating 
electronic  signatures.  The  questions  focus 
on  security  issues  involving  procedures 


such  as  passwords,  acknowledgments  and 
encryption  of  data  transfers. 

Another  issue  Wright  tackles  is  how  to 
satisfy  requirements  for  keeping  paper  ev¬ 
idence  of  transactions  that  can  be  used  by 


r 

VJ  reating  paper  copies  of  EDI  messages  would  seem  to  defeat 
the  goals  of  eliminating  paper. 

▲  ▲▲ 


Avoid  the  pitfalls 
of  conventional 
PBX  systems. 


Most  PBX  systems  can  trap  you 
with  the  inherent  restrictions  of 
a  central  processor.  However,  our 
MD110  product  family  uses  dis¬ 
tributed  architecture  and  com¬ 
mon  channel  signaling  to  avoid 
the  congestion  and  geographic 
limitations  of  CPU-based  systems. 

The  MD110  is  a  totally  modu¬ 
lar,  digital  communications  sys¬ 
tem  which  transmits  voice  and 
data  simultaneously  through 
independently  operating  Line 
Interface  Modules  (LIMs).  Increas¬ 
ing  system  capacity  is  simply  a 
matter  of  adding  LIMs.  Therefore, 
you  know  straight-line  expansion 
costs  up  front.  No  surprises  down 
the  road. 

And  since  ISDN  was  a  consid¬ 
eration  when  the  MD110  was 
designed,  you  can  implement 
ISDN  features  and  services  with¬ 
out  making  current  products 
obsolete. 

Furthermore,  with  fully  distrib¬ 
uted  processing,  you  avoid  the 
red  lights  that  signal  total  system 
failure,  and  of  course,  the  result¬ 
ing  cost  implications. 

So  find  out  how  the  MD110 
Intelligent  Network  can  keep 
you  moving  ahead.  Write  to 
Ericsson  Business  Communica¬ 
tions,  730  International  Parkway, 
Richardson,  TX  75081,  or  call 
800-66-MD110. 


We're  here  when  you  need  us. 


m 
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internal  and  external  auditors,  tax  authori¬ 
ties  and  the  courts.  Creating  paper  copies 
of  EDI  messages  would  seem  to  defeat  the 
goals  of  eliminating  paper.  This  area  is 
covered  thoroughly  and  leaves  one  with 
sound,  practical  recommendations. 

Another  EDI  issue  Wright  examines  is 
legal  agreements  covering  EDI  arrange¬ 
ments  with  trading  partners.  Companies 
have  found  it  extremely  frustrating  and 
burdensome  to  negotiate  unique  agree¬ 
ments  with  each  company  that  requests  an 
EDI  relationship. 

He  looks  into  whether  these  agree¬ 
ments  are  necessary  (he  says  yes),  and  if 
so,  what  they  should  contain. 

While  the  topic  was  well  covered  and 
provides  important  guidance,  I  was  disap¬ 
pointed  to  see  little  mention  of  the  recent 
work  of  the  American  Bar  Association  and 
ANSI  ASC  XI 2  committees.  They  have 
drafted  a  pro  forma  partner  agreement 
covering  EDI  considerations  that  should  be 
confirmed  in  writing  by  EDI  partners. 

Communications  managers  will  be  par¬ 
ticularly  interested  in  the  network  agree¬ 
ment  chapter  because  it  gives  extensive  ad¬ 
vice  about  negotiating  fair  and  complete 
contracts  with  EDI  network  service  provid¬ 
ers. 

Although  well  worth  reading,  the  book 
is  a  little  schizophrenic.  Generally,  it  is 
aimed  at  EDI  managers  and  professionals, 
but  occasionally  it  lapses  into  the  tradi¬ 
tional  attorney’s  vein  of  citing  case  law 
and  legislation  more  often  than  is  neces¬ 
sary  to  make  the  point. 

It  is  easily  read,  however,  and  not  a  le¬ 
gal  tome  to  be  thrown  overboard  as  an  an¬ 
chor.  □ 


Auto  industry  use 
of  EDI  evolving 

continued  from  page  27 

Why  companies 

implement  EDI 

- - ; - 

Industry 

r  requirement  Request 

1 8%  from 

customer 

For  34% 

competitive 
advantage 

22% 

To  improve 
customer  service 

26% 

SOURCE:  AUTOMOTIVE  INDUSTRY  ACTION  GROUP, 
SOUTHFIELD,  MICH. 
GRAPHIC  BY  SUSAN  SLATER 

many  auto  suppliers  plan  to  establish  EDI 
links  with  their  own  suppliers,  spreading 
the  use  of  EDI  to  a  second  tier  within  the 
automotive  industry. 

According  to  the  survey,  the  number  of 
companies  receiving  material  releases  will 
remain  constant  in  the  1990s,  but  the 
number  of  companies  sending  these  mes¬ 
sages  will  increase  by  270%.  These  figures 
suggest  that  first-tier  auto  suppliers  will  be 
sending  material  releases  to  their  suppli¬ 
ers,  which  will  probably  be  first-time  EDI 
users. 

Similarly,  the  number  of  companies 
sending  advance  shipping  notices  should 
not  change  significantly,  but  the  number  of 
companies  receiving  those  messages 
should  increase  230%. 

“A  critical  mass  of  automakers  and 
first-  and  second-tier  suppliers  will  begin 
using  EDI  standards  in  the  next  two  years,” 
Zerafa  said.  □ 


Picking  the  right  V32  modem  is  a  lot  simpler  than 
you  think. 

That’s  because  NEC’s  line  of  V32s  gives  you  so  much 
capability  that  no  matter  which  you  choose,  you’ll  have  the 
finest  modem  in  its  class. 

For  instance,  our  unique  Added  Feature  Module  in  the 
N9635  lets  you  easily  upgrade  your  modem,  for  insurance 
against  obsolescence.  And  the  removeable  Display/Control 
Module  can  dramadcally  simplify  configuration,  testing 
and  control. 

An  automatic  dial  backup  feature  for  2  and  4  wire 


leased  line  operation  assures  less  down  time  when  lines  fail. 
And  the  unique  Digital  Signal  Processing  (DSP)  found  in 
all  our  V32s  ensures  error-free  data  at  9600  bps,  even  over 
3002  lines.* 

Best  of  all,  every  one  of  our  V32  modems  come  with 
rock-solid  dependability  built  in  by  NEC,  a  worldwide  leader 
in  telecommunications  products. 

To  find  out  more,  call  ARC  Electronic  Associates  at 
1-800-321-0500  or  in  Ohio,  1-800-686-0066.  We’ve  got  the  per¬ 
fect  V32  lined  up  for  you. 

AM _ 

/  Electronic  Associates,  Inc. 


Computers  and  Communications 

*  Independent  test  results  available  on  request.  ©  1989  NEC  America,  Inc. 
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Exec  aims  for  net 
consolidation 

continued  from  page  27 

Management  of  data  networks,  howev¬ 
er,  has  been  more  laissez-faire.  Control  is 
distributed  to  each  division,  and  a  hodge¬ 
podge  of  networks  have  sprung  up. 

Forte  is  charged  with  rectifying  this  sit¬ 
uation.  “We  believe  there  are  tremendous 
opportunities  for  savings  through  [data] 
network  consolidation,”  he  said. 

Forte  has  been  pursuing  his  objective  at 
a  breakneck  pace.  Barely  two  months  into 
his  new  job,  he  issued  a  request  for  propos¬ 
al  seeking  a  single  carrier  to  supply  all  of 
United  Technologies’  transmission  ser¬ 
vices.  The  firm’s  biggest  supplier  today  is 
AT&T,  but  United  Technologies  also  buys 
sendees  from  an  array  of  other  carriers. 


The  goal  of  the  RFP  is  to  have  a  carrier 
come  up  with  a  network  design  that  inte¬ 
grates  nearly  all  of  the  company’s  voice 
and  data  sendees  on  a  single  cost-effective 
backbone.  In  pursuing  that  goal,  United 
Technologies  is  giving  carriers  a  great  deal 
of  design  leeway.  “We  know  our  service 
level  requirements,  and  we  want  to  give 
the  carriers  as  much  flexibility  as  possible 
to  come  up  with  network  architectures  that 
meet  our  needs,”  Forte  said. 

United  Technologies  is  also  asking  car¬ 
riers  to  bid  on  taking  over  day-to-day  net 
maintenance  and  operation.  In  addition, 
the  company  wants  carriers  to  bid  on 
building  a  new  net  management  system 
that  would  integrate  the  multiple  net  man¬ 
agement  systems  operated  by  the  firm’s 
various  divisions.  The  divisions  include 
several  advanced  network  users,  such  as 


jet  engine  maker  Pratt  &  Whitney  and  Otis 
Elevator  Co.  (see  “Firm’s  tests  show  ISDN 
to  improve  video,”  this  page). 

Final  bids  on  the  RFP  are  due  this  week. 
All,  part  or  none  of  the  RFP  may  be  award¬ 
ed.  Any  contract  arising  from  the  RFP 
could  rival  the  $  200  million,  five-year  con¬ 
tracts  Merrill  Lynch  &  Co.,  Inc.  awarded  to 
MCI  Communications  Corp.  earlier  this 
year  for  similar  services. 

According  to  Forte,  awarding  this  kind 
of  contract  could  not  only  save  United 
Technologies  money,  it  could  also  help  the 
company  improve  network  service. 

By  consolidating  the  company’s  data 
networks  on  a  single  backbone,  the  compa¬ 
ny  could  afford  to  buy  better  data  commu¬ 
nications  equipment,  Forte  said.  In  addi¬ 
tion,  the  economies  of  bulk  transmision 
capacity  are  such  that  you  typically  get 


Times  change. 
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Are  your  LAN  connections 
outgrowing  your  budget? 
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You've  started  tying  company 
LANs  into  an  integrated  network 
only  to  face  the  overwhelming 
demands  of  other  departments 
that  want  to  connect.  While  you 
could  inflate  your  budget  buying 
more  hardware  each  time  you  add 
another  LAN,  with  the  ACS  4400 
there’s  no  need.  With  up  to  eight 
serial  ports,  a  single  ACS  4400 
grows  with  your  network. 


Eliminate  extra  hardware  with¬ 
out  compromising  reliability. 

Cutting  down  on  hardware 
doesn’t  mean  reducing  your 
network  to  a  single  point  of 
failure.  ACS  4400  modules  func¬ 
tion  independently,  so  you  can  add 
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or  replace  them  individually  with¬ 
out  disabling  the  entire  network. 

Invest  in  the  future  by  buying 
only  what  you  need  today. 

While  the  ACS  4400  supports 
up  to  eight  ports,  you  don’t  have 
to  purchase  them  all  at  once.  You 
can  start  with  two  or  four  and  add 
more  when  new  requirements 
arise.  So  while  you  spend  only  as 
much  as  your  needs  require,  you 
also  protect  your  investment  by 
keeping  expansion  options  open. 


ation  of  ACC’s  Series  4000  soft¬ 
ware  packages.  Each  ACS  4400 
comes  bundled  with  your  choice 
of  software.  A  single  ACS  4400 
supports  bridging,  routing,  or 
combination  bridge/routing  all  at 
the  same  time! 

For  additional  information  on  the 
ACS  4400  and  the  entire  ACS 
Series  4000  line  of  adaptable  inter¬ 
networking  products,  call  ACC 
today  at  1-800-444-7854. 


Tailor  the  ACS  4400  to  fit  your 
needs.  As  for  functionality,  the 
ACS  4400  supports  any  combin- 
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Advanced  Computer  Cdmmupi 

720  Santa  Barbara  Street 
Santa  Barbara,  CA  93101 
1-800-444-7854 
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The  interconnectivity  Source 


more  bandwidth  than  you  need,  ensuring 
that  the  company  could  accommodate  fu¬ 
ture  data  traffic  growth. 

Centralizing  control  of  data  nets  at  cor¬ 
porate  headquarters  will  require  Forte  to 
move  some  data  communications  special¬ 
ists  out  of  divisional  communications  de¬ 
partments.  Since  many  of  these  specialists 
are  involved  in  leading-edge  net  applica¬ 
tions,  centralizing  them  will  let  the  whole 
company  benefit  from  their  expertise. 

According  to  Forte,  the  challenge  of  de¬ 
veloping  the  new  network  architecture  is 
one  of  the  biggest  he  has  faced  in  his  pro¬ 
fessional  career.  “At  Burger  King,  I  was  in¬ 
volved  in  a  broader  array  of  services,  in¬ 
cluding  both  computing  and  communica¬ 
tions,”  he  said.  “But  this  is  a  much  larger 
company,  and  there’s  a  great  opportunity 
here  for  me  to  make  a  difference.”  □ 

Firm’s  tests 
show  ISDN  to 
improve  video 

EAST  HARTFORD,  Conn.  —  Air¬ 
plane  engine  maker  Pratt  &  Whitney  re¬ 
cently  concluded  tests  that  show  use  of 
ISDN  improves  the  picture  quality  of 
videoconferences  and  makes  it  easier 
to  move  video  gear  from  office  to  office. 

The  firm,  a  division  of  United  Tech¬ 
nologies  Corp.,  used  Integrated  Ser¬ 
vices  Digital  Network  Basic  Rate  Inter¬ 
face  lines  to  link  two  videoconferencing 
units  rented  from  PictureTel  Corp. 

Employees  said  the  64K  bit/sec  ca¬ 
pacity  of  the  ISDN  B  channels  provided 
a  higher  quality  image  than  standard 
56K  bit/sec  connections. 

Karl  Kuhn,  manager  of  network  ser¬ 
vices,  said  ISDN  made  it  possible  to  plug 
in  videoconferencing  gear  anywhere  in 
the  building,  providing  a  new  level  of 
mobility.  “Basically,  we  could  just  hook 
up  an  ISDN  terminal  adapter,  issue 
some  commands  to  the  switch  and  be¬ 
gin  running  the  experiment,”  he  said. 

The  video  units  communicated 
through  Pratt  &  Whitney’s  AT&T  5ESS 
switch,  which  supports  voice  service  for 
four  major  Pratt  &  Whitney  facilities  in 
Connecticut.  The  alternative  to  ISDN  — 
dedicated  circuits  or  switched  56K  bit/ 
sec  links  —  usually  requires  offices  to 
be  rewired  to  accommodate  two  56K 
bit/sec  circuits. 

In  the  experiment,  Kuhn  rolled  the 
PictureTel  equipment  around  Pratt  & 
Whitney’s  main  office  here  and  ran¬ 
domly  plugged  them  into  phone  jacks  in 
various  conference  rooms. 

Video  communications  were  tested 
using  both  one  and  two  64K  bit/sec 
ISDN  B  channels. 

One  of  the  prime  reasons  for  testing 
ISDN  videoconferencing  was  to  exam¬ 
ine  low-rate  video,  in  which  video  sig¬ 
nals  are  compressed  for  use  on  circuits 
supporting  speeds  ranging  from  56K  to 
112K  bit/sec.  “We  feel  that  low-rate 
video  is  the  real  ISDN  application,” 
Kuhn  said.  “Everything  else  [that  users 
have  discussed  using  ISDN  for]  could  be 
done  just  as  well  by  other  means.” 

Kuhn  said  the  extra  mobility  provid¬ 
ed  by  ISDN  makes  it  easier  to  “achieve 
the  often  stated  goal  of  bringing  video 
capabilities  to  the  desktop.”  □ 

—  Barton  Crockett 


See  the  Faxnet  Form  on  Page  #47 
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Worth  Noting 


See  inside  for: 

■  Storage  Dimensions’  two 
new  storage  systems  for 
NetWare  networks. 

■  The  Purple  Series  UT1616 
Diskless  Ethernet  LANstation 
from  U-Tron. 


irst  Look 


|  CASE/Datatel  module 
links  E-nets  to  WANs 

CASE/Datatel,  Inc.  recently 
introduced  a  gateway  that 
provides  a  direct  connection 
between  CASE/Datatel  DCX 
wide-area  networks  and  Eth¬ 
ernet  local  nets  running 
Transmission  Control  Proto¬ 
col/Internet  Protocol. 

The  DCX8023  is  a  Motor¬ 
ola  Corp.  68020-based  mod¬ 
ule  that  plugs  into  CASE/Data- 
tel’s  DCX840  and  DCX850 
statistical  multiplexers,  allow¬ 
ing  remote  users  to  access 
hosts  supported  by  an  Ether¬ 
net. 

As  many  as  64  local-  and 
wide-area  network  users  are 
supported  per  gateway,  and 
each  user  can  run  up  to  four 
sessions  simultaneously,  with 
each  gateway  supporting  a 
maximum  of  1 28  sessions  at  a 
time,  according  to  the  compa¬ 
ny. 

Customers  can  use  a  Digital 
Equipment  Corp.  YT-100  or 
compatible  terminal  plugged 
into  the  DCX8023  to  display 
calls  in  session  with  source 
and  destination  addresses  and 
connect  times. 

The  DCX8023  is  priced  at 
$11,500.  Delivery  is  30  days 
after  receipt  of  order. 

CASE/Datatel,  Inc.,  Cher¬ 
ry  Hill  Industrial  Center,  55 
Carnegie  Plaza,  Cherry  Hill, 
N.J.  08003;  (609)  424- 
4451. 


|  Brouter  links  up  to 
eight  Ethernet  LANs 

Advanced  Computer  Com¬ 
munications  recently  un¬ 
veiled  a  brouter  that  can  link 
up  to  eight  dispersed  Ethernet 
local  networks  to  form  a  sin¬ 
gle  integrated  network. 

( continued  on  page  32 ) 


Harris  OS 
upgraded 
for  Ethernet 

By  Tom  Smith 

New  Products  Editor 

Harris  Corp.  recently  en¬ 
hanced  the  operating  system  of 
its  Night  Hawk  minicomputer  to 
enable  the  machine  to  be  inte¬ 
grated  into  secure  Ethernet  net¬ 
works  from  Verdix  Corp.  that 
Harris  resells  as  the  LAN/SX. 

The  CX/SX  operating  system, 
a  secure  implementation  of  Unix 
that  Harris  developed  with  AT&T 
Federal  Systems,  was  enhanced 
to  support  an  Ethernet  interface. 

This  will  enable  Night  Hawk 
minicomputers  to  support  multi¬ 
ple  levels  of  security  on  secure  lo¬ 
cal  networks.  For  example,  a 
Night  Hawk  will  be  able  to  com¬ 
municate  with  workstations  that 
have  secret,  top  secret  or  confi¬ 
dential  clearance. 

The  company  also  announced 
the  Harris  630/SX,  an  AT&T  630 
Multi-Tasking  Graphics  terminal 
modified  to  provide  a  windowing 
interface  that  can  support  multi¬ 
ple  sessions  with  different  levels 
of  security. 

The  products,  which  are  part 
of  Harris’  plan  to  develop  the  SX 


Secure  Operating  Environment, 
are  intended  for  government 
agencies  or  other  users  requiring 
secure  data  transmission,  accord¬ 
ing  to  William  Marlow,  director  of 
business  development.  Future  of¬ 
ferings  under  the  Secure  Operat¬ 
ing  Environment  will  include  a 
secure  relational  data  base  man¬ 
agement  system. 

In  addition  to  the  interface 
that  plugs  into  Night  Hawk’s  VME 
bus,  Verdix  currently  offers  cards 
for  Sun  Microsystems,  Inc.  work¬ 
stations,  IBM  Personal  Computer 
ATs,  Apple  Computer,  Inc.  Macin¬ 
toshes  and  Digital  Equipment 
Corp.  VAXes. 

The  interface  encrypts  data  to 
be  transmitted  over  the  Ethernet 
using  the  Data  Encryption  Stan¬ 
dard.  The  interface  also  supports 
an  external  device  that  accepts 
keys  that  dictate  the  level  of  se¬ 
cure  data  the  user  can  send  and 
receive.  Users  must  enter  a  com¬ 
puter-generated  password  to 
gain  access  to  the  network. 

A  workstation,  dubbed  the 
Network  Security  Center,  main¬ 
tains  security-level  information 
about  each  node.  It  continuously 
monitors  activity  on  the  network, 
compiling  a  log  of  security-relat¬ 
ed  events.  The  workstation  also 
initializes  nodes  when  a  user  in¬ 
serts  the  key  and  provides  a  pass¬ 
word,  thereby  defining  which  sys¬ 
tems  can  communicate  with 
( continued  on  page  32 ) 


Tektronix  unveils  protocol 
analyzer  for  token  ring 


SAN  DIEGO  —  Tektronix, 
Inc.’s  LP  Com  Division  intro¬ 
duced  a  protocol  analyzer  for  4M 
bit/sec  token-ring  local  networks 
at  the  Tele-Communications  As¬ 
sociation,  Inc.  conference  here 
last  week. 

The  token-ring  analyzer 
comes  in  two  versions:  the  TC 
1000-B8,  which  is  used  solely  to 
analyze  token  rings,  and  the  TC 
2000-B8,  a  module  for  the  com¬ 
pany’s  existing  TC  2000  multi¬ 
function  test  system.  The  TC 
2000-B8  can  test  a  variety  of  pro¬ 
tocols,  including  the  Integrated 
Services  Digital  Network  Basic 
Rate  Interface,  T-l  facilities  and 
local  nets  such  as  Starlan. 

The  TC  1000-B8  is  based  on  a 
Tektronix  portable  computer, 
while  the  TC  2000-B8  is  based  on 
a  standard  Tektronix  personal 
computer.  Both  the  portable  and 
personal  computers  are  IBM  Per¬ 
sonal  Computer  XT-  and  AT-com- 
patible.  The  TC  1000-B8  is  also 
available  as  a  board-only  module 
for  use  with  existing  machines. 

The  token-ring  analyzer  mea¬ 
sures  performance  characteris¬ 
tics  such  as  token-rotation  time, 
which  is  the  time  required  for  a 
token  to  travel  around  the  net-' 


work.  It  also  measures  frequency 
of  ring  recoveries,  which  occur 
when  a  user  disconnects  a  work¬ 
station  from  the  network,  break¬ 
ing  the  ring  and  requiring  the  net¬ 
work  to  recover. 

Other  statistics  provided  in¬ 
volve  utilization  levels,  which 
help  the  user  gauge  the  amount  of 
bandwidth  being  used,  according 
to  Jim  Young,  customer  support 
engineer  at  Tektronix  LP  Com. 

The  product  can  help  net  man¬ 
agers  plan  future  expansion  by 
generating  sample  traffic  loads  to 
determine  how  the  addition  of 
network  nodes  would  affect  per¬ 
formance,  Young  said. 

When  not  being  used  for  test¬ 
ing  purposes,  the  products  can  be 
used  as  personal  computers. 
They  can  also  support  an  internal 
modem  to  collect  statistics  from  a 
remote  token  ring. 

The  TC  1000-B8  is  priced  at 
$15,600,  the  TC  2000-B8  costs 
$18,500,  and  the  board-only  sys¬ 
tem  costs  $  1 0,950.  All  three  ver¬ 
sions  are  scheduled  to  be  avail¬ 
able  in  November. 

Tektronix  LP  Com  is  located  at 
205  Ravendale  Drive,  Mountain 
View,  Calif.  94043;  (800)  825- 
8675.  □ 


Fujitsu  enhances  net 
management  system 

FMS  1000  Version  1 .4  is  able  to  process  alarms 
for  twice  as  many  modems  as  earlier  versions. 


By  Tom  Smith 

New  Products  Editor 

SAN  DIEGO  —  Fujitsu  Ameri¬ 
ca,  Inc.  used  the  Tele-Communi¬ 
cations  Association,  Inc.  confer¬ 
ence  here  last  week  to  announce 
an  enhanced  modem  network 
management  system  that  can 
support  up  to  5 1 2  devices. 

Version  1 .4  of  the  Fujitsu  Man¬ 
agement  System  (FMS)  1000 
processes  alarms  for  twice  as 
many  modems  as  the  earlier  ver¬ 
sion.  The  FMS  1000  supports  Fu¬ 
jitsu  Leased  Network  (LN)  mo¬ 
dems  that  range  in  speed  from 
2,400  to  19-2K  bit/sec.  It  also  of¬ 
fers  an  enhanced  management 
summary  screen  that  provides 
real-time  details  about  network 
activity. 

Besides  existing  LN  modems, 
the  system  will  support  newly  in¬ 
troduced  multipoint  modems 
that  send  and  receive  data  at  dif¬ 
ferent  speeds  for  efficiency. 

The  microcomputer-based 
FMS  1000  includes  software  and 
two  line  interface  boards  for  per¬ 
sonal  computers  running  MS- 
DOS  and  Microsoft  Corp.’s  Win¬ 
dows  graphical  user  interface. 

Both  interfaces  have  four  RS- 
485  ports,  each  of  which  can  sup¬ 
port  32  modems  daisy-chained 
together,  according  to  Chuck 
Roedel,  vice-president  of  Fujitsu 
America’s  Data  Communications 
Division.  The  system  can  manage 
256  local  modems  and  an  equal 
number  at  remote  locations. 

Alarms  are  automatically  re¬ 
layed  from  afflicted  devices  to 
FMS  1000.  Alarms  concerning 
the  analog  portion  of  links  in¬ 
clude  receive  level  strength,  sig¬ 
nal  quality  and  phase  jitter.  For 
the  digital  portion,  alarms  can 
identify  things  such  as  streaming, 
which  occurs  when  the  request- 
to-send  function  remains  activat¬ 
ed  indefinitely. 

The  system’s  enhanced  sum¬ 
mary  screen  gives  the  network 
administrator  more  real-time 
ability  to  respond  to  network  ac¬ 
tivity.  For  example,  the  screen 
can  now  show  if  a  modem  has 
switched  to  automatic  dial  back¬ 
up  mode.  Previously,  the  alarm 
screen  would  have  signaled  a 
problem,  but  to  determine  how 
the  modem  responded,  users  had 
to  switch  to  another  screen. 

From  a  configuration  menu  on 
the  summary  screen,  a  user  can 
reconfigure  both  local  and  re¬ 
mote  modems,  Roedel  said.  Op¬ 
erators  configure  modems  by  se¬ 
lecting  templates  that  define 
parameters  such  as  data  rate  and 


whether  the  modem  is  point-to- 
point  or  multipoint. 

Testing  and  diagnostic  menus 
enable  users  to  perform  both  dis¬ 
ruptive  and  nondisruptive  tests, 
such  as  loop-back  and  bit  error 
rate  tests.  A  user  can  also  enable 
or  disable  individual  modems 
from  the  personal  computer. 

Version  1 .4  is  available  now;  it 
costs  $7,995,  including  software, 
processor  boards  and  the  micro¬ 
computer.  It  is  being  offered  to 
Version  1.3  customers  as  a  free 
upgrade. 

Fujitsu  also  announced  a 
remote  monitoring  capability, 
dubbed  RemView,  that  enables 
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users  at  remote  sites  to  use  ASCII 
terminals  to  access  a  central  site 
FMS  1 000  to  view  alarm  screens. 

Remote  sites  can  track  alarms 
and  send  messages  to  the  central 
site  computer  informing  the  FMS 
1 000  operator  how  to  respond  to 
the  alarm.  RemView  includes  an 
interface  board  and  software  for 
the  central  site  personal  comput¬ 
er.  Available  now,  it  is  priced  at 
$1,295. 

Fujitsu’s  new  fast-poll  multi¬ 
point  modem,  LN  192/9-6FP,  is 
intended  for  inquiry-type  appli¬ 
cations  such  as  account  updates, 
according  to  the  company. 

The  synchronous  leased-line 
modem  accepts  inquiries  involv¬ 
ing  a  small  amount  of  data,  such 
as  name  and  account  number,  at 
9.6K  bit/sec,  and  transmits  out¬ 
bound  responses  with  more  data 
at  19. 2K  bit/sec.  These  speeds 
provide  maximum  efficiency  for 
the  amount  of  data  being  trans¬ 
mitted  in  each  direction,  the  com¬ 
pany  said. 

The  LN  19-2/9  6LN  can  sup¬ 
port  up  to  six  modems  in  different 
locations  over  a  single  analog 
leased  line.  LN  19-2/9-6FP  also 
has  a  two-channel  feature  so  that 
two  users  at  a  location  can  share 
one  modem.  The  modem  costs 
$6,995  and  is  available  now. 

Fujitsu  America  is  located  at 
3055  Orchard  Drive,  San  Jose, 
Calif.  95134;  (408)  432-1300  □ 
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First  Look 

continued  from  page  31 

The  ACS  4400  hub  houses  as  many  as 
four  separate  bridge  or  router  modules, 
each  of  which  has  two  serial  ports  that  sup¬ 
port  point-to-point  or  X.  25  links  to  remote 
Ethernets.  Each  module  operates  indepen¬ 
dently,  allowing  users  to  replace  or  add  a 
network  module  or  troubleshoot  a  net¬ 
work  connection  without  disrupting  com¬ 
munications  among  the  remaining  mod¬ 
ules. 

The  ACS  4400  can  monitor  and  control 
other  ACS  Series  4000  bridges  and  routers 
using  the  Simple  Network  Management 
Protocol.  SNMP  enables  network  manag¬ 
ers  to  change  parameters,  modify  routing 
tables  and  activate  or  deactivate  network 
links. 


An  ACS  4400  brouterwith  four  modules 
costs  $20,500.  The  three-module  unit  is 
priced  at  $16,500,  the  two-module  unit 
costs  $12,500  and  the  single-module  unit 
costs  $8,500.  Individual  modules  can  be 
purchased  for  $5,500.  All  units  are  avail¬ 
able  now. 

Advanced  Computer  Communica¬ 
tions,  720  Santa  Barbara  St.,  Santa  Bar¬ 
bara,  Calif.  95101;  (805)  965-9451. 


■  Two  optical  storage  systems 
for  NetWare  networks  debut 

Storage  Dimensions,  a  subsidiary  of 
Maxtor  Co.,  has  introduced  two  optical 
storage  systems  for  Novell,  Inc.  NetWare 
networks,  the  LANStor  Write-Once  Op¬ 
tical  disk  and  the  LANStor  Erasable 


Optical  disk. 

The  786M-byte  LANStor  Write-Once 
Optical  disk  is  Storage  Dimensions’  first 
write  once,  read  many  optical  storage  sys¬ 
tem  for  NetWare.  It  is  attached  to  the  net 
through  a  networked  workstation  running 
LanShare  software,  which  acts  as  a  file 
server. 

The  LANStor  Write-Once  Optical  disk  is 
available  in  single-  and  multiple-drive  con¬ 
figurations.  Each  includes  a  host  bus 
adapter  (IBM  Personal  Computer  AT  or 
Micro  Channel  Architecture),  LanShare 
software,  a  removable  5. 2 5 -in.  optical 
data  cartridge  and  user  documentation  for 
installation. 

The  LANStor  Erasable  Optical  disk  pro¬ 
vides  1  gigabyte  of  erasable  data  storage 
on  a  cartridge.  The  drive  can  be  attached  to 
a  networked  DOS  workstation  running 


LanShare  software,  or  it  can  be  connected 
to  a  NetWare  file  server  so  that  DOS  and 
Macintosh  files  can  be  written  to  it. 

The  LANStor  Erasable  Optical  package 
comes  with  LanShare  software,  cables,  a 
host  bus  adapter,  a  data  cartridge  and  user 
documentation. 

The  LANStor  Write-Once  Optical  ranges 
in  price  from  $4,995  for  a  single-drive  unit 
to  $10,495  for  a  multiple-drive  unit  with  a 
155M-byte  hard  disk.  The  complete  LAN¬ 
Stor  Erasable  Optical  package  is  priced  at 
$8,495. 

Storage  Dimensions,  2145  Hamilton 
Ave.,  San  Jose,  Calif.  95125;  (408)  879- 
0500. 


■  Modular  muxes  give  users 
flexibility  in  net  configuration 


The  Racal-Quanta 
Fiber  Product  Guarantee 

Our  free  one-year  service  contract  backs  our  promise  of 
flawless  fiber  product  performance. 
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nology  is  combined  with 
the  worldwide  support 
of  Racal-Milgo.  The  result 
is  Racal-Quanta,  a  company 
born  of  commitment  to  the 
most  reliable  fiberoptic  pro¬ 
ducts  and  services  available. 

Because  we’re  so  confident  that  you  can  depend  on  Racal-Quanta  fiber  modems 
and  muxes,  we’re  guaranteeing  their  flawless  operation  for  one  year.  Should  you  have 
a  problem,  it’s  no  problem.  Because  at  no  cost  whatever,  you  can  depend  on  Racal- 
Milgo’s  nationwide  team  of  over  400  field  service  personnel  for  on-site  repair  or 
replacement.  All  service  technicians  are  prompt,  highly  trained  and  well-equipped.  See 
for  yourself —  take  us  up  on  our  bonus  offer  of  free  installation  of  your  first  two  units. 

Racal-Quanta  fiber  products  bring  efficiency  and  economy  to  local  area 
communications.  Ideal  for  campus,  multi-story,  or  office  environments,  our  modems 
and  muxes  help  you  take  advantage  of  fiber’s  special  characteristics.  Cost-effective, 
compact,  and  easy  to  install,  the  lines  are  immune  to  all  types  of  electrical  interference 
and  extremely  secure  from  intrusion. 

For  additional  information,  just  call  us  toll-free  1-800-328-2668  (in  California 
1-714-970-2966). 

For  problem-free  fiberoptic  systems,  reach  for  Racal-Quanta,  the  company  that’s 
reaching  beyond  today’s  standards. 


.  . 

■  ■  •  ■■  ■ 


Racal-Quanta' 


A  Division  of  Racal  Data  Communications,  Inc. 

5415  East  La  Palma  Avenue,  Anaheim,  CA  92807-2022  BOBOB 

See  the  Faxnet  Form  on  Page  #47 

Offer  good  for  limited  time.  Valid  in  the  contiguous  United  States  and  Hawaii  only.  Free  installation  limited  to  two  units  per  customer. 


NETWORK  WORLD  •  OCTOBER  2,  1989 

32 


U-Tron,  Inc.  recently  announced  the  Pur¬ 
ple  Series  UT1616  Diskless  Ethernet 
LANstation. 

The  LANstation  is  based  on  Intel  Corp.’s 
80286  microprocessor  and  comes  with  1M 
byte  of  random-access  memory,  expand¬ 
able  to  8M  bytes;  an  Ethernet  or  Arcnet 
network  card;  and  read-only  memory  or 
programmable  ROM  modules,  including 
remote  boot  software  to  start  up  remote 
diskless  workstations. 

The  workstation  also  comes  with  either 
a  monochrome  graphics  adapter  (MGA), 
enhanced  graphics  adapter  (EGA)  or  video 
graphics  adapter  (VGA)  video  card.  The 
Ethernet  LANstation  with  MGA  is  priced  at 
$1,895;  with  EGA,  $2,095;  and  with  VGA, 
$2,195. 

The  Arcnet  LANstation  with  MGA  is 
priced  at  $1,695;  with  EGA,  $1,895;  and 
with  VGA,  $  1 ,99  5 .  All  versions  of  the  LAN¬ 
station  are  available  now. 

U-Tron,  Inc.,  245  Charcot  Ave.,  San 
Jose,  Calif.  95151;  (408)  945-1920.  □ 


Harris  OS  upgraded 
for  Ethernet 

continued  from  page  31 
others.  It  also  provides  encryption  key 
management,  downloading  encryption  in¬ 
formation  when  a  host  is  initialized. 

CX/SX  overcomes  the  single-user,  sin¬ 
gle-level  limitations  inherent  in  the  origi¬ 
nal  Verdix  product  by  allowing  Night  Hawk 
to  support  multiple  levels  of  secure  data. 
This  means  Night  Hawk  can  communicate 
with  workstations  cleared  for  various  secu¬ 
rity  levels. 

“That’s  the  nice  part  about  having  a 
multilevel  secure  environment,”  Marlow 
said.  “Now  users  can  take  full  advantage  of 
the  computing  power  of  the  machine.” 

Night  Hawk  can  also  be  used  as  a  gate¬ 
way  between  multiple  secure  local  nets, 
checking  passwords  and  electronic  keys  to 
grant  and  restrict  access  as  necessary. 

Night  Hawk  supports  the  new  630/SX 
terminal  via  an  RS-232  connection  and  en¬ 
ables  users  to  have  as  many  as  14  windows 
displaying  data  from  two  processors.  Win¬ 
dows  containing  data  with  different  levels 
of  security  can  appear  on  the  screen  simul¬ 
taneously  if  the  user  has  the  proper  clear¬ 
ance. 

The  Network  Security  Center  hardware 
and  software  cost  $24,500.  Interface 
boards  required  for  each  node,  including 
Night  Hawk,  cost  $4,500.  Both  products 
will  be  available  in  the  third  quarter  of 
1990.  The  630/SX  terminal  costs  $5,200 
and  will  be  available  at  the  end  of  October. 

Harris  can  be  contacted  at  2101  W.  Cy¬ 
press  Creek  Road,  Ft.  Lauderdale,  Fla. 
33309;  (800)  666-4544.  □ 


Everything  OS/2  can  do  for  you. . . 


OS/2™  includes  a  built-in 
graphical  interface 
so  it’s  easy  to  use. 


OS/2  lets  you  run  your 
DOS  programs  plus  hundreds 
of  programs  DOS  can’t. 


OS/2  lets  you  run  programs  larger 
than  640K,  so  you  can  use 
more  powerful  applications. 
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IBM  Operating  System/2 

Installation  Diskette 


TM 


Version  1.10  ©  Copyright  International  Business 
Machines  Corp.  1981, 1988 
Licensed  Material  -  Program  Property  of  IBM  - 
All  Rights  Reserved 
©  Copyright  Microsoft  Corp.  1981  - 1988 

Note  to  US  Government  Users  —  RESTRICTED 
RIGHTS  LEGEND  —  Use,  duplication,  or  disclosure 
is  subject  to  restrictions  in  GSA  ADP  Schedule 
Contract  with  IBM  Corp. 


OS/2  provides  an  optional 
Communications  Manager 
which  allows  easy  networking. 


OS/2  lets  you  keep  two  or  more 
programs  running  at  the  same  time, 
so  you  can  do  more. 


OS/2  lets  you  take  advantage 
of  386™  power. 


OS/2  lets  you  take  full  advantage 
of  Micro  Channel!” 


OS/2  provides  an  optional 
Database  Manager  to  make 
managing  information  easy. 


This  offer  lets  you  do  for  less. 

Right  now,  when  you  choose  OS/2,  you  can  get  from  $100 
to  $1,600  back  on  the  kind  of  heavy  duty  memory  that  only 
OS/2  can  handle.  With  this  offer,  the  more  memory  you  buy  (up 
to  8Mb) ,  the  bigger  your  rebate. 

Plus  you  can  get  thousands  of  dollars  in  rebates  on  over  100 
different  OS/2  programs.  You  can  also  get  hundreds  of  dollars  back 
on  modems,  accessory  cards  and  hardware — all  the  things  that 
help  you  do  more  work  in  less  time  with  OS/2. 

So  if  you’re  ready  to  move  up  to  all  the  real  advantages  of 
OS/2,  ask  your  IBM  Authorized  Dealer  about  these  rebates  today. 
To  find  the  dealer  nearest  you  call  1  800  IBM-2468,  ext  128. 


OS/2.  Operating  System/2  and  Micro  Channel  are  trademarks,  and  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation.  386  is  a  trademark  of  Intel.  ©  IBM  Corp.  1989 
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INFORMATION  TECHNOLOGY 


BY  JAMES  KOBIELUS 


Create  today’s 
virtual  office  by 
remote  control 

The  tendency  of  modern  organizations  is  to  reach  across 
new  dimensions  of  geography,  time,  function,  jurisdiction  and 
task  in  pursuit  of  their  goals.  It  is  not  necessary  that  employees 
work  near  each  other,  or  even  that  they  be  personally 
acquainted.  They  may  be  complete  strangers  to  one  another, 
separated  by  oceans  and  time  zones,  each  playing  a  small  part 
in  some  larger  task  none  of  them  totally  comprehends. 

Granted,  this  is  not  a  new  phenomenon.  “Remote  control” 
as  a  principle  of  organizational  design  goes  back  several 
millenia,  finding  its  earliest  expression  in  far-flung  state 
bureaucracies  such  as  Imperial  China. 

Still,  there’s  little  doubt  that  modern  information  technol¬ 
ogies  have  accelerated  this  age-old  trend.  In  the  process,  they 
have  enabled  companies  to  explore  an  ever  wider  range  of 
organizational  forms  suited  to  their  business  needs.  The 
technology  itself  becomes  the  axis  of  organizational  redesign. 

Bear  in  mind,  however,  that  remote  control  as  a  design 
principle  cuts  two  ways:  toward  greater  centralization  or  greater 
decentralization.  On  one  hand,  it  may  imply  monitoring  and 
manipulation  from  above  by  distant,  unseen  movers  and 
shakers. 

On  the  other,  it  can  refer  to  giving  dispersed,  frontline  users 
access  to  any  resource  they  require  —  communications 
channel,  application,  data  base,  person  or  utility.  Almost  any 
organizational  redesign  has  the  effect  of  empowering  some 
groups  and  displacing  or  eliminating  others. 

Automating  a  formerly  labor-intensive  billing  operation  on  a 
mainframe  in  Omaha,  Neb.,  may  displace  whole  departments  in 
a  converted  warehouse  in  northern  New  Jersey.  Giving  line 
managers  in  sales,  production  and  distribution  access  to  a 
shared  order-entry  data  base  may  render  obsolete  a  significant 
chunk  of  corporate  staff  whose  job  it  was  to  coordinate  those 
operations. 

In  the  majority  of  cases,  however,  the  organizational  impact 
of  information  technologies  is  more  indirect  and  subtle. 
Functions  and  activities  are  redistributed  in  piecemeal  fashion 
instead  of  en  masse.  Or  the  computer  and  communications 
network  may  create  an  environment  conducive  to  the  formation 
of  newT  work  groups. 

For  example,  establishing  an  electronic  mail  or  videoconfer¬ 
encing  link  between  dispersed  sites  may  not  necessitate  an 
immediate  rewrite  of  job  descriptions  or  the  organizational 
chart.  But  it  can  spawn  a  wide  variety  of  informal  dispersed 
business  teams.  Teams  form  on  an  as-needed  basis  as  scattered 
individuals  meet  electronically. 

Under  such  circumstances,  the  only  evidence  of  a  team’s 
brief  existence  may  be  the  messages  it  exchanges  and  the 
results  it  produces.  No  group  photo  is  possible;  no  office  suite 
need  be  dedicated  for  its  exclusive  use. 

Therein  lies  the  power  and  beauty  of  information  technol¬ 
ogy:  It  lets  organizations  redesign  themselves  on  the  fly. 
Remote  users  coalesce  to  carry  out  the  task  at  hand,  then  fall 
back  into  their  positions  in  the  mainline  corporate  structure.  In 
a  sense,  this  is  the  matrix  organization  with  a  vengeance. 

One  might  compare  these  fleeting  work  groups  to  software 
in  that  they  overlay  the  “hard-wired”  mainline  corporate 
structure. 

The  groupings  are  merely  expedients  created  to  serve 
specific  purposes  and  may  easily  be  dissolved  when  they  have 
served  those  purposes. 

Which  is  as  it  should  be.  Organizations  are  mankind’s  tools 
for  adapting  to  and  gaining  a  measure  of  control  over  a 
changing  world.  They  must  change  to  meet  ever  newer 
challenges.  Otherwise,  they  run  the  risk  of  ossifying  and 
perpetuating  the  outmoded  ways  of  yesteryear.  □ 

Kobielus  consults  on  information  technology  in  Alexan¬ 
dria,  Va. 
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EDITORIAL 

Farming  out  net  management 
makes  sense  only  for  some 


Merrill  Lynch  &  Co.,  Inc. 
stood  common  sense  on  its  head 
when  it  recently  announced  that 
it  will  have  MCI  Communica¬ 
tions  Corp.  and  IBM  take  over 
the  day-to-day  operation  of  its 
network.  While  facilities  man¬ 
agement  isn’t  unheard  of,  the 
idea  of  a  network-dependent 
company  such  as  Merrill  Lynch 
concluding  that  it  makes  sense 
to  farm  out  management  of  its 
net  challenges  long-established 
precepts. 

How  can  companies  hope  to 
use  networks  for  strategic  ad¬ 
vantage  if  they  give  up  control  of 
the  very  backbone?  What  hap¬ 
pened  to  “Be  your  own  Bell?” 

Merrill  Lynch  and  others 
have  concluded  that  it  is  not  as 
important  to  run  the  network  as 
it  is  to  control  what  is  run  over  it. 
While  there  are  many  sound  rea¬ 
sons  behind  this  thinking,  the 
tack  is  controversial.  Some  us¬ 
ers  say  that  giving  away  control 
of  transport  networks  can  limit 
efforts  to  compete. 

Proponents  of  third-party  fa¬ 
cilities  management  argue  that 
voice  and  data  transport  net¬ 
works  are  commodity  items  to¬ 
day,  and  there  is  little  strategic 
value  in  maintaining  day-to-day 
control  when  an  outside  party 
can  do  it  as  well  or  better.  Ven¬ 
dors,  they  say,  are  better 
equipped  to  contend  with  the  re¬ 
lentless  advance  of  technology 
and  can  more  easily  attract  and 
maintain  the  staff  necessary  to 
manage  a  complex  network. 

Washing  their  hands  of  oper¬ 
ational  details  frees  up  time  to 


focus  on  the  big  picture  —  the 
application  of  networking  tech¬ 
nology  for  business  gain. 

“We  want  our  resources  fo¬ 
cused  as  much  as  possible  on 
strategic  applications  such  as 
videoconferencing,  electronic 
data  interchange  and  high¬ 
speed  imaging  and  graphics,” 
says  Robert  Forte,  director  of 
communications  services  at 
United  Technologies  Corp.  “We 
don’t  think  there  is  much  of  a 


▼  T  ashing  their  hands 
of  operational  details 
frees  up  time  to  focus 
on  the  big  picture. 

▲  ▲A 


benefit  from  managing  the  com¬ 
modity  parts  of  communica¬ 
tions,  such  as  dial  tone  and  pri¬ 
vate  networks.” 

Opponents  of  farming  out 
network  operations  salivate  at 
the  idea  of  having  the  time  to  fo¬ 
cus  on  truly  strategic  applica¬ 
tions,  but  argue  that  farming  out 
has  too  many  pitfalls.  Can  ven¬ 
dors  be  trusted  to  manage  in 
your  best  interest?  How  do  you 
hold  a  facilities  management 
firm  accountable? 

Given  the  difficulty  of  staff¬ 
ing  and  the  critical  nature  of 
having  staff  that  is  familiar  with 
your  operation,  how  hard  will  it 


be  to  bring  services  back  in- 
house  if  the  vendor  doesn’t  live 
up  to  expectations? 

These  are  only  some  of  the 
most  obvious  questions.  More 
fundamental  is  the  question 
about  whether  transport  net¬ 
works  can  actually  offer  a  com¬ 
petitive  advantage  in  this  day 
and  age.  We  think  so. 

Citibank,  N.A.,  for  example, 
has  a  global  fast  packet-switch¬ 
ing  network  that  is  better  than 
funds  transfer  networks  shared 
by  a  number  of  competitors.  In¬ 
terbank  settlement  rules  give 
banks  24  hours  to  complete  cus¬ 
tomer  transactions;  most  banks 
initiate  payments  prudently  to 
avoid  stiff  penalties  for  late 
transactions. 

Citibank’s  high-speed  net¬ 
work  lets  it  pay  debts  at  the  last 
minute,  giving  it  hours  of  float 
time  during  which  it  can  lend 
against  those  funds  at  money 
desks  in  different  time  zones 
around  the  world.  The  network 
is  said  to  make  the  company  mil¬ 
lions  of  dollars. 

Would  it  make  sense  to  trust 
that  transport  network  to  an 
outside  vendor?  Probably  not. 
The  decision  of  where  and  when 
to  farm  out  facilities  manage¬ 
ment  is  really  a  matter  of  appli¬ 
cation. 

Our  gut  feeling  is  that  third- 
party  facilities  management  is 
really  only  a  reasonable  option 
for  the  biggest  firms  that  have 
control  over  their  vendors  and 
the  wherewithal  to  reassemble 
the  pieces  if  the  deal  goes 
sour.  □ 
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OPINIONS 


THE  ENTERPRISEWIDE  NETWORK 


BY  JAMES  HERMAN 

Integration  is  dead: 
Long  live  interconnection 


Just  a  few  years  ago,  network 
planners  were  hard  at  work 
looking  for  ways  to  reduce  the 
number  of  networks  in  their  en¬ 
terprises.  There  were  just  too 
many  networks,  and  managing 
all  of  them  had  become  too  diffi¬ 
cult.  Many  analysts  had  a  goal  of 
reducing  the  overlapping  web  of 
different  networks  to  a  single, 
integrated  backbone  that  would 
meet  all  of  an  organization’s 
communications  needs  in  an  ef¬ 
ficient,  unified  way. 

It  may  be  time  to  give  up  on 
this  program  of  integration, 
however.  We  are  faced  with  an 
explosion  of  local  networks 
from  a  multitude  of  vendors, 
many  of  which  are  linking  up  via 
bridges  and  routers  to  form  a 
new  generation  of  overlapping 
wide-area  networks. 

Just  when  it  seemed  that 
progress  was  being  made  in  re¬ 
ducing  the  number  of  applica¬ 
tion-specific  networks  based  on 
IBM’s  Systems  Network  Archi¬ 
tecture,  Binary  Synchronous 
Communications  and  Digital 
Equipment  Corp.’s  DECnet,  the 
full  magnitude  of  the  multiven¬ 
dor  local  net  problem  comes 
into  focus.  We  appear  doomed 
to  continually  relearn  the  les¬ 
sons  of  history. 

Physical  networks  also 
abound.  Although  the  T-l  back¬ 
bone  may  be  a  common  founda¬ 
tion  for  multiple  communica¬ 
tions  needs,  it  has  not  really 
succeeded  in  reducing  the  num¬ 
ber  of  nets  in  an  organization. 

Most  companies  also  have 
one  or  more  low-speed,  multi¬ 
drop  networks  to  link  3270-type 
terminals  to  large  mainframes. 
These  organizations  may  also 
have  a  very  small  aperture  ter¬ 
minal  satellite  network,  even 
though  fiber  transmission  will 
make  terrestrial  networks  more 
economical.  They  may  have  an 
X.25  packet  network,  even  as  In¬ 
tegrated  Services  Digital  Net¬ 
work  products  and  services  be¬ 
gin  to  hit  the  market. 

If  the  business  operates  glob¬ 
ally,  then  a  plethora  of  new  pub¬ 
lic  and  private  international  and 
overseas  networks  must  be  ac¬ 
commodated.  The  future  holds  a 
constant  stream  of  new  types  of 
networks,  such  as  metropolitan- 
area  networks  and  those  based 

Herman  writes,  teaches 
and  consults  on  telecom¬ 
munications  technology  with 
Northeast  Consulting  Re¬ 
sources,  Inc.  in  Boston. 


on  broadband  ISDN,  Fiber  Dis¬ 
tributed  Data  Interface  and  fast 
packet-switching  technology. 

It  is  now  clear  that  an  enter¬ 
prisewide  networking  strategy 
must  allow  for  many  types  of 
networks  at  different  life  cycle 
stages,  optimized  differently  for 
scope,  scale,  performance  and 
cost.  Deriving  competitive  ad¬ 
vantage  from  telecommunica¬ 
tions  requires  an  approach  that 
can  quickly  and  easily  absorb 
new  technologies  and  services 
while  continuing  to  reap  the  re¬ 
turn  from  prior  investments. 
What  is  needed  is  a  communica- 


▼  Y  hat  is  needed  is  a 
communications 
architecture  that  is 
inherently  multinetwork. 
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tions  architecture  that  is  inher¬ 
ently  multinetwork  and  multi¬ 
technology. 

Although  an  architecture  that 
embraces  voice,  video,  image 
and  data  is  not  yet  defined,  a  so¬ 
lution  that  encompasses  the  var¬ 
ied  data  needs  of  the  enterprise 
is  gaining  increasing  support. 
This  internet  architecture  calls 
for  the  creation  of  a  network  of 
networks,  or  metanetwork,  to 
provide  a  basic  set  of  uniform, 
end-to-end  data  services  that 
transcend  the  network-specific 
capabilities  already  in  place. 

Rather  than  replace  those 
technologies,  this  strategy  at¬ 
tempts  to  synthesize  an  enter¬ 
prisewide  utility  by  intercon¬ 
necting  existing  networks. 

There  are  two  key  concepts 
that  are  the  cornerstones  of  the 
internet  approach:  common 
host-to-host  protocols  and  uni¬ 
versal  addressing.  The  internet 
approach  achieves  an  enter¬ 
prisewide  utility  by  standardiz¬ 
ing  the  endpoints,  not  the  inter¬ 
vening  networks. 

Such  an  approach  promotes 
diversity  at  the  network  level  but 
enforces  a  single  host-to-host 
transport  protocol  standard  that 
simultaneously  ensures  interop¬ 
erability  and  uniformity  of  ser¬ 
vice.  The  internet  approach  fo¬ 
cuses  on  making  an  interopera¬ 
bility  stack  part  of  every  device’s 
network  software.  This  core  set 


of  protocols  serves  as  a  lingua 
franca  for  the  enterprise  and  a 
base  for  the  sharing  of  data  and 
computing  resources. 

This  powerful  simplification 
is  then  coupled  with  a  universal 
addressing  scheme  that  allows 
any  device  in  the  organization  to 
locate  and  route  to  any  other  de¬ 
vice  using  a  standard  and  consis¬ 
tent  format.  By  using  an  interna¬ 
tionally  managed  addressing 
standard  that  assigns  every  en¬ 
terprise  its  own  unique  portion 
of  the  global  address  space,  any 
two  devices  can  be  linked  when 
needed  and  communicate  natu¬ 
rally  without  fear  of  address 
overlap  or  incompatibility. 

Although  T-l  creates  a  very 
useful  transmission  backbone,  it 
does  little  for  the  enterprise  be¬ 
yond  providing  inexpensive 
bandwidth.  Few  businesses  can 
point  to  their  T-l  networks  as 
strategic  resources. 

The  internet  strategy,  howev¬ 
er,  has  enormous  payoffs  in  flex¬ 
ibility  and,  more  importantly, 
interoperability.  It  promotes  di¬ 
versity  in  computing  and  net¬ 
working  for  a  relatively  minor 
price:  the  use  of  a  small  set  of 
common  protocols  and  a  univer¬ 
sal  addressing  standard.  It  si¬ 
multaneously  allows  for  the  rap¬ 
id  introduction  of  new  technolo¬ 
gies  while  preserving  prior  in¬ 
vestments. 

Today’s  clear  choice  for  in¬ 
ternetworking  is  the  Transport 
Control  Protocol/Internet  Pro¬ 
tocol  family.  The  only  serious 
alternatives  are  the  newer  Open 
Systems  Interconnection  proto¬ 
cols  or  proprietary  stacks  from 
IBM  and  DEC. 

TCP/IP  is  available  for  a 
much  wider  variety  of  platforms 
than  the  alternatives.  Choosing 
SNA  as  the  enterprise  interoper¬ 
ability  standard  is  like  choosing 
the  wolf  to  guard  the  henhouse. 
IBM  will  never  be  able  to  manage 
SNA  as  a  true  multivendor  stan¬ 
dard.  The  OSI  protocol  stack, 
which  DEC  is  incorporating  into 
DECnet,  will  be  an  increasingly 
important  alternative  in  two  or 
three  years,  but  at  the  moment, 
it  is  just  too  new.  Over  time,  hy¬ 
brids  of  TCP/IP  and  OSI  will  be¬ 
come  the  interoperability  stan¬ 
dards  of  choice  for  most 
enterprises. 

The  strategic  networking  is¬ 
sues  are  interconnection  and  in¬ 
teroperability.  If  you  are  still 
concentrating  on  integration, 
you  may  be  working  on  the 
wrong  problem.  □ 
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Small  firm  bonanza 

The  article  “Broadcaster 
group  dumps  mini  for  versa¬ 
tile  local  net”  (NW,  July  31) 
missed  a  critical  aspect  of  the 
tale:  The  lower  cost  of  soft¬ 
ware  development  in  the  per¬ 
sonal  computer  environment 
permits  small  and  midsize  or¬ 
ganizations  to  purchase  cus¬ 
tom  software  at  a  level  of 
sophistication  once  available 
only  to  much  larger  firms. 

The  National  Association  of 
Broadcasters  (NAB)  was  able 
to  contract  for  the  develop¬ 
ment  of  custom  application 
programs  that  provide  a  com¬ 
plex  broadcast  industry  data 
base,  membership  manage¬ 
ment  and  dues  billing  with  an 


interface  and  process  control 
tailored  to  its  highly  specific 
needs. 

This  was  affordable  and 
technically  feasible  today  be¬ 
cause  small  systems  houses 
can  deliver  custom  software  at 
prices  appropriate  to  the  bud¬ 
gets  of  organizations  such  as 
NAB.  Today,  a  small  systems 
/ continued  on  page  46 ) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  375 
Cochituate  Road,  Box  9171, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


IT  IS  THE  WRITER  S  PRIVILEGE  to  help  man  endure  by 
lifting  his  heart,  by  reminding  him  of  courage,  honor,  pride  and 
compassion,  and  by  writing  a  guest  column  for  Network 
World’s  Opinions  pages. 

Columns  should  be  timely,  opinionated,  literate,  thoughtful 
and  accurate. 

Manuscripts  should  be  letter-quality,  double-spaced  and 
between  600  and  900  words  in  length.  Disk  or  modem 
submissions  are  preferred. 

If  you’d  like  to  write  a  column,  call  Steve  Moore,  features 
editor,  at  (508)  820-2543,  ext.  732,  or  fax  your  idea  to  us  at 
(508)  879-3167. 
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CONTINUED  FROM  PAGE  1 

Few  users  are  willing  to  talk  on  the  record, 
lest  they  publicly  antagonize  the  very  vendors 
they’re  castigating  in  private.  This  fear  may  be 
more  perceived  than  real;  there  are  few  firsthand 
stories  of  vendor  retaliation  or  threats.  But 
enough  are  willing  to  speak  to  give  us  a  fair  pic¬ 
ture  of  what’s  going  on,  how  the  vendors  feel 
about  it  and  what  users  can  do  to  protect  them¬ 
selves  against  such  tactics. 

There  are  more  than  enough  examples:  The 
telecommunications  director  of  a  large  commod¬ 
ities  exchange  recalls  opening  modem  boxes  and 
finding  a  $100  bill  inside  each  one.  He  also  re¬ 
lates  offers  of  free  trips  to  Bermuda  in  exchange 
for  large  purchases. 

Hub  Vandervoort,  senior  telecommunications 
analyst  for  CTG/TMC,  a  telecommunications 
consultancy  in  Needham  Heights,  Mass.,  has  a 
story  of  vendor  subterfuge  and  sabotage  that  oc- 

Guptill  is  the  fea  tures  writer  for  Network 
World. 


You  can  fooi  some  of  the  people 
some  of  the  time, 
but  they  won’t  like  it. 
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curred  when  he  was  involved  as  a  consultant  for  a 
user. 

“It  was  a  very  competitive  T-l  bid,”  he  re¬ 
calls.  “It  had  come  down  to  the  shortlist  of  two 
vendors;  equipment  was  installed,  stress-tested 
and  evaluated. 

“By  coincidence,  the  rep  from  Vendor  A  was 
in  an  airport  at  one  of  those  ‘islands’  of  tele¬ 
phone  booths.  From  the  other  side,  he  heard 
someone  from  Vendor  B  talking  about  the  ac¬ 
count,  saying  his  field  engineer  put  jumpers  in 
the  other  company’s  equipment,”  Vandervoort 
says.  “Basically,  he  had  sabotaged  Vendor  A’s 
equipment  so  it  wouldn’t  perform  as  well  as  their 
own. 

“The  rep  from  Vendor  A  walked  around  the 
island,  handed  the  guy  from  Vendor  B  his  busi¬ 
ness  card  and  said,  ‘Hi,  maybe  there’s  something 
we  can  do  to  help.’ 

“Vendor  B  withdrew  its  bid  the  next  day.” 

How  vendors  sell  to  users  depends  on  several 
factors,  according  to  Victoria  Blackford,  who  has 
( continued  on  page  40 ) 
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If  you’re  not  using  AT&T 


your  calls  could  be  sharing 
the  same  fate. 


AI&I  has  the  most  reliable 
800  service  in  the  world. 


If  you’re  not  using  AT&T’s  basic  800  Service,  you’re 
running  the  risk  of  losing  54%  more  calls.The  reason  is  no 
mystery  The  AT&T  Network  has  far  greater  switching 
capacity  three  times  the  alternate  routing  capability  and 
the  highest  percentage  of  call  completions  of  any  lopg  dis¬ 
tance  carrier.  This  allows  AT&T  to  provide  the  most  reliable 
800  service  in  the  world. 


The  fact  is, we  have  more  ways  to  get  800  calls  : 
through  than  any  other  network.  AT&T  has  40  signal 
transfer  points  compared  to  six  each  for  Sprint  and  MCI. 
And  while  Sprint  and  MCI  have  only  three  network  con¬ 
trol  points  apiece,  AT&T  has  94. 

When  it  comes  to  performance,  no  one  comes  close 
to  AT&T’s  basic  800  Service.  We  connect  calls  faster  than 
anyone  else.  On  average,  our  nearest  competitor’s  call  set¬ 
up  time  is  50%  slower.  And  we  have  the  fewest  blocked 
calls  of  any  800  service.  AT&T’s  network  routing  system 
(Dynamic  Non-Hierarchical  Routing)  is  so  sophisticated,  it 
makes  21  different  routes  available  for  every  single  800  call. 
MCI  and  Sprint  can’t  offer  that  advantage. Which  explains 
why  they  have  30%  more  blocked  calls  than  we  do. 

So  really  the  only  unexplained  phenomenon  here  is 
why  you’d  risk  having  your  valuable  800  calls  disappear 
when  they  could  be  traveling  the  safest  route. 

We’re  so  sure  you’ll  want  the  reliability 


Service  offers,  we’ll  even  pay  to  get  you  started. 

If  you  sign  up  by  October 17, 1989,  we’ll  pay  the 
installation  charges  on  any  AT&T 800 Service  tine 
and  all  advanced 800 features. 


can  apply  to  your  business 


.  (continued  from  page  36 ) 
been  on  both  sides  of  the  user/ 
vendor  fence.  Formerly  vice- 
president  of  data  communica¬ 
tions  for  The  Chase  Manhattan 
Bank,  N.A.  in  New  York,  Black¬ 
ford  is  now  national  market  man¬ 
ager  for  financial  industries  with 
Digital  Communications  Asso¬ 
ciates,  Inc.  of  Alpharetta,  Ga. 

“It  depends  on  the  type  of 
sale,”  she  says.  “Is  it  a  system 
sale  or  a  black  box  sale?  That  will 
affect  the  people  the  vendors  talk 
to  in  the  user  company. 

“How  they  sell  is  also  depen¬ 
dent  upon  the  level  of  knowledge 
of  the  user  and  the  maturity  of 
the  product.  In  less  mature  mar¬ 
kets,  there’s  obviously  much 
more  need  for  education,  much 
more  hand-holding.  Some  ven¬ 
dors  will  try  to  do  anything  they 
can,  especially  in  a  real  dog-eat- 
dog  market.” 

Mudslinging 

In  a  tight  market,  some  ven¬ 
dors  resort  to  knocking  their 
competition.  That  can  easily 
work  against  the  vendor  doing 
the  knocking. 

“They  should  be  selling  their 
strengths  and  not  the  weaknesses 
of  the  competition,”  Blackford 
says.  “Selling  against  competi¬ 
tion  does  and  doesn’t  backfire;  it 
depends  on  the  user  you’re  talk¬ 
ing  to.  If  the  users  are  profes¬ 
sional  individuals,  they  will  prob¬ 
ably  look  askance  at  that  type  of 
behavior.  ” 

One  often-heard  story  that  cir¬ 
culates  around  trade  show  floors 
is  of  vendors  who  threaten  to 
withdraw  support  for  installed 
equipment  if  the  user  buys  equip¬ 
ment  from  another  vendor. 

According  to  the  stories,  such 
threats  are  rarely  made  outright. 
Rather,  users  may  get  a  warning 
about  major  incompatibilities  be¬ 
tween  the  new  equipment  and  the 
installed  system,  which  could 
void  the  warranty  or  damage  the 
installed  equipment.  A  withdraw¬ 
al  of  future  support  may  be  im¬ 
plied,  or  the  user  may  not  receive 
upgrades  when  necessary  or 
promised.  Such  stories  inevitably 
involve  large  vendors,  especially 
systems  vendors  or  carriers. 

Here’s  one  scenario:  A  new 
product  comes  to  market  that  is 
more  strategic  for  a  vendor  than 
its  existing  product.  The  vendor 
wants  to  migrate  users  to  the  new 
one. 

“[The  vendors]  try  to  get  you 
to  buy  the  new  one  with  the  threat 
of  ‘We’re  not  going  to  support 
this  product,’  ”  Blackford  says. 
“I  was  involved  in  a  situation 
where  the  vendor  said,  ‘The  sup¬ 
port  for  the  existing  product, 
software  upgrades  and  leases  will 
go  away  in  X  amount  of  time.’  My 
peers  and  I  went  to  my  boss  to  tell 
him.  He  said,  ‘You  think  they’re 
going  to  do  that?  You  gotta  be  cra¬ 
zy.’  He  was  right.  Nothing  of  the 
sort  happened.  He  had  clearly 
been  through  the  same  sort  of 
thing  before.” 

Such  behavior  isn’t  as  preva¬ 
lent  in  the  carrier  world  since  di¬ 
vestiture,  Blackford  adds. 


LIES,  DAMNED  LIES 


“Threats  of  interconnections 
voiding  warranties  were  preva¬ 
lent  before  deregulation,”  she  re¬ 
members.  “I  don’t  know  if  [carri¬ 
ers]  can  really  effectively  do  it 
anymore.  There’s  so  many  pieces 
of  equipment  on  the  market  now. 

“What  they  say  now  is,  ‘If  you 
buy  that  other  product,  clearly 
any  network  management  prob¬ 
lems  will  start  there.’  ” 

In  Vandervoort’s  experience, 
the  fear  goes  the  other  way. 

“When  I  was  with  NCR  Corn- 
ten,  clients  would  always  raise 
this  fear  that  ‘If  I  buy  your  box, 
even  though  I’ve  still  got  an  IBM 
mainframe,  IBM  will  drop  sup¬ 
port  or  even  lessen  the  impor- 
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tance  of  the  account,’  he  recalls. 

‘  ‘My  experience  was  that  when 
a  customer  selected  a  non-IBM 
box,  IBM  actually  improved  rela¬ 
tionships  with  them  because 
IBM’s  immediate  fear  was  that  it 
might  lose  its  foothold.” 

Uneasy  allies 

In  private  life,  few  people  are 
willing  to  do  business  with 
friends  or  relatives.  The  potential 
is  too  great  for  problems;  a  bad 
deal,  perceived  or  actual,  can 
sour  the  best  relationship. 

The  implications  are  worse  for 
user  companies  owned  by  or  al¬ 
lied  with  vendors.  Take  the  case 
of  Ed  Ward,  network  services 
manager  for  American  Manage¬ 
ment  Systems,  Inc.  (AMS)  of  Ar¬ 
lington,  Va.,  which  develops 
mainframe  software  for  various 
vertical  markets.  Ward  is  in  the 
market  for  a  new  private  branch 
exchange  to  handle  expanded  op¬ 
erations.  The  company  currently 
has  an  IBM/Rolm  CBX  installed. 

“With  multiple  sites  in  the 
same  local  access  and  transport 
area,  we’re  looking  at  what  Cen¬ 
trex  will  do  for  us,”  Ward  ex¬ 
plains.  “Since  we  started  that 
analysis,  IBM  has  bought  10%  of 
our  company,  and  we  formed  a 
joint  venture  with  Bell  Atlantic 
[Corp.]  I  can’t  pick  anyone  with¬ 
out  ticking  somebody  off.” 

Ward  is  also  experiencing  sim¬ 
ilar  pressure  from  his  own  cus¬ 
tomers.  His  department  recently 
began  an  analysis  of  the  compa¬ 
ny’s  long-distance  alternatives. 

One  of  the  company’s  top 
markets  is  telecommunications; 
among  other  products,  AMS  has 
developed  billing  and  payroll 
packages  for  interexchange  carri¬ 
ers.  The  close  relationships 
formed  with  its  own  customers  is 
affecting  AMS’  search  for  long¬ 
distance  services. 

“I  found  out  that  what  could 
have  been  a  fairly  simple  process 


and  probably  didn’t  merit  much 
analysis  —  perhaps  nanocents 
difference  in  per-minute  costs  be¬ 
tween  some  carriers  —  has  be¬ 
come  a  very  involved  process,” 
Ward  says,  “because  almost  ev¬ 
eryone  we’re  looking  at  now 
knows  that  we’re  looking  and 
does  business  with  us.  There  is  an 
unusual  tendency  to  have  a  lot  of 
fingers  in  the  pie  all  at  once. 

“I’m  talking  about  ‘end  runs,’ 
where  our  CEO  is  meeting  with 
the  carriers  —  as  customers  — 
and  they  say,  ‘Oh,  by  the  way, 
we’re  looking  to  get  some  of  your 
long-distance  business.  Why  is  it 
that  we  don’t  have  any?’ 

“It’s  gotten  real  interesting 
real  fast,”  he  says  wryly.  “What 
could  have  been  a  two-month 
process  is  probably  going  to  take 
six  months.” 

End  runs  such  as  the  one  de¬ 
scribed  by  Ward  are  unfortunate¬ 
ly  not  unusual.  “Going  over  peo¬ 
ple’s  heads  is  probably  the  most 
common  thing  I  see,  especially  in 
desperation,”  Vandervoort  says. 
“When  a  competitor  knows  he 
has  fallen  behind  and  really 
doesn’t  have  any  more  ammuni¬ 
tion,  he’ll  start  short-circuiting 
the  people  he’s  dealing  with  and 
go  up  to  the  top. 

“It  always  backfires;  I’ve  nev¬ 
er  seen  a  case  where  it  worked.  It 
may  work  in  the  short  run,  but 
eventually  it  fails.” 

“Vendors  would  often  think  of 
[going  over  my  head],”  Blackford 
says.  “I  know  of  specific  in¬ 
stances  where  vendors  have  gone 
over  heads  and  have  blasted  the 
hell  out  of  a  person  to  his  manag¬ 
er.”  She  agrees  that  it  backfires 
more  often  than  not. 

“You  appear  to  be  telling  the 
manager  that  he  has  a  horrible 
person  working  for  him,”  she  ex¬ 
plains.  “That’s  not  a  real  compli¬ 
ment  to  the  judgment  of  the  man¬ 
ager  or  the  organization.” 

Promise  me  anything 

A  tried-and-true  sales  tactic  in 
any  field  is  the  selling  of  future 
products  or  features. 

“It’s  the  old,  ‘I’m  sure  it’s  go¬ 
ing  to  be  available  next  quarter’ 
line,”  says  Brian  Jay  Gould,  vice- 
president  of  Network  Design 
Corp.  of  Omaha,  Neb.,  who  works 
out  of  Dayton,  N.J.  “As  a  consul¬ 
tant,  I  might  recommend  some¬ 
thing  that’s  incompatible  with 
what  the  vendor  has;  what  I  need 
is  not  what  they  have.  So  the  ven¬ 
dor  says  they  will  have  what  I 
need;  they  just  don’t  have  it 
now.” 

“What  typically  gets  dropped 
[in  such  conversations]  is  the 
verb  tense,”  adds  Len  Evenchik, 
director  of  data  communications 
for  the  Commonwealth  of  Massa¬ 
chusetts.  The  question  then  is: 
How  do  you  defend  yourself 
against  such  promises? 

“We  ask  when  the  first  opera¬ 
tional  date  was  for  a  particular 
feature  or  function,”  Evenchik 
says.  “When  asked  that  direct 
question,  nobody  is  foolish 
enough  to  lie  about  it.  Just  make 
sure  if  it  has  been,  is  or  will  be 
implemented.” 
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“One  of  the  problems  with 
signing  future  deliverables  is  the 
penalties,”  Gould  says.  “Don’t 
spite  yourself  with  penalties. 
That’s  what  a  lot  of  people  do 
wrong.  They  write  something  in 
the  sales  contract  that’s  too  re¬ 
strictive  and  negatively  impacts 
their  own  operations.  Therefore, 
they  won’t  invoke  the  penalty, 
and  the  vendor  gets  off  scot-free. 
The  penalty  should  be  something 
like,  ‘You’re  going  to  give  it  to  me 
anyway,  but  at  half  price.’ 

“Let’s  say  it’s  a  software  tools 
package.  Tell  the  vendor,  ‘If  you 
don’t  provide  the  tools  on  this 
date,  you  will  provide  on-site  pro¬ 
grammers  and  we  will  write  the 
code  together.’  ” 

Gould  encountered  a  similar 
situation  a  few  years  ago  when 
the  vendor  agreed  to  provide 
eight  programmers  free  of  charge 
if  the  package  was  not  delivered 
on  time.  It  wasn’t,  and  he  got  the 
eight  programmers. 

Sins  of  omission 

Sometimes,  instead  of  promis¬ 
ing  a  future  deliverable,  the  ven¬ 
dor  will  simply  “forget”  to  tell 
the  buyer  that  a  certain  feature  or 
product  isn’t  available.  Such  sins 
of  omission  are  common  tales  of 
woe  among  users. 

One  former  consultant  for  a 
well-known  network  design  firm, 
who  requested  anonymity,  told  of 
situations  where  he  and  his  asso¬ 
ciates  would  do  presentations  on 
network  designs  to  potential  cli¬ 
ents  in  which  parts  of  the  design 
or  management  packages  were 
planned  products  rather  than 
real  products. 
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e  ‘forgot’  to 
mention  it  was  a 
planned  function. 
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“We  just  ‘forgot’  to  mention  it 
was  a  planned  function  vs.  what 
was  available  today,”  he  says.  “It 
was  a  sin  of  omission.” 

“There’s  a  great  defense 
against  these  tactics,”  Gould 
says.  “All  you  do  is  ask  them  to 
sign  a  contract  that  states  that  ev¬ 
erything  in  the  proposal  will  be 
delivered  within  the  terms  of  the 
proposal.  Most  companies  will 
say,  ‘We  won’t  do  that.’  My  re¬ 
sponse  is,  ‘OK,  just  tell  me  what  it 
is  that  you  won’t  do,  and  we’ll 
take  it  out  of  the  proposal.’  ” 

Sometimes,  the  more  aggres¬ 
sive  vendors  will  lie  outright 
about  their  own  products  or 
about  their  competition. 

“There  are  vendors  who  mis- 
bid  purposely  to  make  it  look  low, 
to  get  you  hooked  on  the  busi¬ 
ness,”  Blackford  says.  “Obvious¬ 
ly,  you’re  not  going  to  throw 
them  out  once  they’re  installed. 
So  your  configurations  are  really 
out  of  whack.” 


“Often  enough,  you  will  get  a 
salesman  who  is  out  to  deceive,” 
Gould  adds.  “I’ve  had  many  a 
salesman  make  misleading  com¬ 
ments,  not  so  much  about  his  own 
products,  but  more  about  some¬ 
one  else’s.  It  backfires  with  me; 
but  if  they  do  it,  it  must  work  with 
someone.” 

“It  may  come  up  in  competi¬ 
tive  comparisons  where  vendors 
are  asked  to  directly  compare 
their  wares  against  others,” 
Blackford  explains. 

But  is  that  an  excuse  for  some 
of  the  mudslinging  that  goes  on 
among  vendors? 

“If  you  have  to  denigrate  the 
competition,  you’d  better  find 
some  strengths  in  your  own  prod¬ 
uct,”  Blackford  asserts,  “or  go 
find  another  product  to  sell.” 

Defensive  tactics 

In  any  case  of  potential  decep¬ 
tion,  the  best  defense  is  educa¬ 
tion.  If  you  understand  the  prod¬ 
ucts  and  the  applications,  you 
stand  a  better  chance  of  getting 
what  you  want  with  fewer  head¬ 
aches. 

“I’ve  got  a  vendor  with  whom 
I’ve  had  many  years  of  successful 
relationships,  and  the  products 
are  outstanding,”  Gould  says. 
“Unfortunately,  I  have  to  work 
through  a  local  salesman  who’s 
deceitful  and  deceptive,  mostly 
through  omission.  But  I  already 
know  the  products,  so  I  know 
what  I  want.  The  salesman  has 
tried  to  conceal  what  his  product 
won’t  do.  I  knowwhat  it  won’t  do, 
and  I  know  how  to  get  around  it.  ” 

“You’ve  really  got  to  know 
what  you’re  talking  about  and 
looking  at,”  Blackford  seconds. 
“Education  definitely  helps; 
knowing  what  questions  to  ask, 
being  analytical  enough  to  go 
through  quotes  and  ask,  ‘What 
does  this  do,  and  how  does  it 
work?’  ” 

“In  part,  you  can  adopt  some 
government  bureaucracy  tactics 
where  everything  is  rigidly  for¬ 
malized,”  Vandervoort  adds. 
“You  might  be  able  to  alleviate 
things  that  way;  it’s  a  matter  of 
specifying  deliverables.  But  can 
you  realistically  come  to  such  a 
well-defined  spec  up  front  with¬ 
out  either  costing  millions  of  dol¬ 
lars  or  wasting  tons  of  time?” 

Evenchik  thinks  users  can. 

“Formalize  the  process,”  he 
says.  “That  assures  the  vendors 
that  they  know  who  they’re  deal¬ 
ing  with;  it  forces  them  to  give  it 
their  best  shot.  They  know  other 
vendors  will  be  speaking  to  the 
client. 

“If  you  don’t  formalize  the 
process  and  nail  down  the  re¬ 
quirements,  it’s  very  difficult  — 
if  not  impossible  —  to  do  an  ap- 
ples-to-apples  comparison  (“You 
say  tomato,  and  I  say  through¬ 
put,”  NW,  Aug.  28).  The  process¬ 
es  are  no  more  involved  in  the 
public  sector;  any  large  organiza¬ 
tion  has  a  procedure  to  go 
through.” 

Vandervoort  thinks  openness 
is  the  way  to  go. 

“In  the  course  of  business,  I 
like  to  keep  as  many  of  the  cards 
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face  up  as  possible,"  he  explains. 
“There  are  buyers  who  say,  ‘I 
won’t  even  trade  any  information 
about  who  is  bidding,  much  less 
about  the  solutions  they  may  be 
proposing.’ 

“You  can’t  divulge  too  many 
things,  but  by  keeping  things  out 
in  the  open,  you  know  what  your 
competitive  environment  is  like, 
and  the  truly  better  solution  will 
emerge.  There’s  little  chance  of 
deception  at  that  point.” 

Vandervoort  champions  the 
idea  of  a  buyers’  information  ex¬ 
change  listing  information  about 
vendors  by  name. 

“There’s  probably  a  lot  of 
merit  to  starting  a  bulletin  board- 
style  conference  on  this  with 
some  sort  of  well-advertised,  cen¬ 
tral  repository  of  information  on 
past  sales  history,"  he  says. 
“Still,  one  would  have  to  be  very 
accurate  in  any  claims  [made 
against  vendors]." 

Equal  time 

The  two  vendors  mentioned 
most  often  as  transgressors  are 
IBM  and  AT&T.  They  are  also  the 
two  largest  and  best-known  com¬ 
panies  doing  business  in  the  com¬ 
munications  marketplace. 

“While  we  want  our  sales 
force  to  make  deals,  obviously 
the  last  thing  we  want  to  do  is 
queer  any  future  deals  by  upset¬ 
ting  the  people  we’re  dealing 
with,”  says  Burke  Stinson,  an 
AT&T  district  manager.  “As  a 
practice,  we  certainly  want  to  ex¬ 
haust  all  avenues  to  make  a  pend¬ 
ing  sale,  stopping  short  of  upset¬ 
ting  people.” 

One  complaint  heard  is  that 
AT&T  has  a  sales  policy  that  in¬ 
structs  salespeople  to  convince 
users  that  their  current  systems 
are  obsolete. 

“Do  we  expect  our  salespeo¬ 
ple  to  go  to  customers  and  say,  in 
effect,  that  [their]  communica¬ 
tions  arrangements  are  obsolete? 
Without  knowing  the  salespeople 
involved,  I  would  have  to  say  that 
it  is  not  a  tactic  we  condone,” 
Stinson  responds.  “That’s  a  ques¬ 
tionable  practice  and  seems  less 
than  professional. 

“Our  policy  is  mostly  how  to 
sell  a  particular  product  or  ser¬ 
vice,  to  tie  it  into  a  particular  cus¬ 
tomer’s  needs.  It  would  be  fool¬ 
hardy  to  tell  customers  what  they 
need  unless  they  ask  for  it.  We 
emphasize  that  the  salespeople 
are  supposed  to  be  acting  as 
agents  of,  and  partners  with,  the 
customer,”  he  explains. 

Does  Stinson  think  AT&T  and 
IBM  may  get  targeted  for  com¬ 
plaints  simply  because  they’re 
the  largest  vendors? 

1  ‘A  person  who  wants  to  use  an 
example  but  doesn’t  want  to  have 
to  explain  much  about  the  compa¬ 
ny  being  criticized  could  easily 
use  a  name-brand  company,  rath¬ 
er  than  a  company  that’s  not  as 
well-known,”  he  says. 

Both  IBM  and  AT&T  have  re¬ 
cently  redeployed  thousands  of 
former  staffers  to  front-line  sales 
jobs,  putting  relatively  inexperi¬ 
enced  people  in  pressure  situa¬ 
tions.  Also,  AT&T  is  still  adjusting 


to  the  effects  of  divestiture;  prior 
to  1984,  Ma  Bell  was  the  only 
game  in  town.  Could  some  of  the 
sales  force  be  having  trouble 
dealing  with  competition? 

“We  don’t  want  them  to  be  too 
pushy  or  laid-back,”  Stinson 
says.  “I’m  sure  we  have  people  on 
the  sales  force  who  are  too  pas¬ 
sive,  and  I  suppose  there  are  peo¬ 
ple  who  are  too  aggressive  as 
well.  We’re  looking  to  eliminate 
both. 


“We  do  regret  that  there  are 
people  complaining  about  us;  we 
hope  to  get  the  chance  to  do  it 
better  the  next  time.” 

The  majority  is  moral 

So  is  the  world  really  filled 
with  bad  guys  out  to  stab  us  in  the 
back  while  patting  us  on  the 
shoulder? 

“I  really  don’t  think  the  ma¬ 
jority  [of  vendor  salespeople]  are 
lying  or  misrepresenting,”  Gould 


says.  “I  really  think  the  majority 
are  honest  and  trying  to  do  the 
right  thing. 

“But  remember  who  they’re 
talking  to  within  their  own  com¬ 
pany.  Someone  in  development 
may  say  ‘We’re  working  on  this.’ 
Marketing  doos  not  want  to  tell 
sales  anything  until  things  are  re¬ 
leased  and  the  customer  knows 
all  about  it.  But  the  customer 
probably  knows -before  the  sales¬ 
man,”  Gould  says. 


“So  in  order  not  to  sound  like 
an  idiot  about  your  own  products, 
you’ve  got  to  say  something.  A 
good  salesperson  talks  to  people 
in  development,  reads  the  trades 
and  figures  out  what  to  say.  It 
may  not  be  the  company  line,  and 
that  causes  problems.” 

“Trusting  the  vendor  is  the  is¬ 
sue,”  Vandervoort  says.  “When 
they  resort  to  less-than-ethical 
tactics  to  win  business,  what  will 
they  do  to  keep  business?”  □ 


THE  FLEXIBILITY  AND  PROVEN 
TECHNOLOGY  needed  in  today's  networks 
is  available  with  the  VCX  (Virtual  Circuit  Ex¬ 
change)  family.  Whether  your  transport  is 
by  local  area  twisted-pair,  voice  lines,  DDS 
lines  or  X.25  packet  nets,  VCX  puts  your 
network  together. 

AND,  AS  YOUR  NETWORK  GROWS, 
PROCESSING  POWER  GROWS  WITH  IT!  VCX 
is  both  hardware  modular  and  software 
modular.  Each  line  card  has  its  own  memory 
and  processor.  Not  only  are  the  number  of 
network  ports  and  trunks  custom  fit  for 
your  network,  but  so  is  the  software.  You 
buy  only  the  amount  of  storage,  network 
control  and  trunk  protocol  that  you  need. 

VCX  BUILDS  NETWORKS  THAT  ARE  IN¬ 
TELLIGENT.  Small-to-medium-to-large 
nodes  can  be  interconnected  with  alternate 
paths  that  permit  connections  when  com¬ 
munications  lines  fail.  Terminal  users  can 
receive  global  and  port  specific  messages  or 
routing  information.  Extensive  diagnostic 
capabilities  allow  port  or  trunk  loopbacks, 
data  monitoring  and  EIA  snapshots  to 
rapidly  isolate  faults.  All  network  events  in¬ 
cluding  alarms  and  network  utilization  can 
be  reported  to  a  central  site. 

YOU'LL  ENJOY  TROUBLE-FREE 
OPERATION  WITH  VCX'S  5-YEAR  PROVEN 
TECHNOLOGY.  From  the  entry  level  VCX- 
100  to  the  high-end  VCX-1000,  Penril  offers 
everything  you  need  for  a  whole  lot  less!! 
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Gary  Beach,  Publisher,  Network  World 


What’s  the 

best  way  to  connect  with 
the  Enterprise  Networking 
Market? 


Get  Gary  Beach  on  the  phone. 


Network  World 
is  part  of 
IDG’s 
worldwide 
family  of 
publication, 
exposition  and 
research  companies 
providing  the  best 
in  information 
on  the 

information  technology 
industry. 


Gary  publishes  Network  World ,  IDG’s  newsweekly  for  users  of 
enterprise-wide  local  and  wide  area  networks.  Rated  the  best  in  its 
field  by  a  comprehensive  Wall  Street  Journal  Study,  Network  World 
is  the  “most  important/useful”  publication  reaching  the  fastest 
growing  segment  of  the  computer/communications  technology 
industry. 

Network  World's  readers  are  leading  and  shaping  the  enterprise 
networking  revolution.  And  they’ve  come  to  depend  on  Network 
World  for  the  hard  news  they  need  to  keep  up  with  this  rapidly 
changing  field.  Quality  editorial  and  quality  readers  are  two  reasons 
why  our  ad  pages  continue  to  grow. 


International  Data  Group 

5  Speen  Street 
Framingham,  MA  01701-9171 
(508)  875-5000 


Network  with  Gary  Beach  at  1-508-820-2543.  He’ll  show  you  why 
the  time  to  position  your  products  and  services  to  the  enterprise 
networking  market  is  now  and  the  publication  is  Network  World. 
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Answers  for  the  Information  Age. 


A  switch  in  time 

By  JAMES  PRUITT 


These  days,  the  data  switch  is 
caught  in  a  struggle  against  three 
threatening  forces.  The  data 
switch  closely  matches  the  local 
network  in  functionality,  with  its 
physical  support  for  disparate 
terminal  types,  its  inherent  ter- 
minal-to-processor  contention 
and  its  ability  to  connect  termi¬ 
nals  with  any  required  host 
through  gateways  or  routers,  de¬ 
pending  on  the  requirements. 

Local  networks  have  usurped 
the  data  switch’s  role  as  the  ter- 

Pruitt  is  an  associate  at 
Perot  Systems,  a  systems  inte¬ 
gration  firm  in  Dallas.  His 
book,  Microwave  in  Corporate 
Networks,  will  be  published  this 
fall  by  John  Wiley  &  Sons. 


CHART • GUIDE 

A  chart  comparing  data 
switches  from  a  variety  of  ven¬ 
dors  is  on  page  44. 


minal-contention  device  and 
have  added  value  to  its  traditional 
ability  to  furnish  terminal  con¬ 
tention  in  a  network.  The  prolif¬ 
eration  of  local  nets  is  competing 
directly  with  both  data  switches 
and  statistical  multiplexers. 

The  second  threat  to  data 
switches  is  the  movement  away 
from  dumb  terminals  to  personal 
computers,  which  are  capable  of 
local  processing  as  well  as  tradi¬ 
tional  terminal  functions.  Per¬ 


sonal  computers  are  capable  of 
many  of  the  protocol  conversions 
that,  in  a  terminal-to-host  envi¬ 
ronment,  once  required  the  use 
of  a  protocol  converter  or  data 
Vs  witch. 

Finally,  the  sanctity  of  host 
processors  themselves,  with  their 
data  switch  front  ends,  is  being 
seriously  challenged  by  the 
tributed  processing  networks  of 

The  data 
switch  fights 
for  a  place 
in  the  sun. 


communications  facilities  and  re¬ 
gional  processors.  Even  local  net¬ 
works  of  distributed  personal 
computers  within  departments 
are  running  applications  that, 
mere  months  ago,  ran  only  on  a 
mainframe. 

Data  switch  functionality 

Data  switches  or  private 
branch  exchanges  provide  con¬ 
tention  services,  which  allow 
many  terminals  to  contend  for  a 
small  number  of  ports  on  one  or 
more  host  computers.  Usually, 
data  switches  are  used  to  allow  a 
group  of  occasional  terminal  us¬ 
ers  to  connect  to  a  small  number 
of  computer  ports  on  minicom¬ 
puter  or  mainframe  hosts. 

( continued  on  page  44 ) 
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Data  switches 


Vendor 

Product 

Maximum  user 
side  ports/data 
rate  (bit/ sec) 

User  port  interfaces 
supported 

Maximum 
number  of  net 
side  ports 

Flow  control 
supported 

X.25  user 
port 

available 

Local  nets 
supported 
on  user  ports 

Toggling  between 

sessions 

supported 

Protocol 

conversions 

available 

Redundant 

equipment 

Price  range 

Applied  Innovation,  Inc. 
Columbus,  Ohio 
800-247-9482 

Al  Switch  90  &  180 

256/not  specified 

RS-232,  RJ-41 

6 

Xon/Xoff 

Yes 

None 

Yes;  number  not 
specified 

ASCII  to  X.25  (1984 
convention) 

Power,  logic 

$2,000  to 
$29,000 

AT&T  Data  Systems 
Group 

Morristown,  N.J. 
(201)896-3842 

information 
Systems  Network 

2,500/1 9.2K 

RS-232 

1,920 

RTS/CTS,  Xon/Xoff 

Yes 

Ethernet, 
Starlan  1 M 
and  1 0M 
bytes 

No 

None 

Power 

$17,000; 
depends  on 
configuration 

Develcon 

Electronics,  Ltd. 
Willowdale,  Ont. 
(416)495-8666 

Develnet 

64, 000/38. 4K 

RS-232,  RS-449,  V.35 

64,000 

All  in-  and  out-of-band 
methods 

Yes 

Ethernet, 

TCP/IP 

Yes;  63 

Asynchronous, 
X.25,  TCP/IP,  3270 
SNA/BSC 

Power,  logic 

$5,000; 
depends  on 
configuration 

Dynatech 

Communications,  Inc. 
Woodbridge,  Va. 

(703)  550-0011 

CTM  Series  901V 

2,048/1 9.2K 

V. 35,  RS-232-C,  RS- 
232-D,  four-wire,  voice 
frequency,  RS-366, 

X.21 

2,048 

20  leads  of  interface 

No 

None 

Transparent  to 

protocol/ 

application 

No 

Power, 

processor 

Depends  on 
configuration 

Equinox  Systems,  Inc. 
Miami 

(305)  255-3500 

DS-15 

1, 320/1 9.2K 

RS-232,  RS-422,  RS- 
423,  Current  Loop 

1 ,320  (shared 
with  user  side  - 
universal  ports) 

RTS/CTS,  Xon/Xoff 

No 

Ethernet 

Yes;  8 

Speed,  parity,  flow 
control  conversions 

Power,  logic 

$9,500  to 
$150,000 

Ericsson  Business 
Communications 
Anaheim,  Calif. 
(714)533-5000 

MD-110 

12.000/64K 

RS-232-C,  V.35 

12,000  (shared 
with  user  side  - 
universal  ports) 

Not  specified 

No 

None 

No 

None 

Logic 

Depends  on 
configuration 

Gandalf  Data,  Inc. 
Wheeling,  III. 

(312)  541-6060 

PACX  200,  2000 

1, 920/1 9.2K 
asynchronous,  64K 
synchronous 

RS-232  (V.24/V.28), 
RS-422 

1 ,920  (shared 
with  user  side  - 
universal  ports) 

None,  but  up  to  4 
signals  passed 
through  each 
direction 

Yes 

None 

Yes 

No 

Power,  logic 

$4,700;  varies 
with 

configuration 

General  DataComm,  Inc. 
Middlebury,  Conn. 

(203)  574-1118 

DSS 1 20  &  360 

1.320/19.2K 

RS-232,  RS-422, 
Current  Loop 

1 ,320  (shared 
with  user  side  - 
universal  ports) 

Up  to  6  user- 
selectable 

No 

None 

Yes;  8  maximum 

No 

Power,  logic 

$5,700  to 
$150,000 

Infotron  Systems  Corp. 
Cherry  Hill,  N.J. 
(609)424-9400 

INX-4400,  NX-4600 

4,000/1  M 

RS-232/V.24,  V.35, 
RS-422/V.1  T,  Military 
Communications 
System  Technical 
Standard- 1 88c,  two-  or 
four-wire  E&M 

4,000  (shared 
with  user  side  - 
universal  ports) 

None 

No 

None 

Yes;  8  maximum 

None 

Power,  logic 

$12,000  to 
$250,000 

Microscience  Corp. 
Atlanta 

(404)996-6551 

Q-Net  Resource 
Manager 

128/19.2K 

RS-232 

128  (shared 
with  user  side  - 
universal  ports) 

RTS/CTS,  Xon/Xoff 

No 

None 

Yes;  2 

None, 

asynchronous  only 

None 

$7,995  to 
$13,795 

Newbridge 

Networks,  Inc. 

Herndon,  Va. 

(703)  834-3600 

1080,1082 

Mainstreet&1032 

Mainstreet 

Controller 

48/38.4K 

RS-232  serial, 
Centronics  parallel 

48  (shared  with 
user  side  - 
universal  ports) 

DTR/DSR,  Xon/Xoff 

No 

None 

Yes 

Serial  to  parallel, 
baud  rate,  flow 
control  conversions 

None 

$800  to 
$5,125 

Penril  DataComm 
Gaithersburg,  Md. 
(301)921-8600 

VCX-100, 150& 
1000 

304/1 9.2K 

RS-232/V.24,  RS-422 

38 

Xon/Xoff,  RTS/CTS, 
DC1/DC2,  ENQ/ACK, 
Hex  91/93 

Yes 

None 

Yes;  2 

None 

Power,  logic 

$1 ,495  to 
$41,600 

Protec 

Microsystems,  Inc. 
Dorval,  Que. 

(514)  631-2811 

Byte  way  1000, 

1000  Plus,  Bytelink 

11/38.4K 

RS-232-C,  Centronics 
parallel 

11 

Xon/Xoff,  DTR/CTS 

No 

None 

No 

Parallel  to  serial, 
serial  to  parallel 

None 

$545  (256K 
buffer)  to 
$2,055  (2M 
buffer) 

Quasitronics,  Inc. 

Washington,  Pa. 

(412)  228-7373 

Q-8000  Series  & 
The  Pipe 

512/38.4K 

RS-232  serial, 
Centronics  parallel 

51 2  (shared 
with  user  side  - 
universal  ports) 

DTR/DSR,  Xon/Xoff 

No 

None 

No 

Nonreturn  to  zero, 
nonreturn  to  zero- 
1 ,  baud  rate,  parity, 
stop  bits,  flow 
control 

Rower,  logic 

$795; 

depends  on 
configuration 

Rose  Electronics 

Houston 
(713)  933-7673 

Switch-64  &  256 

256/1 9.2K 

RS-232 

256  (shared 
with  user  side  - 
universal  ports) 

DTR/DSR,  RTS/CTS 

Yes 

None 

Yes;  2 

None 

Power,  logic 

$1 ,995  to 
$22,500 

Sequel  Data 

Communications,  Inc. 
Raleigh,  N.C. 

(919)  790-0300 

SDDC-660&6192 

1, 536/1 9.2K 

RS-232,  RS-422, 
Current  Loop 

1 ,536  (shared 
with  user  side  - 
universal  ports) 

RTS/CTS,  Xon/Xoff, 
Tandem  Computers, 
Inc.  T-Pause 

No 

None 

Yes;  2 

Speed,  parity,  flow 
control  conversions 

Power,  logic 

$2,590  to 
$176,760 

Telecommunications 

Data  Services 

Irvine,  Calif. 

(714)  474-7744 

Datos  Lan 

256/64K 

RS-232 

256  (shared 
with  user  side  - 
universal  ports) 

DTR/DSR,  RTS/CTS, 
Xon/Xoff 

Yes 

NetWare, 

Lanlink 

Yes 

X.25 

Power,  logic 

$2,800  to 
$89,600 

Western  Telematic,  Inc. 

Irvine,  Calif. 

(714)  586-9950 

SS-8.8B,  16  & 

INCS-64 

64/38.4K 

RS-232,  RJ-11 

64  (shared  with 
user  side  - 
universal  ports) 

DTR/DSR,  RTS/CTS, 
Xon/Xoff,  ENQ/ACK 

No 

None 

No 

Baud  rate,  flow 
control  conversions 

Power,  logic 
(cold) 

$695  to 
$7,190 

DTR/DSR  =  Data  terminal  ready/data  set  ready 

ENQ/ACK  =  Enquiry/acknowledgment 

RTS/CTS  =  Request  to  send/clear  to  send 

Xon/Xoff  =  Transmitter  on/transmitter  off 

This  chart  includes  a  representative  selection  of  vendors  in  the  data  switch  market.  Most  vendors  offer  other  data  switches,  and  many  vendors  not  included  offer  a  full  range  of  competitive  produc 

SOURCE:  PEROTS 

ts. 

/STEMS,  DALLAS 

( continued  from  page  43 ) 

Often,  only  one  computer  is 
involved,  although  some  data 
switches  can  connect  with  more 
than  one  processor.  Without  this 
sendee,  each  terminal  would  re¬ 
quire  its  own  full-time  port  on  the 
processor.  The  cost  of  dedicated 
ports  for  each  terminal,  both  in 
the  communications  environ¬ 
ment  and  in  processor  equip¬ 
ment,  is  large  and  unnecessary. 

Terminals  are  connected  di¬ 
rectly  to  the  data  switch  in  a  star 
network  of  cable,  dedicated 
phone  circuits  or  dial-up  connec¬ 


tions.  The  data  switch  is  then  con¬ 
nected  to  the  assigned  number  of 
host  ports  on  each  host  through 
direct  cabling,  individual  circuits 
or  a  multiplexer  facility. 

Data  switches  serve  asynchro¬ 
nous  terminals  in  an  ASCII  envi¬ 
ronment.  When  connection  to  an 
IBM  3270  host  is  required,  the 
data  switch  performs  protocol 
conversion  to  make  the  connec¬ 
tion  possible,  usually  by  emulat¬ 
ing  a  3274  controller  with  32XX 
terminals. 

With  many  smaller  applica¬ 
tions  capable  of  moving  from  the 


host  environment  to  the  end  us¬ 
ers’  personal  computers  — 
which  act  as  terminals  but  run 
some  application  code  —  the 
host  environment  is  becoming 
home  for  very  large  central  appli¬ 
cations,  and  a  super  file  server  for 
large  data  bases. 

Data  switch  architecture 

Data  switches  have  common 
logic,  which,  together  with  the 
processor  and  memory,  serves 
the  whole  unit.  They  also  have 
power  supplies  and  a  physical 
card  cage  to  house  user  and  pro¬ 


cessor  side  ports.  The  data  switch 
operates  in  a  manner  similar  to  a 
time-division  multiplexer  or  ma¬ 
trix  switch.  As  user  ports  become 
active  and  request  connection  to 
host  ports,  the  connection  is 
passed  through  the  switch  and 
the  information  is  mapped 
through  a  time  slot  on  the  central 
bus  system. 

Since  the  number  of  time  slots 
in  the  system  is  limited,  each  port 
is  allocated  only  the  number  of 
slots  required  to  sample  signals 
adequately  at  its  defined  data 
speed.  Adequate  sampling  of 


high-speed  ports  requires  alloca¬ 
tion  of  more  time  slots  than  slow 
ports.  Since  the  limiting  factor  in 
the  maximum  number  of  opera¬ 
ble  channels  is  often  the  time  slot 
capacity,  the  number  of  terminals 
served  and  their  data  speeds  are 
significant  factors  in  system  de¬ 
sign. 

Many  data  switches  support 
distributed  installations  —  mod¬ 
ules  with  groups  of  user  ports  in¬ 
stalled  separately  from  the  cen¬ 
tral  unit  and  connected  over 
cable  or  data  circuits.  Some 
equipment  also  supports  connec- 
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tion  through  multiplexers  that 
connect  to  clusters  of  distant  ter¬ 
minals  and  furnish  an  aggregate 
multiplexed  data  stream  to  the 
data  switch,  called  single-ended 
statistical  multiplexers. 

The  data  switch  itself  does  the 
multiplexing  internally.  This  fea¬ 
ture  not  only  allows  transmis¬ 
sion-effective  connection  of  dis¬ 
tant  terminals  with  the  same 
connectivity  rights  as  local  termi¬ 
nals,  but  also  allows  connection 
of  larger  numbers  of  terminals  in 
most  systems. 

Equipment  redundancy 

Three  areas  of  equipment  in 
the  data  switch  are  critical  to  its 
operation  and  are  commonly 
available  in  redundant  configura¬ 
tion.  The  common  logic,  which 
usually  includes  the  processors 
and  memory  necessary  to  oper¬ 
ate  the  time  slot  common  bus  sys¬ 
tem  —  the  time-division  heart  of 
the  equipment  —  is  critical  to  the 
operation  of  the  whole  system 
and  should  be  redundant  if  the 
system  is  critical  to  the  operation 
of  the  company. 


W 


hen  there  are 
too  many  users,  data 
switches  usually 
queue  the  excess 
users  until  ports 
become  available. 

▲  ▲A 


The  power  supplies  that  power 
the  data  switches’  common  logic 
and  port  cards  are  also  single 
points  of  failure  and  should  be  re¬ 
dundant  if  the  system  is  compa¬ 
ny-critical.  Some  vendors  even 
offer  redundant  backplane  bus 
systems.  Since  backplane  buses, 
which  are  collections  of  wiring 
and  connectors,  are  also  occa¬ 
sionally  subject  to  faults,  redun¬ 
dancy  is  an  added  protection. 

In  the  active  portions  of  the 
equipment,  redundancy  can  be 
handled  in  two  ways.  Older  de¬ 
signs  have  two  processors,  only 
one  of  which  is  on-line  at  a  time. 
The  second  processor  is  a  cold 
standby,  which  must  be  activated 
and  loaded  with  current  configu¬ 
ration  information  from  software 
before  it  is  placed  into  service. 
Users  are  without  service  during 
that  time.  Since  a  cold  standby  is 
untested,  there  is  no  assurance 
that  the  standby  equipment  will 
function  correctly  when  called 
upon. 

The  more  current  approach  is 
to  have  both  processors  active  all 
the  time,  with  the  standby  proces¬ 
sor  shadowing  the  activity  of  the 
primary  unit.  Both  must  be  tested 
constantly  to  determine  their 
health.  In  this  scenario,  the  fail¬ 
ure  of  the  primary  processor  ini¬ 


tiates  a  transfer  to  the  secondary 
unit,  which  immediately  picks  up 
the  function,  causing  minimal  im¬ 
pact  on  user  service. 

Since  data  switches  are  used  to 
connect  a  large  number  of  user 
terminals  to  a  smaller  number  of 
host  ports,  it  follows  that  there 
will  be  times  when  there  are  not 
enough  host  ports  for  the  users 
demanding  service.  When  there 
are  too  many  users,  data  switches 
usually  queue  the  excess  users 


until  ports  become  available  to 
handle  them. 

Some  vendors  provide  for 
prioritization  of  users  by  user-as- 
signed  classes  of  service  that  de¬ 
termine  the  host  assets  with 
which  the  user  is  authorized  to 
connect.  The  functionality  of  the 
classes  or  users  group  limitations 
varies  among  vendors,  but  all  of¬ 
fer  prioritization  in  one  form  or 
another. 

Data  switches  must  have  com- 


T 

A  he  common  logic 
is  critical  to  the 
whole  system. 

AAA 


munications  capabilities  to  reach 
distant  host  processors.  The  bet¬ 
ter  machines,  however,  can  also 
network  with  other  nodes  of  simi¬ 
lar  equipment  in  complex  net¬ 
works.  Some  machines  can  route 
user  terminal  sessions  to  desired 
host  ports  through  other  switches 
with  available  connections  when 
all  connections  to  the  desired 
host  from  the  switch  native  to  the 
user  terminal  are  busy. 

( continued  on  page  46 ) 


PICK  THE 
BESTONE 
FOR 

THE  JOB. 


No  two  jobs  are  alike.  Some  people  need  advanced  communications 
services.  Others  work  with  basic  dial  tone.  Most  fall  in  between,  using 
anything  from  call  transfer  to  integrated  voice  and  data. 

With  Meridian  Digital  Centrex,  you  can  choose  whatever  features  you 
need— and  the  right  phone  for  each  individual.  Pbr  example: 

■  The  basic  centrex  set,  for  one-button  access  to  multiple  lines  and  features. 

■  Display  sets,  to  see  a  caller’s  name  and  number  before  answering 
the  phone. 

■  Speaker  sets,  for  handsfree  operation. 

■  ISDN  sets,  for  integrated  voice  and  data. 

■  Add-on  modules,  for  as  many  as  18, 36,  or  54  extra  lines  and  features 
on  one  phone. 

Call  your  telephone  company  and  ask  for  the  system  that  helps  every¬ 
one  do  the  best  job— Meridian  Digital  Centrex 
and  business  sets  from  Northern  Tfelecom. 


■aX  northern 
■  ■  telecom 
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( continued from  page  45 ) 

In  addition,  in  network  transmission 
failure  situations,  some  vendors  offer  the 
capability  to  use  alternate  routes,  similar 
to  the  way  in  which  switching  statistical 
multiplexers  route  user  sessions  around 
direct  network  links  that  have  been  inter¬ 
dicted  by  line  failures. 

Several  vendors  have  also  given  users 
the  ability  to  establish  more  than  one  ses¬ 
sion  to  different  hosts  at  the  same  time  and 
to  switch  among  hosts  at  will  by  entering  a 
simple  but  unique  key  sequence.  This  fea¬ 
ture,  called  hot-keying,  provides  users 
with  a  windows-like  environment  from  a 
much  less  sophisticated  software  base. 

Data  switch  vendors  are  involved  in  a 
market  struggle  with  vendors  of  newer  sys¬ 
tems  that  offer  users  features  similar  to 
those  of  data  switches,  as  well  as  addition¬ 


al  features  the  data  switch  can’t  match. 
Data  switch  vendors  are  in  a  difficult  mar¬ 
keting  position,  which  does  not  bode  well 
for  the  long-range  health  of  the  data  switch 
market. 

However,  the  data  switch  does  have  one 
significant  advantage  over  the  new7  compe¬ 
tition:  a  lower  price.  A  data  switch  can  be 
installed  for  less  than  $2,000  per  user  and 
can  use  existing  cabling  if  terminals  are  al¬ 
ready  in  place  in  the  building. 

A  local  network  installation,  however, 
requires  significant  changes  in  the  build¬ 
ing  wiring  —  if  not  a  total  rewiring  of  the 
terminal  system  —  and  the  cost  per  termi¬ 
nal  for  local  net  equipment,  file  servers, 
gateways,  routers  and  so  forth  is  usually 
significantly  higher.  While  new  develop¬ 
ments  allow  the  data  switch  to  offer  some 
local  net-like  features,  its  future  will  be 


constrained  and  its  production  will  contin¬ 
ue  to  be  under  severe  cost  pressure  to 
maintain  its  advantage  in  local  network 
system  comparisons. 


Hot-keying  provides  a 
windows-like  environment. 

AAA 


Some  vendors  have  developed  interface 
cards  to  allow  user  side  ports  of  their  data 
switches  to  connect  directly  to  an  Ethernet 
local  net.  That  allows  ASCII  terminals  at- 
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tached  to  the  switch  to  access  Ethernet-at¬ 
tached  processors  to  which  they  cannot 
otherwise  connect. 

Further  use  as  a  connection  medium  for 
large  pools  of  older  ASCII  terminals  re¬ 
quiring  access  to  various  local  net  configu¬ 
rations  —  not  only  in  Ethernet  but  in  to¬ 
ken-ring  and  Transmission  Control 
Protocol/Internet  Protocol  systems  — 
will  provide  opportunities  for  installations 
in  mixed  environments  comprising  local 
net  personal  computers,  traditional  mini¬ 
computer  processors  and  ASCII  terminals. 

In  these  situations,  the  data  switch  al¬ 
lows  managers  to  extend  local  net-based 
services  to  all  users  without  incurring  the 
cost  of  replacing  the  ASCII  terminals  with 
personal  computers  or  interfering  with  the 
existing  environment  operating  the  ASCII 
terminals. 

Switch  vendors  are  also  developing 
shared  printer  connections  and  print 
queuing  of  documents  to  allow  their 
switches  to  emulate  local  net  file  servers  in 
sharing  high-quality  printers  among  users. 
This  critical  function  will  prove  mandator)7 
in  allowing  data  switches  to  compete  as  lo¬ 
cal  net  emulators  in  the  mixed  distribution 
environment  they  best  serve. 

Data  switches  face  severe  competition 
from  local  networks  and  the  move  to  intel¬ 
ligent  terminals.  That  pressure  will  not 
only  continue,  but  will  increase.  Switch 
vendors  will  continue  to  develop  features 
that  allow  their  products  to  emulate  local 
net  operation  for  ASCII  terminals  by  inter¬ 
connecting  more  with  local  nets  and  by 
providing  local  net-like  services  such  as 
print  spooling  for  the  ASCII  terminals. 

The  data  switch  will  continue  to  fill  a 
niche  in  the  terminal  support  environment 
as  a  low-cost  distribution  system  for  ASCII 
terminals  requiring  contention,  and  for 
mixed  local  network  and  ASCII  host  envi¬ 
ronments  where  ASCII  terminals  must 
have  access  to  local  network-based  host  re¬ 
sources.  □ 


Letters 

continued  from  page  35 

house  with  a  small  staff  and  an  office  of  In¬ 
tel  Corp.  80286-  and  80386-based  micro¬ 
computers,  using  standard  and  propri¬ 
etary  tools,  can  handle  development 
projects  that,  10  years  ago,  required  a 
minicomputer  or  mainframe,  a  large  tech¬ 
nical  staff  and  fairly  extensive  develop¬ 
ment  time. 

Working  closely  with  NAB’s  Edgar 
Quiroz  to  analyze  NAB’s  information  man¬ 
agement  needs,  Michael  Stein  Associates 
designed  and  developed  a  set  of  custom  ap¬ 
plications,  written  in  Borland  Internation¬ 
al,  Inc.’s  Turbo  Pascal  and  using  Novell, 
Inc.’s  Btrieve  and  NetWare  application 
program  interface.  The  cost  of  our  custom 
system  was  well  under  $100,000.  Consid¬ 
ering  that  NAB  has  more  than  130  person¬ 
al  computers  and  200  people,  the  average 
cost  per  workstation  or  user  is  remarkably 
low  —  and  the  return  on  productivity  and 
effectiveness  high. 

NAB  is  interesting  because  it’s  a  small 
firm  that  supports  its  1 20  or  so  users  en¬ 
tirely  on  one  personal  computer  local  net¬ 
work  running  NetWare  —  and  its  users 
have  discovered  they  have  far  more  pow  er 
at  their  disposal  than  they  had  wrhen  using 
the  minicomputer.  Microcomputer  power 
has  made  custom  software  for  small  orga¬ 
nizations  affordable. 

Michael  Stein 
President 
Michael  Stein  Associates 
Washington,  D.C. 
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Fax:  205-721-8926 

Warwick  Data  Syst . 54 

Fax:  201-586-3080 

Williams  Telecom . 16 

Fax:918-588-5110 


Attention: 

Subject: 


Marketing  Communications  Manager 

This  inquiry  was  generated  by  a  Network  World 
reader  who  is  responding  via  FAX  to  your  advertisement 
in  Network  World. 


Name _ Title  _ 

Company /Div _ 

Address _ 

City _ State _ Zip 

Phone _ FAX _ 


□  URGENT 

Action  Requested 

Scope  of  Purchase  Responsibility 

□  Request  for  Sales  Call 

□  Enterprise  Wide 

□  Request  for  Proposal 

□  Request  for  Information 

□  Departmental 

Purchase  Influence/Number  of  Sites 

Purchase  Timeframe 

□  One  Site 

□  Within  60  Days 

□  2-9  Sites 

□  Within  Six  Months 

□  10-20  Sites 

□  Within  One  Year 

□  21+  Sites 

Product 

AdvprH<^d* 

Intended 

Application: 

i 

1 

I 

1 

I 

I 


ActionCenter - r 


DATA  COMMUNICATIONS 


3COM  LANS 

INTERCONNECTION  &  INTEROPERABILITY 


INVENTORY  REDUCTION! 

We’re  overstocked!  And  we’re  selling  brand  new  gear  at  blowout 
prices!  But  it’s  available  TODAY,  not  next  month.  Maybe  not  next 
week!  Call  now  for  best  selection. 


Not  only  do  we  provide  quantity  discounts  and  flexible  finance  plans 
but  all  hardware  comes  with  3COM’s  warranty. 


Ethernet 


3C1017G  3S/202  Server  W/1 50  MB  tape  backup  $10,495  $7,095 

3C1100  3Station  Workstation  1,495  1,275 

3C1120  3Station/2E  Workstation  2,495  1,725 


SOFTWARE 


3C2000C  3+ SHARE  for  PC  Server  595 

3C2000G  3  +  SHARE  version  1.3.1  2,495 

3C2100G  3+MAIL  version  1.3.1  595 

3C2600  3+ OPEN  LAN  Manager  Advanced  2,995 

3C2602  3+ OPEN  LAN  Manager  Entry  995 

3C2604  3+ OPEN  Start  295 


375 

1,295 

375 

1,875 

625 

195 


NETWORK  INTERFACE  CARDS 


3C501  Etherlink 

3C503  Etherlink  II 

3C503-B  Etherlink  Plus 

3C523  Etherlink/MC  for  PS/2 

3C543  Etherlink/NB  for  MAC  II 


495  350 
345  245 
895  595 
595  395 
595  395 


MULTICONNECT 


3C588  Multiconnect  Base  Unit 

3C581  Transceiver  Module 

3C582  Thin  Ethernet  Module 

3C585-UTW  Pairtamer  Set 

1 ,295  855 

250  165 

295  195 

395  265 

CJ  Electro  Rent 

Lx  Corporation 

6060  Sepulveda  Blvd. 

Van  Nuys,  CA  91411 

CALL  TODAY 
(800)  444-4964 
NATIONWIDE 

Circle  Reader  Service  No.  1 


ANALYZE  DATA  LINE  PERFORMANCE 


•  Reveal  utilization  trends. 

•  Measure  response  time. 

•  Plan  network  evolution. 

•  Troubleshoot  contention 
problems. 

•  Evaluate  transaction 
impact. 

•  Analyze  network  changes. 

•  Choose  SNA,  Bisync,  X. 25, 
or  Burroughs  poll/select. 


Analyze 
Data  Line 
Performance 

The  PC-based  PA1  Performance 
Analyzer  lets  you  analyze  over  35 
network  parameters  using  easy-to- 
read  color  graphics  and  printed 
reports.  Response  time,  excep¬ 
tion  and  over-threshold  reports  help 
you  quickly  find  problem  areas.  Line 
utilization  data  reveals  overloaded 
equipment  and  underused  capacity. 

Know  what’s  happening  on  your 
data  lines.  Call  us  for  our  PA1  demo  or 
a  15-day  free  product  trial. 

gg  Progressive  Computing,  Inc. 

=z=  814  Commerce  Drive,  Suite  101 

m  Oak  Brook,  IL  60521-1919  USA 

(312)574-3399  FAX  (31 2)  574-3703 


Circle  Reader  Service  No.  2 


COMPUTER  CABLE 


800-727-2449 

CABLE  ASSEMBLIES 

PLUS. 


Problems  Ours!  Call  Now! 

(Ask  About  FREE  Shipping!) 

We  have  a  facility  near  you! 

Colorado  •  Connecticut  •  Florida  •  Illinois  •  Minnesota 
New  York  •  Northern  California  •  Pennsylvania 
Southern  California  •  Texas  •  Virginia 

CABLE  ASSEMBLIES  PLUS 

800-727-2449  •  Sales,  Quotes,  Sourcing 
The  Only  Connection  You*ll  Ever  Need! 

Circle  Reader  Service  No.  3 


CONNECTORS/CABLING/ACCESSORIES 


*  CONNECTORS 

*  CABLING 

*  WALL  PLATES 

*  BALUNS 


WIDE  BAND  ISOLATORS 


*  TEST  EQUIPMENT 

*  PATCH  PANELS 

*  TOOLS 

*  SWITCHES 

*  ENCLOSURES 


PROBLEM  SOLVING 
PEOPLE  AND  PRODUCTS 
- FOR - 


MilesKMk  teo 


*  LANS  *  MULTI-USER  SYSTEMS 

RS232  *  VIDEO  *  DSX-3  *  T-3 

*  T-1  *  TEMPEST  *  VOICE 


(800)  683-7444  (81 7)  455-7444  FAX  (81 7)  455-21 1 1 

1  LAKE  TRAIL  DRIVE,  ARGYLE,  TX  76226-9747 

Circle  Reader  Service  No.  4 


DATA  PBX 


d  w  mk 


FULL  FEATURE  DATA  PBX 
AT  BREAKTHROUGH  PRICING! 

AlSwitch  is  the  solution  to  your  asynchronous  RS232  connectivity  quandry 
at  the  industry’s  lowest  price  per  port.  At  $78  per  port  we  are  the  perfor¬ 
mance  per  dollar  leader.  Systems  support  up  to  256  ports. 

Call  us  now  for  more  details... 

800-247-9482  or  in  OH  1-614-846-9000 


ni 


Applied  Innovation  Inc 
651 C  Lakeview  Plaza  Blvd 
Columbus,  Ohio  43085 

Circle  Reader  Service  No.  5 
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Send  for  free  information 


For  more  information  on  any  of  the  products  and  services  advertised  in 
Network  World’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  card  which  correspond  to  the  advertisement  of  interest  to  you. 
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ActionCenter 


OCTOBER 


9  Modular 

9  LAN  User 
independent 

O  Supports  All 
Protocols 

9  Network 
Management 

9  Low  Cost 

Create  and  manage  a  corporate-wide  Network  of  LANs.  You  can't  go 
wrong  with  ILAN's  flexibility  and  growth  potential.  That  is  why  our 
customers  call  ILAN  the  "Decision  Insurance"  system. 

Call  today  (508)  481-4060  or  1-800-388-1200 

CrossComm  Corp.  133  E.  Main  Street  Marlborough,  MA  01752 


Token  Ring  -  Ethernet  -  T1  -  56kb 


Circle  Reader  Service  No.  6 


TROUBLESHOOTING  FOR  LOCAL  AREA  NETWORKS 


ETHERNET  AND  TOKEN-RING  ANALYSIS 

LAN-Aide  identifies  degraded  performance  ans  intermittent  delays  at  all  OSI  levels,  and  pinpoints  area 
for  improved  LAN  performance. 

Using  the  latest  state-of-the-art  LAN  analyzers  and  diagnostic  tools,  LAN-Aide  personnel  evaluate  cur¬ 
rent  LAN  parameters  through  protocol  analysis  and  hardware  testing.  A  BASELINE  PERFORMANCE 
STANDARD  is  created  to  measure  the  effects  of  the  future  LAN  growth. 

A  complete  state-of-the-LAN  report  follows  on-site  or  remote  analysis  of  local  Area  Network. 

LAN  TRAINING  AND  SEMINARS 

LAN-Aide  personnel  will  custom  design  training  and  LAN  topology  seminars  to  fit  your  level  of  expertise. 
From  hardware  specifications  through  intensive  protocol  analysis,  we  train  utilizing  your  data  at  YOUR 
network  location. 

LAN-Aide... call  today  for  sample  reports  and  outlines. 

Spacemark  : 

^Associates  ltd. 

Circle  Reader  Service  No.  7 


MATRIX  SWITCHING 


2  Dexter  Street 
Cumberland,  Rl  02864 
(401)723-3282 
FAX:(401  )723-3209 


MODEM 


DSI  FROM  YANKEE 


Call  NOW  for  applications  or  product  information 
Yankee  Electronics:  (603)  625-9746  •  FAX:  (603)  625-4915 
•  Outside  New  Hampshire  (800)  365-9720 


MODULAR  TRANSFER  SWITCH 


Circle  Reader  Service  No.  9 


(r 

W  introduces.... 

the  MODULAR  Transfer  Switch 


*  Select  between  telephone  and  fax 

*  Select  between  telephone  and  computer 

*  Transfer  lines  to  data  sets 

*  Available  in  four  models,  including  busy  lamp  indicator 

Call  Today  for  More  Information 

1-800-452-7378 
Crest  Industries,  Inc. 

201  Frontage  Rd.  N.  Suite  B,  Pacific,  WA  98047 


Circle  Reader  Service  No.  1 0 


Only  DSI  offers  you  the  9624LE:  a  full  duplex  auto  speed 
modem  that  operates  from  300  to  9600  baud.  Take  full 
advantage  of  the  latest  CMOS  custom  design  with 
performance  as  big  as  the  savings. 


•  Compliant  with  V.32, 
V22bis,  212A,  and  103J 


•  Class  5  MNP  Error 

correction/data  compression 
to  19.2k 


•  2  year  warranty 

•  In  stock  for  $795 


NETWORK  CABLE 


.  TELENEX  Matrix  Switches 

Speed  and  Capacity 

that  Exceeds  All  Others 


4096 


TELENEX  MATRIX  SWITCH 


OTHER  MATRIX  SWITCHES 


19.2  56  256 

(KBPS) 


LINE  SPEED 


1.544  2.048  3.147 

(MBPS) 


pLENEX 

|  ICGRPORATinM 

A  UNIT  OF  GENERAL  SIGNAL 


(609)  234-7900  •  TELEX  710  897  1648  •  FAX  (609)  778-8700 
13000  MIDLANTIC  DRIVE  •  MOUNT  LAUREL,  NJ  08054 

Circle  Reader  Service  No.  8 _ 


Network  News. 


Now,  Wise  Components  stocks  Comm/Scope  coaxial,  twisted  pair 
and  multi-conductor  cable.  So  whether  you  need  Ethernet,  IBM  token  ring, 
ARCnet,  MAP/TOP,  broadband  or  some  other  kind  of  communication  net¬ 
work  cable,  we  have  it! 

Given  rigorous  electrical  and  physical  tests,  Comm/Scope  cable 
complies  with  IEEE  and  NEC  standards.  All  types  promise  network  per¬ 
formance  to  the  fullest  potential  with  a  clear,  strong  signal. 

Wise  sends  out  a  strong  signal  too... one  about  superior  service. 
Maybe  you  should  call  now  to  hear  it. 

Either  way,  it  means  good  news  for  you.  And  your  network. 

28  Henry  Street  ComiWStope.  Inc 

Greenwich,  Conn.  06830  network  cable  division 

8005434333  •  In  Conn.  800  852  8557  •  Fax:  203  531  4859 

Circle  Reader  Service  No.  1 1 
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NETWORK  CABLING 


.  800-776-5611 


Let  Our  Cabling  Experts  Fill  Your 
Network  and  Custom  Cabling  Requirements 

LAN  Cables  -  Ethernet,  T 1  and  Others 
Computer  Cables  -  Custom  and  Standard 

Harnesses  *  Coaxial 
Semi-Rigid  *  Flat  Ribbon 


We  Offer: 

100%  Testing  -  Quick  Delivery 
Free  Freight 


To  Order,  Call:  800-776-5611 


SPINNERET,  INC. 


Circle  Reader  Service  No.  12 


NETWORK  DATA  COMPRESSION 


Network  Data  Compression: 

S0FCRAM/NET  INCREASES 
EFFECTIVE  BANDWIDTH. 
NO  HARDWARE  CHANGES. 


FREE  30-Day  Trial.  Compress  data  up  to  90%  over  your  existing  network 
with  no  hardware  additions  or  modifications.  SofCram/Net’s  powerful  data 
compression  software  uses  artificial  intelligence  instead  of  clumsy,  memory¬ 
stealing  algorithm-based  tables. 

Find  out  how  SofCram/Net  more  than  doubled  effective  bandwidth 
for  a  major  retailer’s  worldwide  network — virtually  overnight.  Call  today  for 
your  no-obligation  trial  copy. 

yp'  Dynatech  Communications 

991  Annapolis  Way,  Wood  bridge,  VA  221 91  703-550-001 1,  Extension  214 
In  Canada,  call  416-940-3366 


Circle  Reader  Service  No.  1 3 


NETWORK  MONITORING  &  CONTROL 


Communication  Devices  Inc 
XYZCo  Inc  Data  B*sc 


NETWORK  WINDOWS 


Wed  Not  17  07  13  09  1967 


DATE 

1/17/67 

l'17/67 

1/17/67 

1/17/67 

1/17/67 

1/17/67 

1/17/87 

1-17/67 


TIME 

06  23  17 
06  23  17 


GROUP  I DENT  \ 

I  1026 

1  1026 

2  NY  3 


PROBLEM 
Ring  No  Answer 
Modem  Busied  Out 
Carrier  Lon 


06  SI 
06  59 
0921 
1035 
10  47 


Communication  Dentes  Inc 
XYZCo  .  Inc  Deta  Base 


NETWORK  WINDOWS 


Wed  Not  1707  13  09  1967 


||  1024  1025  1026  1027  1026  1029  1030  1031  1032  1033  2059  2060 

2061  2062  2063  2064  2065  2066  2067  2066  [|  NY  I  NY  2  NY  3  NY  4 


NY-5  NY-6  NY  7  PHLl 


FIRE  H2  O  2424  2425 


NETWORK  WINDOWS 


2434  2435  2436  2437 

2446  2447  2446  2449 

2456  2459  2460  2461 
2470  2471  ||^706  7707 


DIAL  UP  MODEM 
MANAGEMENT 


Any  Vendors  Modem 
Any  Speed 

Any  Type,  Including  V.32 

Operating  in  10  Countries 
Field  Proven  since  1983 


NETWORK  WINDOWS 
PC  Based  System 


(tm) 


DAILY  USAGE  &  ERROR  REPORTS 
AUTOMATIC  BUSY  OF  “RING  NO  ANSWERS” 
MODEM  VENDOR  INDEPENDENT 

Call  or  write  for  information  &  DEMO  Disk 

Communication  Devices  Inc. 

1  Forstmann  Ct. 

Clifton,  NJ  07011 

Phone  (201)  772  6997  FAX  (201)  772  0747 

Circle  Reader  Service  No.  14 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft".  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors’  Manual  are  only  $1495. 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Circle  Reader  Service  No.  15 


PHONE  LINE  SWITCH 


REDUCE  DIAL  LINE  COSTS 

ONE  LINE  DATA  QUALITY  PBX 


MICRO  CALL  DIRECTOR 

Share  One  Line  with  4  Dial-up  Data  Communication 
Devices.  Control  Line  Switching  by  Modem  or  DTMF 
Tones. 

DIRECT  DIAL  LINE  TO  YOUR  APPLICATION 

High  or  Low  Speed  Modems,  Voice  Line,  Data  Logging 
System  Configuration. 

LOCAL  OR  REMOTE  CALL  TRANSFER 

Ring  Desired  Device  at  Any  Time.  Generates  Busy 
and  Ringback  Signals.  Intercom  Calling. 

POWER  AND  A/B  SWITCH  CONTROL 

Turn  Equipment  On  or  Off  as  Needed.  Remote  Power 
Reset.  Control  Remote  Data  A/B  Switches  with  Tone 
Commands.  Save  Power,  Extend  Equipment  Life. 


INC 


Circle  Reader  Service  No.  1 6 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 


Get  the  hottest  prospects 
for  your  mailing.  And 
the  right  attendees  for  your  seminar. 


Our  database  of  over  70,000  communications/networking  profession¬ 
als  use  —  and  purchase  —  many  types  of  networking  products  and 
services.  With  the  most  extensive  selectivity  available  anywhere,  you 
can  target  only  those  professionals  you  want  to  reach.  No  more,  no 
less.  It’s  that  easy. 

So  when  planning  your  next  seminar,  check  Network  World’s  sub¬ 
scriber  list  first.  Call  Deb  Goldstein,  or  Kevin  Normandeau  today  at 
1-800-343-6474  (in  MA,  508-879-0700).  And  discover  why  Network 
World’s  database  is  a  list  worth  renting  again  and  again. 
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An  IDG  Publication 


NETWORK  WORLD  •  OCTOBER  2,  1989 

50 


ActionCenter 


PROTOCOL  ANALYZER 

1 

PROTOCOL  CONVERTER 

Turn  your  IBM  PC  into 
a  3270  Coax  Protocol 
Analyzer  and  Controller. 


■  Passive  Monitor  ■  3299  MPX,  DFT,  SNA,  Host  Response  Time  Analyzer 
Transmits  Recorded  Files  ■  Certification  Library  ■  TwinaxScope  Also  Available 

Azure 
CoaxScope 

Priced  From 

$2,995.00 

14  Day  FREE  Trial 
Evaluation 

(508) 520-3800 


Azlre 


TECHNOLOGIES 

38  Pond  Street,  Franklin,  Massachusetts  02038 

FAX:  (508)  528-4518 

Circle  Reader  Service  No.  17 


PROTOCOL  ANALYZER 


A  NEW  CONCEPT  IN  DATA 
ANALYSIS  AND  SIMULATION 


vAir, 


VAfAHV 
S' 

SWVWWTOWWiW 


1% 

\WM 


'i 


isi§;8ifg4 


LCN  TVPE  R  S  0  D  H  LNTH  *=X.2S  DECODE 

O.V.  1  Hit  (. 

>>11411  Rf(  / 

0032  CRLL  called 

call  log 

00  4  HLfi 

vWI  llrt'IH  M  0  1  0  0  .‘1 

Sot  and  read  PHD  Message 

Fl-H*lp  HEX  Rx  end  good  franc 

Iris  CIS  ans  UQS  CD  RI  13: *3:32. IB 


Omni  I/O  PC  Based 

Datascope  With 
Application  Program 
Interface 

A  Whole  New  World  Of 
Possibilities! 

Asynchronous, 
Synchronous,  BOPs 
(X.25,  SDLC) 

304-822-3086 


Circle  Reader  Service  No.  18 


Send  For  Free  Info 


For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.0.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 
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City _ 
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The  Cx-81™:  for  $2995  you  won't  find  another 
ASCII-to-3270  protocol  converter  featuring: 

•  Multiple  sessions  across 
two  hosts. 

•  Host  ports  up  to  64  Kbps 

•  Five  terminal  ports  up  to 
38.4  Kbps. 

•  NetView™  compatible. 

•  Support  for  over  250  types  of  terminals  built-in 

•  Terminal  customization  program  for  unique  terminals. 

Take  advantage  of  our  introductory  price  of  $2995  with  a  30  day 
money  back  guarantee,  1 2  month  full  warranty,  and  a  free  overnight 
exchange  program  for  registered  users.  Call  (301 )  72 1  -3666,  ext  502 
today. 


Limited  offer  valid  until  October  31, 1989.Regularprice 
is  $3295.  Purchase  order  subject  to  Cbmmtex  approval. 


ConmtexJnc 

working  at  networking” 

1655  Crofton  Blvd.  •  Crofton  •  Maryland  •  21114-1305 
Tel:  (301)  721-3666  •  FAX:  (301)  721-1513  •  Telex:  752065 

Circle  Reader  Service  No.  19 


SEMINARS 


T-CARRIER 

How  it  Works  - 
Where  it's  Headed. 


1(800)  638-2049 

In  MD  Call  (301)  353-1550 


t 


Telecommunications 

Techniques 

Corporation 


...  Expect  Excellehce 

20410  Observation  Drive 
Germantown,  Maryland  20874 


From  the  Basics  - 

To  the  Advanced. 

Our  seminars  are  conducted  na¬ 
tionwide  to  facilitate  understand¬ 
ing  of  the  fundamental  issues  and 
common  stumbling  blocks  arising 
from  the  application  of  this  voice- 
oriented,  pair-gain  technology  to 
the  transmission  of  purely  digital 
information. 

Those  responsible  for  the  MAIN¬ 
TENANCE,  IMPLEMENTATION, 
OPERATION,  or  PLANNING  of 
T-CARRIER  facilities  such  as 
craftspersons,  technicians,  engi¬ 
neers,  and  network  managers  will 
benefit  from  this  seminar. 

Seminar  Locations: 

OCT-  Orlando. 

NOV-  Boston . 


Circle  Reader  Service  No.  20 


STRATUM  1  SOURCE 


AUSTRON 
MODEL  3150 


PRIMARY 

SYNCHRONIZATION 

•  RELIABLE 

•  FLEXIBLE 

•  AFFORDABLE 

The  Model  3150  Communications 
Network  Synchronization  System  provides 
an  independent  on-site  timing  source  for 
your  telecommunication  network.  The 
3150  gives  you  STRATUM  ONE  timing 
stability  and  accuracy  in  a  broad  variety  of 
configurations.  This  system  is  used  around 
the  world  in  civil  and  military  networks. 
Call  today: 

AUSTRON  Inc. 

a  DATUM  company 

P.O.  BOX  14780-EXIT  248,  N.  IH35  AUSTIN, TX  78781 
TELE  (512)2S1-23137TWX(910)874-1358/FAX  (512)251-9665 

Circle  Reader  Service  No.  21 
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ActionCenter — z 


TECHNICAL  REPORT 


UNINTERRUPTIBLE  POWER  SUPPLY 


FREE  ISSUE 


DataComm 


Report. 


Analyzing  Data  Communications  Developments  and  Directions 


If  you  need  to  stay  abreast  of  data  communications  standards, 
you  should  be  reading  the  technical  report  professionals  prefer. 
DataComm  Report. 

•  In-depth  technical  reports  written  by  industry  experts 

•  Timely  topics  such  as:  UNIX  SVR  4.0,  Office  Vision, 
AIX,  ISDN  standards,  IBM  in  Europe  after  1992. 


For  subscription  information  and  a  free  issue 
Call  (212)  279-8400,  extension  385 


Systems  Strategies  Inc. 

A  NYNEX  Company 


225  W.  34th  Street  •  New  York,  NY  10001 


Circle  Reader  Service  No.  22 


T 1  CSU 


GET  THE  FACTS,  FREE. 

Verilink 


ESF  CSU:  The  pioneer  intelligent  CSU  offering  full  ESF  diagnostics  and'1 
performance  monitoring. 

ConnecT-1  DSU/CSU:  Gives  LAN  bridges,  CAD/CAM  and  Video- 
teleconferencing  equipment  access  to  the  speed  and  performance  of  a  T-1 
Network. 

VERINET  2  ™  NETWORK  MANAGEMENT  SYSTEM: 

A  centralized  T-1  network  management  system  for  alarm  reporting,  automatic 
data  collection  and  analysis,  diagnostics,  and  configuration.  Includes 
controlled  access  for  network  security. 

CALL  US  TODAY  TOLL-FREE  AT 

1  -800-669-4278 

FOR  FREE  BROCHURES  AND  INFORMATION 


THE  HELFRICH  COMPANY 

*5.  19782  MacArthur  Blvd,  Suite  210  Irvine,  CA  92715 

Circle  Reader  Service  No.  23 


TOKEN  RING 


RadCom  J 


1841  Broadway.  Suite  609  •  N.Y.,  New  York  10023 

Fax:(212)956  8104  •  Tel:  (212)  956  8100 


Circle  Reader  Service  No.  24 


N»E*T»W*0*R»K«I*N*G 


SEE  US  AT 
COMDEX 


UNINTERRUPTIBLE 
POWER  SUPPLY 


BOOTH  H7915 


NEW.  Higher  Power  Models  Up  To  5  kVA  And  Novell 
Approved  Fileserver  Interface. 

Hook  your  customers  up  to  one  of  DataShield’s  new  1  kVA,  3  kVA  or  5  kVA  On-Line 
UPS  for  the  kind  of  backup  muscle  that  networks  and  large  systems  need.  They’re  the 
DataShield  SS1000,  SS3000  and  SS5000.  Featuring  state-of-the-art  PWM  (Pulse  Width 
Modulation)  high  frequency  technology  and  static  transfer  switch,  they  deliver  bullet 
proof  performance  with  an  MTBF  that’s  3  times  better  than  anything 
comparable.  And  you  can  also  sleep  a  little  better  at  night  knowing 
they  are  available  with  the  same  Novell  approved  interface  for 
fileserver  monitoring. 

Result?  Happy  customers.  No  headaches.  Repeat  business. 
So,  why  wait.  Call  today  for  our  special  dealer  offer. 

(408)  439-6600. 


Sa.OSWECDNTRa5.tgC 


Circle  Reader  Service  No.  25 


DataShielcf 

269  Mt.  Hermon  Road 
ln  Scotts  Valley,  CA  95066 

■  ■  t.  A  member  of  The  Marmon  Group  ol  companies 


X.32  (DIAL  X.25) 


NOW  YOU  CAN  HAVE  DIAL  X.25  INSTEAD  OF  DIAL  ASYNC 

EMUCOM  PRODUCTS  BRING  THE  SECURITY  AND  END-TO-END 
RELIABILITY  OF  X.32  TO  YOUR  ASYNCRONOUS  AND  X.25  DEVICES 


X  25 

X.25 

EMUCOM 

_ _r 

X 

IN/OUT  DIAL 

X  25  f 

DIAL 

MODEM 

u  r 

/X.25  ) 

PACKET  < 
r  SWITCH 
(  DATA 
'NETWORK-r 


EMUCOM 
IN/OUT  DIAL 
MODEM 


7  EMUCOM 
\MONOPAD 


X.25 

PAD/ HOST 


EMUCOM’S  FULL  LINE  OF  X.25  NETWORK  ACCESS  PRODUCTS: 

*  X.25/X.32  MonoPADS:  starting  at  $345 

*  X.25/X.32  MonoPAD  with  Integrated  Modem:  starting  at  $795 

*  X.25  In  Dial/Out  Dial  Products:  starting  at  $495 

*  LAPB  PADs:  starting  at  $745 
Emucom  Product  FEATURES  include: 

*  Dial  Security  (XID)  *  Speeds  up  to  64k 

*  Local/Remote  Menu  Driven  *  DES  Encryption  (option) 

Supervisory  Interface  *  Multi-Session  Support 

CALL  OR  FAX  TODAY  FOR  MORE  DETAILS 
508-970-1189  FAX:  508-970-1295 


m. 


mucom 


PRICES  QUOTED  US  LIST 


225  STEDMAN  STREET,  BLD.  27,  LOWELL,  MA  01851 

Circle  Reader  Service  No.  26 


TOOLS  &  TEST  EQUIP. 


ELECTRONIC  TOOLS  AND 
TEST  EQUIPMENT 

Color  illustrated  210-page  catalog  from 
Specialized  Products  Company  details  an  ex¬ 
tensive  selection  of  electronic  tool  kits,  test 
equipment,  telecommunications  equipment 
and  electronic  production  aids.  Indexed  cata¬ 
log  shows  digital  multimeters,  breakout 
boxes,  hand  tools,  soldering  equipment  and 
more— all  with  specifications  and  prices. 

SPECIALIZED  PRODUCTS  CO. 

2117  W.  Walnut  Hill  Lane,  Inring,  TX  75038 
Phone  (800)  527-5018 


Circle  Reader  Service  No.  27 


Advertise 
In  ActionCenter 

Ads  run  for  entire  month 
(4  or  5  issues) 

3  sizes  available: 

2  5/16”x4” 

$1150  per  month 

4  13/16”x  4” 
$1350  per  month 

4  13/16”x  8” 
$2700  per  month 

Call  for  information: 

Joan  Bayon  Pinsky 
800-343-6474 
(In  MA  508-820-2543) 

Pacific  &  Mountain: 
Call  Susan  Egan 
714-250-3006 
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NETWORKING  MARKETPLACE 


TELECOMMUNICATIONS 


CAR  I BS  AT 


ii 


YOUR  BRIDGE  TO  THE  CARIBBEAN 

CARIBSAT  FULL  DIGITAL  COMMUNICATIONS 
SERVICE  BETWEEN  PUERTO  RICO 
THE  US  MAINLAND  AND  THE  WORLD 


ii 


SAN  JUAN 


AVAILABLE  SERVICES: 


*  END  TO  END  T-1 

*  FRACTIONAL  T-1 

*  PRIVATE  LINE 

*  DATA  PACKAGES 

*  TOC.  NY  &  SAN  JUAN 

*  SWITCHING  FACILITY 

*  MULTIPLEXING 

*  NETWORKING 

*  CONSULTING 


FOR  INFORMATION: 

CALL:  703/591-8126  FAX:  703/754-0528 

See  the  Faxnet  Form  on  Page  #47 


CARIBSAT  A  DIVISION  OF  CARIBBEAN  SATELLITE  CORP.,  6612  JAMES  MADISON  HWY.  HAYMARKET,  VA.  22069 


Attn:  End  Users 

Upgrading 

Your 

Equipment? 

Sell  your  present 
system  through  an  ad 
in  Network  World. 

Write  Or  Phone: 
Network  World, 
Classified  Advertising 

Joan  Bayon  Pinsky, 
375  Cochituate  Rd, 
PO  Box  9171, 
Framingham, 

MA  01 701  -91 71; 
1-800-343-6474  x755 
(in  MA  508-820-2543) 

Pacific  &  Mountain: 
Susan  Egan, 

1 8008  Sky  Park  Circle, 
Suite  145, 

Irvine,  CA  92714; 
714-250-3006 


distributor!  TRAINING 


DISTRIBUTORS 

WANTED 


For  Motorola's  new 
Ml 2  Multiplexers 

•  Modular  Design 

•  Built-in 
Diagnostics 

Call  Kate  Hendrick 

(312)576-0320 

(g)  MOTOROLA 


TELETUTOR 

COMPUTERS 
&  DATAC0MM 
Course 

The  best  computer-based 
training  in  the  business 


lELEtUtOf 


telecommunications  training  series 

For  FREE 

catalogue  of  all  our 
courses  call 

800-542-2242 

(603)  433-2242 


SEMINARS 


Don’t  miss  out! 

^  Digital  Transmission  Seminar 


Improve  the  reliability  of  your  transmission  system  by  attending  this 
nationwide  seminar  covering  the  fundamentals  of  digital  transmission. 
You  will  learn  how  to  use  various  measurement  techniques  based  on 
North  American  and  CEPT  standards.  This  free  seminar  is  presented 
by  Wandel  &  Goltermann,  a  manufacturer  of  high  quality  test  equip¬ 
ment  with  over  65  years  of  experience  in  solving  customers'  test  and 
measurement  problems  worldwide. 

Call  1-800*346*6332  (Brigitte  Robbins) 

In  NC  Call  919-941-5730 
Seating  is  limited,  so  please  call  today! 

Locations: 

Oct.  10  Boston,  MA  Oct.  16  Orlando,  FL  Oct.  24  Santa  Clara,  CA 

Oct.  1 1  Newark,  NJ  Oct.  1 7  Atlanta,  GA  Oct.  26  Chicago,  IL 

Oct.  12  Washington,  DC  Oct.  19  Dallas,  TX  Oct.  27  Chicago,  IL 

Oct.  13  Raleigh,  NC  Oct.  23  Santa  Clara,  CA 


Reminder: 

The  October  16th  Issue 

Closes  October  4th 

For  More  Information  On  Classified  Advertising  Please  Call  Or  VWite: 
Network  World,  Classified  Adv.  Dept. 

Joan  Bayon  Pinsky,  375  Cochituate  Rd.,  PO  Box  9171, 
Framingham,  MA  01701 ;  1-800-343-6474  (In  MA  508-820-2543) 
Pacific  &  Mountain:  Susan  Egan,  1 8008  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714;  714-250-3006 
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Networking  Marketplace 


DATA  COMMUNICATIONS 


VSAT  BUYER’S  KIT 

BE  SAFE,  BE  SURE,  PLUS  SAVE  TIME  AND  THOUSANDS  OF  $$$ 

EVERYTHING  YOU  NEED  TO  MAKE  AND  IMPLEMENT  A  SAFE  AND  WORRY-FREE  VSAT  DATA  OR  VIDEO  NETWORK 
PURCHASE  DECISION.  KIT  INCLUDES  COMPLETE  SET  OF  EQUIPMENT  AND  NETWORK  SPECIFICATIONS,  COMPLETE 
RFQ  BIDDER'S  LIST  WITH  QUALIFICATIONS,  CURRENT  VSAT  USER'S  LIST  WITH  CONTACTS,  ADVANTAGE/DISAD¬ 
VANTAGES  OF  VSATS,  REGULATORY  ISSUES,  AND  MUCH  MORE. 

A  THOROUGH  INTRODUCTION  TO  VSATS  AND  A  COMPLETE  PROCUREMENT  PACKAGE  IN  BOTH  HARD  COPY  AND  ON 
DISKETTE  IN  WORDPERFECT,  WORDSTAR,  OR  LEADING  EDGE.  WRITTEN  BY  EXPERTS  IN  VSAT  NETWORKING. 

LET  THE  VSAT  BUYER’S  KIT  PROVIDE  THE  TIME  CONSUMING  BASIC  DOCUMENTS.  USE  YOUR  CONSULTANT  IN  THE 
PROPER  ROLE  -  AN  ADVISOR,  NOT  A  PAPERMILL. 

FOR  DETAILED  BROCHURE,  CALL  407-259-5880  OR  WRITE: 

ICOM  STRATEGIES 


478  Ballard  Drive 
Melbourne,  Florida  32935 


COMING  SOON: 

BUYER'S  KITS TM  FOR 
LOCAL  AREA  NETWORKS, 
DISASTER  RECOVERY, 
NETWORK  MANAGEMENT, 
VIDEO  CONFERENCING, 
AND  ISDN. 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/SPARES 


990,790,632,616,680 
480,380,10  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1 000  boards  in  stock 
all  items  50%  off  or  more! 
if  we  don’t  have  it, 
we  can  find  it. 


M.A.R.C. 

615-822-7990 
FAX  615-822-7986 


Buy  or  Rent 

(MONTH  Vhnr 

TO  MONTH)  Iwtil 

Favorite 

PREVIOUSLY  OWNED 


NEW»USED*  BUY-SELL-LEASE 

m/cnm  code\ 

paradyne  g  AT&T 

IBM  Racal-Milgo 


(g)/4RK  G4SE 


Datatel 


US 


Universal 
Data  Systems 


0gen.r.l 

datoDorr 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATIONWIDE  SERVICE  MAINTENANCE  AND  INSTALLATION 


SOME  SAMPLES: 

ATT  2096A . 51,695 

Codex  2660  (6  CH) . S2.250 

IBM  PC's  (Var.  Conf.) . CALL 

Micom  Box  2  (16  CH)  . S2.300 

Paradyne  MPX  9600  . SI, 295 

Racal  Omni  Mode  96 .  SI, 795 


SOCAL  DATACOM 


MODEMS/MUX’S 

BUY/SELL 


AT&T  *  Codex 
Hayes  *  IBM  *  Micom 
Milgo  *  Paradyne 
UDS  *  Vadic 


22  years 

Datacom  experience 

All  equipment 
warranteed  for  30  days 

714-677-1885 
FAX  714-677-9368 


The  following  advertisers  appear 
on  the  Faxnet  form  on  page  #47: 

Caribsat 

Teletutor 

Warwick  Data  Systems 


Buy,  Sell  Or 
Announce  Through 
Network  World’s 
Classified  Section 


Buying  or  selling  communications- 
related  products  or  services? 

Or  do  you  want  to  announce 
an  upcoming  event 
or  business  opportunity? 

If  so,  Network  World’s  classified 
section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000 
communications/networking 
professionals  all  of  whom 
are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective 
and  cost  efficient  Network  World 
classified  advertising  can  be. 

For  all  the  facts  write  or  call: 
Network  World, 

Classified  Advertising 

Joan  Bayon  Pinsky, 

375  Cochituate  Rd,  PO  Box  9171, 
Framingham,  MA  01701-9171; 
800-343-6474 
(in  Mass.,  508-820-2543) 

Pacific  &  Mountain: 

Susan  Egan,  Sky  Park  Circle, 
Suite  145,  Irvine,  CA  92714; 
714-250-3006 


NETWORKING  CAREERS 


Technical  Training/ 
Assistance  Opportunities 


MANUFACTURER  SERVICE. 
(201)586-3070  FAX  586-3080 

Warwick 


DATA  SYSTEMS.  INC . 

66  FORD  ROAD,  DENVILLE,  NEW  JERSEY  07834 


June  29,  1989  /  v 

ConNTet 

Ms.  Joan  Pinsky  \  / 

Network  World 
375  Cochituate  Road 
Box  9171 

Framingham,  MA  01701-9171 
Dear  Joan: 

I  would  like  to  take  this  opportunity  to  recognize  and  to  thank 
Network  World's  Networking  Marketplace  advertising  section 
for  helping  ComNet  surpass  projected  sales  goals. 

ComNet  focuses  on  specialized  RF  broadband  services.  By  using 
Network  World's  Networking  Marketplace  classified  advertising, 
we  have  penetrated  our  unique  broadband  LAN  cable  design  PC  software 
into  surprisingly  new  areas  while  cultivating  the  known  markets.  In 
addition,  Networking  Marketplace  classified  continues  to  draw  in  more 
RF  Broadband  LAN  Seminar  attendees  for  us  than  any  other  print  media. 

Again,  "Hats  Off’  to  the  Networking  Marketplace,  and  thank  you 
for  your  wonderful  support. 


Sincerely, 


President 

3310  Western  Dr  Austin,  Texas  78745  512-892-2085  FAX  512-892-0959 


Network  Equipment  Technologies™ , 

(N.E.T ,™ ),  manufacturer  of  sophisticated 
digital  telecommunications  and  network 
management  equipment,  has  openings  in  our 
Technical  Training  Department  and  Technical 
Assistance  Center  for  energetic  and  respon¬ 
sible  individuals  who  enjoy  working  in  a 
young,  dynamic  environment.  Positions  exist 
in  our  San  Francisco  Peninsula  facilities. 

A  Manager  of  Customer 
Training 

You  will  be  responsible  for  customer  training 
centers,  with  profit  and  loss  responsibilities,  as 
well  as  for  expansion  of  the  technical  training 
program,  which  will  be  operated  at  a  profit 
worldwide.  In  addition,  you'll  manage  reve- 
.nue/operating/capital  equipment  budgets. 
Requires  an  individual  with  a  BS  degree, 
management  experience  in  a  highly  technical 
environment  and  a  business  vision.  A  back¬ 
ground  that  includes  telecommunications, 
technical  training  and  an  MBA  is  a  strong  plus. 

Jl  Technical  Training 
Specialists 

We  are  looking  for  experienced  technical  in¬ 
structors  to  develop  and  deliver  our  customer, 
third-party  and  employee  training.  Successful 
candidates  will  have  a  working  knowledge  of 


the  systematic  training  development  process, 
a  minimum  of  two  years'  experience  as  a 
technical  trainer  in  an  integrated  lecture/ 
laboratory  environment,  plus  hands-on 
experience  in  telephony  and  data  commu¬ 
nications.  Additional  experience  in  digital 
transmission,  computers  and  microprocessing 
technology  would  be  ideal.  Some  travel  is 
required. 

A  Technical  Assistance 
Center  Engineers 

We  are  looking  for  people  to  provide 
customer  support  from  our  headquarters 
location.  Successful  candidates  will  be 
experienced  in  troubleshooting,  maintenance, 
installation,  and/ or  operation  of  intelligent, 
multiplexing,  networking  equipment  which 
includes  analog/digital  voice  and  data,  as 
well  as  T-l  /T-3  carrier  systems.  Additional 
requirements  include  excellent  interpersonal/ 
communication  skills,  and  the  ability  to  thrive 
in  a  fast-paced  environment. 

For  immediate  consideration,  please  send 
your  resume  to:  Network  Equipment 
Technologies,  800  Saginaw  Dr.,  Dept.  CV, 
Redwood  City,  CA  94063;  or  fax  it  to  us  at 
(415)  780-5517.  We  are  an  equal  opportunity 
employer.  Principals  only,  please. 
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The  networking  technology  of  the 
1990 ’s  is  available  right  now  from  GDC. 
Which  means  that  our  customers  are 
taking  advantage  today  of  the  limitless 
interconnectivity  and  lower  tariffs  of 
Fractional  T-l  (FT-1)  while  maintaining 
private  network  control. 

We  have  been  implementing  FT-1 
networks  for  our  international  custom¬ 
ers  since  1985.  Based  on  this  experi¬ 
ence  we  designed  FT-1  into  our 
MEGAMUX®  Transport  Management 
System  (TMS). 

MEGAMUX  TMS  embeds  network 
intelligence  into  each  DSO.  For  the 
first  time  you  have  the  flexibility  to  con¬ 
figure,  reconfigure  and  control  individ¬ 
ual  DSO’s  -  while  maintaining  network 
management  integrity.  As  a  result,  we 
can  provide  you  with  the  highest  level 
of  FT-1  functionality  and  network  man¬ 
agement  control.  Right  now! 

And  you  don’t  need  complex  exter¬ 
nal  cabling  or  equipment  to  achieve  this 
performance.  This  saves  you  a  lot  of 
time,  money  and  installation  headaches. 

To  ensure  that  you  always  maintain 
control,  GDC  utilizes  an  exclusive  cen¬ 
trally  weighted  network  management 
architecture  providing  global  knowl¬ 
edge  of  the  network  from  a  single 
point.  Redundant  control  can  also  be 
implemented  to  distribute  visibility  and 
control  around  the  network. 

And  because  true  network  manage¬ 
ment  goes  beyond  backbone  architec¬ 
ture,  we  provide  all  the  products  you 
need  to  manage  your  network  from 
desktop-to-desktop. 

To  find  out  more  about  the  numerous 
advantages  of  a  GDC  FT-1  network, 
call  or  write  for  our  free  video.  When 
it  comes  to  offering  FT-1  with  the 
most  functionality  and  control,  Only 


Call  1-800-777-4005,  General 
DataComm,  Middlebury,  CT  06762-1299. 
Tel:  (203)  574-1118,  Telex:  643357,  Fax: 
(203)  758-8507. 


General  DataComm 


See  the  Faxnet  Form  on  Page  #47 
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(Part  2) 


Who’s  really  putting  ISDN  on  the  map? 

If  you’ve  seen  the  headlines,  you  know  the  score. 


You  only  have  to  scan  the  trade 
press  to  see  who’s  the  clear-cut  ISDN 
leader.  The  company  that  helped 
build  the  standards  for  ISDN.  The 
company  that’s  helping  local  tele¬ 
phone  companies  turn  the  promise 
of  ISDN  into  Real-World  Solutions. 
The  company:  AT&T 

95%  of  ISDN  lines 
are  on  an  AT&T  5ESS®  switch 

AT&T  Network  Systems  has  helped 
more  local  telephone  companies 
install  more  ISDN  lines  than  any 
other  telecommunications  supplier- 
some  95%  of  non-trial  ISDN  lines. 
What’s  more,  we’ve  already  shipped 
over  260,000  ISDN  lines  for 
future  use. 

Today  162  central  offices  can 
offer  operational  ISDN  services  from 
the  AT&T  5ESS  switch— with  618 
upgraded  with  ISDN  software. 
Combined,  these  central  offices  have 
the  potential  to  offer  ISDN  services 
to  13*5  million  telephone  company 
customers. 

So,  while  most  other  suppliers 
are  still  in  product  development  trials, 


AT&T  Network  Systems  is  helping 
phone  companies  across  the  nation 
offer  Real-World  ISDN  services 
right  now.  Services  such  as  simulta¬ 
neous  voice  and  data  transmission, 
high-speed  facsimile  and  electronic 
mail— all  over  a  single  phone  line. 
Services  that  utilize  your  existing 
telephone  network  to  dramatically 
increase  productivity  and  efficiency 
for  businesses,  from  hospitals 
and  insurance  companies 
to  investment,  publishing  and 
law  firms. 

ISDN  is  just  the  beginning 

We  believe  that  ISDN  is  the  beginning 
of  an  even  bigger  future.  A  future  we 
call  Universal  Information  Services. 

A  future  where  networks  will  be  able 
to  meet  complex  communications 
needs  for  voice,  data  and  image— 
simply  and  economically 

At  AT&T  Network  Systems,  this 
belief  is  already  driving  our  tech¬ 
nology  our  product  development, 
and  our  commitment  to  you. 

Articles  reprinted  by  permission  of  CommunkationsWeek ,  Computerworld, 
Network  World,  Telephony,  and  TE&M. 

©1989  AT&T 
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MCI  unveils 
billing  plan 

continued  from  page  7 

Pricing  for  the  digital  private-line  ser¬ 
vice  includes  a  fixed  monthly  fee  and  a  per- 
mile  circuit  charge.  Circuits  of  between 
one  and  50  miles  have  a  fixed  charge  of 
$63  a  month  plus  $2.50  a  mile;  circuits  up 
to  1 00  miles  are  priced  with  a  $  1 30  month¬ 
ly  fee  and  a  charge  of  $  1 . 16  per  mile.  Cir¬ 
cuits  over  101  miles  have  a  $218  monthly 
charge  plus  a  fee  of  28  cents  a  mile. 

MCI  Portfolio  will  be  most  attractive  to 
companies  with  more  than  five  locations, 
MCI  officials  said.  Kevin  Sharer,  executive 
vice-president  of  MCI,  said  customers  of 
that  size  currently  have  to  wade  through 
boxes  of  billing  records  each  month. 

“Telecom  managers  have  told  us  they 


Telenet  switch 
supports  protocols 

continued  from  page  8 

lenet,  said  the  TP8000  will  be  particularly 
attractive  to  users  with  widely  dispersed 
operations  such  as  banks  and  insurance 
companies.  These  corporations  often  have 
smaller  branch  locations  that  support  mul¬ 
tiple  data  applications,  each  using  a  differ¬ 
ent  protocol. 

Two  of  the  beta-test  sites  for  the 
TP8000  are  banks  —  one  in  the  U.K.  and 
one  in  Finland,  Holmblad  said.  Together, 
they  have  already  ordered  2,000  units. 
The  switch  will  not  be  commercially  avail¬ 
able  until  the  second  quarter  of  next  year. 

Holmblad  declined  to  give  pricing  in¬ 
formation  about  the  TP8000,  saying  it  will 
be  sold  only  as  part  of  a  network  products 
and  services  package.  “Telenet  never  has 
been  and  doesn’t  intend  to  be  in  the  box 
business,”  he  said. 

Telenet  will  market  two  primary  types 
of  packages  based  on  the  TP8000.  The  first 
will  be  an  entry-level  network  package  for 
first-time  customers  of  Telenet’s  packet 
network  services. 

The  second  package  will  enable  users 
within  a  region  or  a  campus  environment 
to  set  up  a  subnetwork  that  allows  them  to 
share  information  locally  without  access¬ 
ing  the  company’s  corporate  backbone. 
Connections  between  the  packet  switches 
at  each  customer  site  would  be  established 
over  local  telephone  lines  or  long-distance 
lines  provided  by  Telenet’s  parent/  compa¬ 
ny,  US  Sprint.  □ 


ILK.  firm  signs  VPN 
deal  with  US  Sprint 

continued  from  page  5 

Finally,  US  Sprint  said  it  has  agreed  to 
do  business  with  International  Digital 
Communications  of  Tokyo,  beginning  Oct. 
1 .  International  Digital  was  formed  in  No¬ 
vember  1986  as  a  result  of  liberalized  poli¬ 
cies  adopted  by  the  Japan  Ministry  of  Posts 
and  Telecommunications. 

Before  that  change,  Japan’s  dominant 
carrier,  Kokusai  Denshin  Denwa,  Ltd. 
(KDD),  had  been  the  only  carrier  licensed 
to  work  with  international  carriers.  US 
Sprint  has  worked  with  KDD  since  August 
1986. 

“Deregulation  of  the  Japanese  telecom¬ 
munications  industry  is  expected  to  accel¬ 
erate  growth  in  telephone  traffic  between 
Japan  and  the  U.S.,”  said  Bill  Burgess,  vice- 
president  and  general  manager  of  US 
Sprint  International  Services.  The  carrier 
already  has  a  14%  share  of  the  traffic  to 
Japan.  □ 


have  more  important  things  to  do  than 
compile  numbers;  we  agree,”  he  said. 

Reports  are  delivered  to  customers  30 
days  after  the  close  of  MCI’s  billing  cycle. 
Initially,  reports  will  either  be  delivered  on 
paper  or  magnetic  tape. 

Sharer  said  the  carrier  is  considering 
delivering  the  billing  information  elec¬ 
tronically  but  declined  to  specify  when 
such  an  option  might  be  available. 

If  MCI  Portfolio  is  put  on-line,  it  will  be 
integrated  with  MCI’s  Integrated  Network 
Management  Service  (INMS),  said  Kim 
Lohr,  product  manager  of  MCI  Portfolio. 
INMS  lets  customers  access  MCI’s  network 
via  a  personal  computer  to  monitor  net 
status  and  to  reconfigure  services. 

Initially,  MCI  will  offer  MCI  Portfolio 
for  customers  of  its  Dial  1;  Prime  Calling 
Option;  Prism  I,  II,  III  and  Prism  Plus;  800 


service;  MCI  Card;  private-line  service;  and 
WATS. 

The  next  MCI  service  scheduled  for  sup¬ 
port  under  MCI  Portfolio  is  Vnet,  the  com¬ 
pany’s  virtual  network  service. 

MCI  chose  not  to  offer  MCI  Portfolio  ini¬ 
tially  for  Vnet  customers  because  Vnet  has 
a  relatively  small  number  of  users  com¬ 
pared  to  other  services,  Sharer  said.  Also, 
Vnet  has  a  full  set  of  reporting  capabilities. 

MCI  will  beta-test  the  service  with  about 
10  customers  by  year  end  and  will  roll  MCI 
Portfolio  commercially  in  the  first  quarter 
of  next  year. 

Pricing  for  the  MCI  Portfolio  service 
will  vary  depending  on  the  number  of  re¬ 
porting  categories  desired  by  the  custom¬ 
er,  but  it  will  have  a  onetime  fee  ranging 
between  $500  and  $2,500,  plus  a  monthly 
fee  that  has  not  been  determined.  □ 


Apple’s  portable 
spurs  rush  of  options 

continued  from  page  21 
bit/sec  modem,  comes  with  two  copies  of 
Timbuktu  3-0,  which  allows  Portable  Mac¬ 
intoshes  to  log  on  remotely  to  AppleTalk 
networks  for  screen  sharing  and  file  trans¬ 
fers.  Two  RJ-11  modular  extension  cables 
in  the  pack  enable  users  to  plug  the  porta¬ 
ble’s  modem  into  a  phone  jack. 

Besides  an  assortment  of  small  hand 
tools,  the  package  contains  two  PhoneNet 
StarConnectors  to  link  portables  directly 
to  other  Macintoshes  and  a  PhoneNet-to- 
LocalTalk  Adapter  Cable. 

The  Farallon  Portable  Pack,  priced  at 
$495,  is  shipping  in  limited  quantities 
now.  Volume  shipment  is  scheduled  to  be¬ 
gin  this  month.  □ 


lake  them 


everything 


You  shouldn't  have  to  choose  between  public  and  private  networking.  It's  far  better  to  pick  and 
choose  the  best  from  each.  That's  the  driving  force  behind  hybrid  networking. 


The  N.E.T.  step  ahead  in 
hybrid  networking: 

Private  networks  doing  what  they 
do  best.  Delivering  unmatched  reli¬ 
ability,  user  control,  high-speed  digital 
service  access  and  cost  savings. 

Public  services  doing  what  they  do 
best  Providing  ubiquitous  service 
availability  and  such  offerings  as 
Centrex,  DDS,  WATS,  and  800  services. 


The  new  DACS-compatible 
IDNX®/ 10  Integrated  Access  Multi¬ 
plexer  from  N.E.T.  ties  it  all  together. 
And  gives  you  integrated  network 
management  so  you  can  take  advan¬ 
tage  of  the  best  choice  every  step 
of  the  way. 

Moreover,  with  IDNX/ 10  support 
of  trunk  protocols  based  on  Q.921, 
Q.931  and  SS #7,  it  is  the  industry's 


best  gateway  to  future  ISDN  services. 
In  fact,  the  IDNX  product  family  has 
already  been  certified  compatible  with 
ISDN  clear  channel  capability. 

Our  partnership  with  Tellabs  puts 
our  clients  a  further  step  ahead  by 
providing  the  highest  performance 
products  in  hybrid  networking.  With 
seamless  compatibility  between 
N.E.T.™  products  and  public  networks. 


NETWORK  WORLD  •  OCTOBER  2,  1989 

58 


Software  lets  NetView  manage  FEP 


continued  from  page  6 

formation  on  the  utilization  of  lines  and 
the  amount  of  access  allowed  to  certain  ap¬ 
plications. 

CSF  also  enables  NetView  users  to  con¬ 
trol  three  NCR  Comten  front-end  proces¬ 
sor  software  options,  including:  the  Multi- 
Vendor  Networking  Facility,  which  allows 
users  to  access  multiple  hosts;  NCR  Corn- 
ten’s  X.25  Interface  for  packet  nets;  and 
the  company’s  Communications  Network¬ 
ing  System  (CNS),  which  bundles  various 
data  traffic  onto  a  single  telephone  line. 

CSF  reports  network  control  and  man¬ 
agement  information  from  these  pro¬ 
grams  to  NetView,  including  traditional 
SNA  information  such  as  virtual  route 
identification,  circuit  grouping  among 


processors,  net  congestion  and  the  num¬ 
ber  of  data  characters  sent  and  received. 

For  the  CNS  trunking  software,  for  ex¬ 
ample,  CSF  will  tell  NetView  the  amount  of 
data  being  sent  over  primary  and  second¬ 
ary  trunks,  as  well  as  the  type  of  data  being 
transmitted.  This  information  can  be  used 
for  network  accounting  and  tuning  to  max¬ 
imize  efficiency. 

“This  product  is  a  direct  response  to 
our  users’  requests  to  incorporate  the 
[NCR]  Comten  control  ability  into  the  Net- 
View  console,”  Karres  said.  Advantages  to 
this  approach  are  more  simple  network 
management  and  cost  savings. 

Users  can  also  continue  to  manage  their 
NCR  Comten  networks  at  remote  locations 


using  the  NCR  Comten  console,  which  can 
be  either  an  ASCII  terminal  or  a  personal 
computer. 

The  license  fee  for  CSF,  which  is  sched¬ 
uled  to  be  available  later  this  quarter,  is 
$400  per  month. 

NCR  Comten  said  Version  5  of  its 
ACF/NCP  offers  a  greater  degree  of  statis¬ 
tics  reporting  than  IBM’s  Version  5  Release 
1,  as  well  as  better  performance  than  its 
own  Version  4  Release  2. 

The  product,  for  example,  collects  sta¬ 
tistics  regarding  virtual  SNA  routes,  trans¬ 
mission  groups  among  processors  and  the 
channel  connections  between  a  main¬ 
frame  and  a  front-end  processor.  These 
statistics,  which  are  then  passed  to  Net- 
View,  include  data  counts,  packet  sizes  and 
number  of  retransmissions. 

Such  information  is  not  available  in 


both  for 

they've  got. 


Making  it  all  work  together. 

That7 s  the  mission  of  the  Client/ 
N.E.T.  team. 

And  no  one  offers  more  resources 
to  achieve  that  goal  than  N.E.T. 

You  have  the  broadest  selection  of 
transmission  management  tools — 
from  Fractional  T1  toT3. 

Networking  products  extend  your 
network  to  more  and  more  users, 
while  providing  you  with  more  and 
more  control. 


You  can  internetwork  your  LANs 
over  the  wide  area  backbone. 

You  have  a  range  of  service 
offerings,  including  management  of 
the  entire  wide  area  network  (W AN). 

And,  of  course,  you  can  count  on 
dramatic  payback  from  cost  savings, 
and  from  building  a  network  tailored 
to  deliver  strategic,  productive 
advantages. 

In  making  it  all  work  together 
our  clients  are  a  step  ahead. 


MET  Wide 
Area  \rtwork  I 
Package, 


Take  the  next  step. 

Call  for  our  product 
line  overview  package. 
Information  Hotline: 
1-800-952-6300 
Ask  for  Dept.  N 18 
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IBM’s  Version  5  Release  1,  Karres  said,  and 
it  can  help  users  fine-tune  their  network’s 
performance.  Transmission  of  overly 
small  data  packets,  for  example,  could  in¬ 
dicate  an  inefficient  virtual  route  or  trans¬ 
mission  group.  A  net  administrator  could 
increase  the  size  to  fine-tune  the  link  and 
maximize  utilization. 

The  company  said  its  ACF/NCP  offers 
better  performance  than  its  own  ACF /NCP 
Version  4  Release  2  because  of  the  way  it 
manages  channels,  transmission  groups 
and  a  variety  of  protocols  and  configura¬ 
tions. 

Coming  down  the  pike 

A  future  release  of  the  software,  Ver¬ 
sion  5  Release  2,  due  out  in  the  second 
quarter  of  1990,  will  feature  added  sup¬ 
port  for  IBM’s  LU  6.2  protocol  for  peer-to- 
peer  sessions  among  Node  Type  2.1  de¬ 
vices  over  wide-area  SNA  networks.  This 
will  enable  terminals  and  personal  com¬ 
puters  to  communicate  as  peers. 

ACF/NCP  provides  peer-to-peer  con¬ 
nectivity  when  one  of  the  peers  is  a  Node 
Type  2.1  host  application.  By  contrast,  the 
new  release  will  allow  peer-to-peer  com¬ 
munications  between  two  terminals  or  two 
personal  computers  through  the  NCR 
Comten  front-end  processor. 

License  fees  for  Version  5  vary,  depend¬ 
ing  on  the  processor.  For  an  NCR  Comten 
5620,  the  monthly  fee  is  $395  and  the  an¬ 
nual  fee  is  $4,345;  for  an  NCR  Comten 
5675,  the  monthly  fee  is  $1,575  and  the 
annual  fee  is  $17,325-  □ 


AT&T  adds  to  PBX 
net  mgmt.  line 

continued  from  page  7 

more  efficient  with  use.  Customers  can  in¬ 
voke  Trouble  Shooter  from  the  Trouble 
Tracker,  which  requires  the  Accumaster 
Integrator  interface.  They  can  also  use  the 
expert  management  system  as  a  stand¬ 
alone  system. 

The  Trouble  Shooter  can  be  used  to  per¬ 
form  a  variety  of  routine  diagnostic  tests 
on  PBX  components  before  a  trouble  ticket 
is  actually  created  and  can  isolate  a  system 
failure  to  a  device  as  small  as  a  card. 

The  software  is  expected  to  be  general¬ 
ly  available  in  December  and  can  be  leased 
for  $2,000  a  month. 

AT&T  Facilities  Tracker  is  an  early- 
warning  network  transmission  testing  sys¬ 
tem  that  checks  analog  and  digital  trunks, 
modem  pooling  facilities  and  Integrated 
Services  Digital  Network  trunks  terminat¬ 
ed  by  AT&T  switches. 

Facilities  Tracker  instructs  AT&T  PBXs 
to  send  a  tone  over  a  transmission  line  to  a 
second  PBX,  which  measures  signal  loss  in 
decibels.  If  the  loss  exceeds  a  preset  level, 
the  test  data  can  be  passed  to  the  Trouble 
Tracker  for  inclusion  in  a  trouble  ticket  or 
it  can  be  displayed  on  a  graphics  terminal. 
If  the  line  becomes  unusable,  the  system 
can  instruct  PBXs  at  each  end  of  the  link  to 
take  the  line  out  of  service. 

Hanley  said  Facilities  Tracker  works 
with  the  System  85  and  Definity  Generic  2 
PBXs,  and  with  Dimension  switches 
equipped  with  Feature  Package  8  software. 

The  package,  which  shares  the  Trouble 
Tracker’s  processor,  can  also  be  purchased 
and  used  stand-alone  on  a  personal  com¬ 
puter.  Facilities  Tracker  will  be  available 
in  December  for  $5,000. 

The  final  product,  the  AT&T  Accumas¬ 
ter  Integrator  Interface,  links  Trouble 
Tracker  directly  to  Accumaster  Integrator. 
The  interface  is  scheduled  to  be  generally 
available  in  December  for  $5,000.  □ 
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LAN  Manager  OEMs  await  rally 


continued  from  page  1 

functionality,”  and  no  one  has 
done  that  yet,  said  Ron  Naka- 
shima,  director  of  product  mar¬ 
keting  for  Televideo  Systems, 
Inc.,  which  announced  in  April 
1988  that  it  would  license  and 
sell  LAN  Manager. 

The  company  has  not  shipped 
any  LAN  Manager  products  or 
even  announced  potential  ship¬ 
ment  dates.  “There  haven’t  been 
too  many  people  knocking  down 
our  doors  for  LAN  Manager,”  Na- 
kashima  said.  “Until  3Com  can 
demonstrate  success  with  LAN 
Manager,  there  will  always  be  the 
question  of  whether  it  is  ready  to 
challenge  Novell.” 

Representatives  of  Cogent 
Data  Technology,  Inc.,  a  manu¬ 
facturer  of  high-performance 
network  interfaces  and  disk  con¬ 
trollers  that  has  released  a  ver¬ 
sion  of  LAN  Manager,  had  even 
sharper  words. 

“We’re  finding  a  tremendous 
negative  reaction  to  LAN  Manag¬ 
er  because  3Com’s  initial  release 
of  3  + Open  [based  on  Micro¬ 
soft’s  original  OEM  offering]  was 
so  bad,”  said  Charles  Anderson, 
Cogent’s  president.  “The  current 
version  is  much  better,  but  the 


damage  has  been  done.  People 
are  still  equating  LAN  Manager 
with  that  first  release  of  3  +  Open 
and  saying  it’s  no  good. 

The  original  Microsoft  LAN 
Manager  release  used  the  old 
DOS  file  system,  which  was  inade¬ 
quate  in  a  file  server  environ¬ 
ment.  Each  server  could  support 
only  255  files  open  concurrently, 
and  there  was  no  fault  tolerance 
—  not  even  the  ability  to  perform 
hot  fixes. 

Ken  Davis,  vice-president  of 
marketing  for  Digital  Communi¬ 
cations  Associates,  Inc.’s  10NET 
Communications  subsidiary,  ech¬ 
oed  Anderson’s  sentiments  about 
the  initial  release  of  LAN  Manag¬ 
er.  DCA  had  originally  scheduled 
its  first  LAN  Manager  products  for 
release  in  the  first  quarter  of  this 
year  but  later  decided  to  pass  up 
the  first-generation  LAN  Manager 
completely. 

“We  felt  it  was  a  very  weak 
product  offering,”  Davis  said. 
“We’re  developing  our  product 
on  LAN  Manager  2.”  DCA  is  help¬ 
ing  Microsoft  develop  the  Comm 
Server,  a  communications  gate¬ 
way  for  the  LAN  Manager  envi¬ 
ronment. 


Some  of  the  OEMs  are  philo¬ 
sophical  about  the  current  state 
of  LAN  Manager  affairs.  “We 
didn’t  expect  immediate  reve¬ 
nues  when  we  decided  to  license 
LAN  Manager,”  said  Janel  Kill- 
heffer,  a  product  manager  for 
Corvus  Systems,  Inc.,  which  re¬ 
leased  a  version  of  LAN  Manager 
last  April.  “We  viewed  it  more  as 
an  investment  in  the  future.” 

However,  Killheffer  acknowl¬ 
edged  that  Corvus  —  which  has 
its  hands  full  trying  to  emerge 
from  Chapter  1 1  bankruptcy  pro¬ 
ceedings  —  is  directing  its  LAN 
Manager  efforts  at  the  European 
market,  which  has  been  more  re¬ 
ceptive  to  the  new  network  oper¬ 
ating  system  and  “hasn’t  really 
been  pushing  it  domestically.” 

Killheffer  said  Corvus  remains 
convinced  of  the  potential  of  LAN 
Manager,  particularly  in  view  of 
the  OS/ 2 -based  net  applications 
such  as  SQL  Server  that  are  begin¬ 
ning  to  emerge.  “Give  them  six  to 
nine  months  to  get  established,” 
and  LAN  Manager  sales  should 
start  to  accelerate,  she  said. 

This  notion  that  OS/2  applica¬ 
tions  are  the  key  to  LAN  Manag¬ 
er’s  success  was  a  continuing  re¬ 
frain  among  many  OEMs. 

“My  own  view  is  that  the  mar¬ 
ket  for  LAN  Manager  is  not  there 


yet  because  OS/2  acceptance  is 
much  slower  than  people  had  an¬ 
ticipated,”  said  Dick  Meise,  presi¬ 
dent  and  chief  executive  officer  of 
Alloy  Computer  Products,  Inc., 
which  has  not  released  its 
planned  LAN  Manager  products 
yet.  “We  need  more  OS/2  appli¬ 
cations.” 

One  person  who  takes  excep¬ 
tion  to  that  view  is  Tim  Taylor, 
marketing  director  for  Apricot 
Computers  PLC  of  Birmingham, 
England.  Apricot,  which  has  been 
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jTLs  a  tiny 
company,  we  especially 
see  this;  we  need  the 
help  of  the  big  boys.” 
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reselling  Microsoft’s  MS-Net  net¬ 
work  operating  system  for  five 
years,  decided  to  delay  develop¬ 
ment  of  LAN  Manager  products 
because  it  saw  a  lot  of  its  planned 
value-added  features  being  incor¬ 
porated  into  the  generic  LAN 
Manager  by  Microsoft. 


“The  fact  that  OS/2  hasn’t 
taken  off  as  quickly  as  expected 
isn’t  a  valid  issue,”  Taylor  said. 
“You  don’t  need  a  lot  of  OS/2  ap¬ 
plications;  the  workstations  can 
all  run  DOS.  The  biggest  issue  is 
one  of  branding.  Because  LAN 
Manager  isn’t  sold  as  a  single 
branded  product  the  way  Net¬ 
Ware  is,  it  doesn’t  get  the  same 
amount  of  marketing  pull.  Mar¬ 
keting  is  left  up  to  the  OEMs;  it  is 
not  done  by  Microsoft,”  he  said. 

Cogent’s  Anderson  said  Micro¬ 
soft,  which  skipped  the  recent 
NetWorld  ’89  show  in  Dallas, 
needs  to  provide  some  serious 
pull-through  marketing  via  pres¬ 
ence  at  key  trade  shows  and  ad¬ 
vertising. 

“As  a  tiny  company,  we  espe¬ 
cially  see  this;  we  need  the  help  of 
the  big  boys,”  he  said. 

Anderson  said  LAN  Manager 
“doesn’t  have  a  prayer”  in  the 
short  term;  he  is  convinced,  how¬ 
ever,  that  it  will  succeed  over 
time  because  Cogent  helped  Mi¬ 
crosoft  develop  the  next  version 
of  LAN  Manager  and  is  already  us¬ 
ing  it  internally. 

“I  wish  we  could  erase  every¬ 
one’s  experience  with  the  origi¬ 
nal  version  and  only  let  the  world 
see  what  is  coming  out  this  fall,” 
he  said.  “It’s  wonderful  stuff.”  □ 


Cigna  to  save 
with  net  services 

continued  from  page  2 
AT&T  offices  in  Phoenix,  Los  An¬ 
geles  and  Orlando,  Fla.,  by  early 
next  year. 

An  early  BMS  user,  Cigna  has 
an  AT&T  3B2  computer  running 
AT&T’s  Accunet  Network  Man¬ 
agement  software  located  at  its 
Philadelphia  data  center,  which 
can  be  used  to  instruct  the  central 
office-based  Tellabs  equipment 
to  reroute  traffic  around  a  failed 
T-l  line  between  central  offices. 
This  rerouting  takes  about  a  min¬ 
ute  to  complete.  By  contrast,  it 
took  nearly  five  minutes  to  re¬ 
route  traffic  using  Customer  Con¬ 
trolled  Reconfiguration,  an  earli¬ 
er  Accunet  Tl. 5  option. 

The  3B2  is  linked  via  a  9-6K 
bit/sec  analog  private  line  to  a 
BMS  node  controller  in  an  AT&T 
central  office  in  Camden,  N.J. 
That  controller  communicates 
with  the  Tellabs  T-l  multiplexers 


in  each  AT&T  central  office. 

Cigna  is  also  a  beta  test  site  for 
BMS  Extended,  which  enables  it 
to  control  and  reconfigure  the 
T-l  equipment  at  its  data  centers 
and  the  T-l  lines  between  the 
data  centers  and  central  offices. 

AT&T  declined  to  say  when 
BMS  Extended  will  be  generally 
available,  but  AT&T  published 
specifications  earlier  this  year 
that  will  enable  other  T-l  multi¬ 
plexer  vendors  to  support  BMS 
and  BMS  Extended. 

Using  AT&T  equipment  and 
services  means  Cigna  doesn’t 
have  to  build  and  staff  its  own 
sites,  Batchelder  said. 

“We  would  rather  have  multi¬ 
plexing  equipment  in  an  AT&T 
central  office  than  out  in  a  corn 
field  in  Kansas,”  Batchelder  said, 
noting  that  AT&T  offices  are 
staffed  24  hours  a  day  and  are 
outfitted  to  support  data  commu¬ 
nications  equipment. 

Since  March,  Cigna  has  routed 
roughly  80%  of  its  320  Data- 


phone  Digital  Service  circuits  to 
AT&T  central  offices;  the  remain¬ 
ing  circuits  should  be  routed  into 
the  network  by  next  year.  About 
125  of  those  Dataphone  Digital 
Service  circuits  operate  at  56K 
bit/sec,  while  the  rest  are  9-6K 
bit/sec  multidrop  circuits. 

“I  save  a  heck  of  a  lot  of  mon¬ 
ey  with  this  as  opposed  to  run¬ 
ning  point-to-point  circuits 
throughout  the  U.S.,”  Batchelder 
said.  Aside  from  collocating  an¬ 
other  vendor’s  T-l  multiplexers 
in  AT&T  central  offices,  “this  is 
the  only  way  I  know  that  you’re 
going  to  get  the  type  of  dollar  sav¬ 
ings  we  are  getting,”  he  added. 

Cigna  uses  multiple  T-ls  to 
connect  each  data  center  to  the 
nearest  central  office-based  mul¬ 
tiplexer.  It  also  uses  multiple  T-ls 
between  each  central  office.  But 
Cigna  left  enough  excess  capacity 
on  the  T-ls  so  that  traffic  from  a 
failed  T-l  can  be  routed  to  spare 
64K  bit/sec  DSO  channels  on 
functioning  T-ls. 


“My  goal  was  to  recover  100% 
of  the  network  if  I  lost  one  T-l  cir¬ 
cuit,”  Batchelder  said.  “If  I  lose 
one  of  my  data  centers,  my  Data¬ 
phone  Digital  Service  tail  circuits 
remain  whole.  All  I  have  to  do  is 
route  via  BMS  to  where  my  disas¬ 
ter  contingency  locations  are.” 

Using  the  3B2,  Cigna  builds  al¬ 
ternate  routing  tables  that  are 
loaded  into  the  multiplexers  in 
each  AT&T  central  office  as  well 
as  in  Cigna’s  data  centers.  The 
Tellabs  equipment  then  automat¬ 
ically  reroutes  traffic  when  net¬ 
work  failures  occur. 

Cigna  does  not  use  a  BMS  fea¬ 
ture  that  enables  users  to  auto¬ 
matically  reconfigure  bandwidth 
according  to  the  time  of  day  to  ac¬ 
commodate  changing  needs. 

The  3B2  also  collects  extend¬ 
ed  superframe  format  (ESF)  net¬ 
work  management  data,  which  is 
used  on  T-l  lines.  ESF  helps  users 
distinguish  between  transmission 
and  hardware  problems. 

“I  think  there  is  a  big  miscon¬ 


ception  about  BMS,”  Batchelder 
said.  Some  people  believe  BMS 
users  “turn  network  ownership 
and  control  over  to  AT&T.  That  is 
not  the  case  in  our  example.” 

In  fact,  Batchelder  said  AT&T 
is  linked  to  the  3B2  in  Cigna’s 
data  center,  not  vice  versa.  “The 
collection  point  for  all  network 
management  data  is  on  my  prem¬ 
ises.  So  when  I  get  the  data,  AT&T 
gets  the  data.” 

Additionally,  Cigna  can  use 
the  3B2  to  troubleshoot  Data¬ 
phone  Digital  Service  circuits. 
Batchelder  said  IBM’s  NetView 
host-based  network  management 
software  will  detect  when  termi- 
nal-to-host  sessions  are  dropped, 
giving  network  operators  a  hint 
that  a  Dataphone  Digital  Service 
circuit  may  have  failed. 

Network  operators  then  use 
the  3B2  to  conduct  loop-back 
tests  on  the  Dataphone  Digital 
Service  circuit.  If  the  circuit  fails, 
the  problem  is  turned  over  to 
AT&T  for  resolution.  □ 
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Unisys  to  market 
AT&T’s  Integrator 

continued  from  page  2 

research  for  Business  Research  Group,  a 
research  and  consulting  company  in  Bos¬ 
ton.  Formed  by  the  merger  of  Sperry  Corp. 
and  Burroughs  Corp.,  Unisys  supports 
both  companies’  products  as  well  as  prod¬ 
ucts  from  Timeplex,  which  it  acquired  in 
January  1988. 

The  agreement  also  benefits  AT&T  by 
giving  Accumaster  Integrator  additional 
market  visibility,  analysts  said.  Unisys  is 
expected  to  increase  Accumaster  Integra¬ 
tor’s  appeal  by  developing  additional  data 
network  management  applications  that 
work  with  the  product.  Unisys,  which  re¬ 
cently  signed  on  for  an  AT&T  Tariff  1 2  cus¬ 
tom  network  contract,  is  an  early  Accu¬ 
master  Integrator  user. 

Managing  partners 

The  agreement  calls  for  the  Unisys  field 
sales  force  to  familiarize  itself  with  Accu¬ 
master  Integrator  and  identify  potential 
users  from  Unisys’  customer  base,  said  Jon 
Tempas,  Unisys’  vice-president  of  net¬ 
working  product  marketing  for  U.S.  infor¬ 
mation  systems.  Unisys  sales  representa¬ 
tives  would  then  join  AT&T  support  staff 
members  on  a  joint  sales  call. 

Unisys  and  AT&T  also  said  they  intend 

Stratus  lays  out  ISDN 
interface  blueprints 

continued  from  page  6 

held  in  queue  until  other  agents  are  avail¬ 
able  to  answer  them. 

Besides  end  users,  Stratus  plans  to  tar¬ 
get  its  products  at  enhanced  service  pro¬ 
viders  and  regional  Bell  holding  compa¬ 
nies.  “The  strategy  is  aimed  at  giving  them 
the  ability  to  use  a  Stratus  computer  in  mis¬ 
sion-critical  ISDN  applications,”  Hart  said. 

Products  offered  under  Stratus’  ISDN 
marketing  program  will  be  available  in  the 
early  1990s,  the  company  said. 

As  part  of  its  ISDN  strategy,  Stratus  an¬ 
nounced  an  agreement  with  AT&T  to  de¬ 
velop  an  XA2000  software  interface  that 
complies  with  AT&T’s  Adjunct  Switch  Ap¬ 
plication  Interface  (ASAI).  AT&T  plans  to 
publish  ASAI  in  the  fourth  quarter. 

ASAI  complies  with  the  Basic  Rate  In¬ 
terface  and  CCITT  Q.931  and  Q.932  speci¬ 
fications  for  signaling  protocols.  It  defines 
a  set  of  messages  —  including  call  connec¬ 
tion,  call  disconnection  and  call  transfer 
—  to  be  passed  between  computers  and 
PBXs,  according  to  Dave  Bartz,  division 
manager  of  switching  systems  planning  at 
AT&T.  The  interface  will  be  implemented 
on  Stratus  systems  running  Unfit  System  V 
and  is  intended  to  fuel  ISDN  application 
development  by  third  parties. 

“Our  intention  is  to  work  with  third  par¬ 
ties  and  have  them  take  current  applica¬ 
tions,  move  them  to  ASAI  or  develop  new 
applications  that  meet  the  standard,”  Hart 
said. 

The  ASAI  interface  should  be  available 
in  the  early  1990s. 

Stratus’  minicomputers  could  bring  a 
higher  level  of  reliability  to  ISDN  applica¬ 
tions,  according  to  John  Powers,  director 
of  new  business  development  at  Nelson 
Communications,  Inc.,  a  consulting  firm  in 
Waltham,  Mass. 

“What  this  might  do  is  quiet  the  critics 
who  are  saying  there  are  pieces  of  the  ISDN 
delivery  system  that  have  requirements  for 
uptime  that  are  significantly  higher  than 
most  hardware  AT&T  [can]  provide,”  Pow¬ 
ers  said.  □ 


to  pursue  an  international  agreement  in¬ 
volving  Accumaster  Integrator. 

Frank  Ianna,  director  of  business  ser¬ 
vices  development  and  network  manage¬ 
ment  for  AT&T,  said  the  “relationship  is  a 
natural  fit”  because  it  builds  “on  the 
strengths  of  both  companies.” 

According  to  a  new  report  by  The  Yan¬ 
kee  Group,  a  Boston-based  consulting 
firm,  “This  agreement  will  give  Unisys  cus¬ 
tomers  greater  network  control  in  a  wide 
variety  of  networking  applications.” 

Jack  Freeman,  senior  analyst  for  data 
communications  at  The  Yankee  Group, 
added,  “It’s  the  first  real  effort  by  a  third- 
party  vendor  to  interface  with  the  Integra¬ 
tor.” 

About  40  vendors  have  announced  they 
will  support  interfaces  to  Accumaster  Inte¬ 
grator,  according  to  Unisys. 


Unisys’  first  Accumaster  Integrator  in¬ 
terface  will  be  for  the  Time /View  Network 
Management  System,  which  is  further 
along  in  development  than  Unisys"  other 
net  management  products,  a  company 
spokesman  said.  But  Unisys’  product 
groups  will  also  begin  work  on  Accumaster 
Integrator  interfaces,  Tempas  said.  Unisys 
plans  to  develop  Open  Systems  Intercon¬ 
nection-based  Accumaster  Integrator  in¬ 
terfaces  either  for  existing  communica¬ 
tions  processors  or  forthcoming  network 
management  systems. 

A  schedule  for  delivery  of  these  inter¬ 
faces  will  be  released  later  this  year,  a 
company  spokesman  said. 

Unisys  and  AT&T  are  founding  mem¬ 
bers  of  the  OSI/Network  Management  Fo¬ 
rum,  which  was  formed  to  speed  imple¬ 
mentation  of  International  Standards 


Organization  net  management  standards. 

Unisys  now  has  “substance”  to  back  up 
its  support  for  OSI  ne^management,  Free¬ 
man  said.  “This  thrusts  Unisys  into  the  OSI 
network  management  market,”  he  said. 

Easier  to  support  than  build 

Unisys  said  it  had  several  reasons  for 
supporting  Accumaster  Integrator  instead 
of  building  its  own  product  for  managing 
network  management  systems. 

For  one,  AT&T’s  product  is  similar  to 
the  integrated  network  management  sys¬ 
tem  Unisys  had  envisioned  developing, 
Tempas  said.  Building  such  a  network 
management  system  would  be  expensive 
and  time-consuming,  Tempas  said.  Unisys’ 
money  and  human  resources  would  be  bet¬ 
ter  spent  adding  to  Accumaster  Integra¬ 
tor’s  capabilities.  □ 
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Sun  heralds  products  for  strategy 


continued  from  page  2 

products.  “The  products  are 
pragmatic:  They  won’t  break  any 
new  ground,  but  they  are  neces¬ 
sary  components  for  a  network 
and  to  demonstrate  to  users  that 
Sun  does  indeed  have  a  cohesive 
strategy,”  he  said. 

The  new  network  manage¬ 
ment  product  is  a  program  offer¬ 
ing  called  SunNet  Manager,  which 
is  available  for  Sun  systems  based 
on  the  Scalable  Processor  Archi¬ 
tecture  (SPARC)  and  its  68000- 
based  Sun-3/60  and  Sun-3/80 
workstations. 

SunNet  Manager  can  be  used 
to  administer,  troubleshoot  and 
diagnose  problems  with  worksta¬ 
tion  clusters  and,  in  the  future, 
will  be  capable  of  transmitting 
event  information  to  larger  en¬ 
terprisewide  network  control 
systems  such  as  IBM’s  NetView. 

The  SunNet  Manager  currently 
supports  Simple  Network  Man¬ 
agement  Protocols  in  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  local  nets  but  will  even¬ 
tually  support  Common  Manage¬ 
ment  Information  Protocol 
(CMIP)  and  CMIP  over  TCP/IP 
(known  as  CMOT)  in  Open  Sys¬ 
tems  Interconnection  environ¬ 
ments,  according  to  Larry  Gar- 
lick,  vice-president  of  Sun’s 
Distributed  Systems  Division  in 
Mountain  View,  Calif.  Sun  plans 
to  announce  more  details  about 
its  network  management  prod¬ 
ucts  at  this  week’s  Interop  ’89 
show  in  San  Jose,  Calif. 


SunNet  Manager  utilizes 
AT&T’s  Open  Look  graphical  user 
interface  employing  icons, 
mouse  controls  and  pull-down 
menus  to  control  workstations, 
routers  and  bridges,  Garlick  said. 

The  package  features  event 
management  and  performance 
monitoring.  It  notifies  net  admin¬ 
istrators  when  net  devices  fail 
and  can  sound  a  warning  when  a 
net  resource  —  a  disk  drive,  for 
instance  —  reaches  90%  capaci¬ 
ty,  helping  to  avoid  failures.  The 


software  also  displays  data  on 
bandwidth  or  CPU  usage. 

SunNet  Manager  will  be  avail¬ 
able  in  the  first  quarter  of  1990.  It 
costs  $10,000  for  a  single-user 
copy  that  can  monitor  and  con¬ 
trol  50  to  100  nodes.  In  quanti¬ 
ties  of  10  or  more,  SunNet  Man¬ 
ager  is  priced  at  $4,000  per  copy. 

Another  first  for  Sun  is  its 
FDDI/Dual  Attach  Controller 
(DX),  a  VME  board  that  lets  users 
attach  Sun  workstations  to  100M 
bit/sec  FDDI  fiber-optic  local 
networks.  It  is  fully  compliant 
with  the  existing  ANSI  X3T95 


FDDI  standard. 

The  FDDI/DX  allows  Sun 
workstation  users  to  route  da¬ 
ta  from  Ethernet  subnetworks 
across  the  FDDI  backbone.  Since 
every  Sun  workstation  comes 
equipped  with  an  Ethernet  con¬ 
nection,  once  the  FDDI/DX  is  in¬ 
stalled,  the  Sun  workstation  be¬ 
comes  a  bridge  between  the 
Ethernet  systems  and  the  FDDI 
backbone. 

The  FDDI/DX  board  costs 
$12,500,  but  Garlick  said  he  ex¬ 
pects  pricing  will  fall  in  the  next 
few  years  to  about  1 5%  to  20%  of 
the  cost  of  a  workstation. 


Sun  will  also  sell  its  firmware 
implementation  of  the  still-unde¬ 
fined  Station  Management  soft¬ 
ware  portion  of  the  FDDI  stan¬ 
dard,  which  contains  the  neces¬ 
sary  software  to  locate  and 
isolate  network  failures.  The 
firmware  implementation  will 
cost  an  additional  $150.  FDDI/ 
DXwill  ship  in  November. 

Sun  also  introduced  the  High¬ 
speed  Serial  Interface  (HSI),  a 
board-level  device  for  Sun  work¬ 
stations  and  servers  that  links 
workstations  to  other  Sun  prod¬ 
ucts  over  1.544M  bit/sec  lines. 


The  two-board  sets  support  up 
to  four  T-l  lines  for  high-speed 
data  communications  among  lo¬ 
cal  nets,  Garlick  said.  Previously, 
Sun  only  supported  file  transfer 
speeds  of  1  Mbit/sec. 

HSI  sells  for  $6,000  and  is 
available  now. 

The  final  product  announced 
under  SunNet  is  the  SunLink 
Channel  Gateway,  a  combination 
hardware/software  product  that 
lets  Sun  workstations  be  channel- 
attached  to  IBM  System/370 
mainframes  at  3M  byte/sec. 

The  Channel  Gateway  resides 
in  any  Sun  server  and  can  support 
an  unlimited  number  of  worksta¬ 
tion  users. 

The  interface  is  targeted  at  sci¬ 
entific,  seismic  and  computer- 
aided  design  and  manufacturing 
workstation  users  who  need  to  do 
large  file  transfers  between  host 
mainframes  and  their  Sun  work¬ 
stations,  Garlick  said. 

SunLink  Channel  Gateway 
costs  $20,000  and  will  be  avail¬ 
able  in  the  first  quarter  of  1990. 

Sun  also  announced  SunNet 
License,  which  lets  a  firm  buy  a 
number  of  licenses  and  share 
them  among  corporate  users. 

A  network  server  administers 
the  license  pool,  granting  appli¬ 
cations  access  to  users  on  an  as- 
needed  basis.  Whenever  all  the  li¬ 
censes  are  in  use,  it  queues  up  the 
other  requests  for  the  application 
and  grants  access  when  one  be¬ 
comes  available. 

SunNet  License  is  available  in 
the  first  quarter  of  1990;  pricing 
has  not  yet  been  finalized.  □ 
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Oct.  15-17,  New  York  — 
Preparing  for  1992: 
Marketing  Telecommuni¬ 
cations  Products  and  Ser¬ 
vices  in  Europe.  Contact: 
CAP  International,  1  Long- 
water  Circle,  Norwell,  Mass. 
02061;  (617)  982-9500. 

Oct.  16-17,  Detroit  — 
Telecommunications 
Technologies  for  the  Non- 
Engineering  Professional. 

Contact:  Data  Tech  Institute, 
Lakeview  Plaza,  P.O.  Box 
2429,  Clifton,  N.J.  07015; 
(201)478-5400. 

Oct.  16-18,  Seattle  — 
Planning  an  EDP  Disaster 
Recovery  Program.  Con¬ 
tact:  Computer  Security  Insti¬ 
tute,  360  Church  St.,  North- 
borough,  Mass.  01532;  (508) 
393-2600. 

Oct.  16-20,  Houston  — 
Open  Systems  Intercon¬ 
nection.  Contact:  Omnicom, 
Inc.,  115  Park  St.,  S.E.,  Vien¬ 
na,  Va.  22180;  (703)  281- 
1135. 

Oct.  17-19,  Dallas  — 
BIZCOM  ’89.  Contact:  Con¬ 
ference  Management  Corp., 
200  Connecticut  Ave.,  Nor¬ 
walk,  Conn.  06856;  (203) 
852-0500. 

Oct.  17-19,  San  Jose, 
Calif.  —  SCAN-TECH  89. 

Contact:  Automatic  Identifica¬ 
tion  Manufacturers,  1326 
Freeport  Road,  Pittsburgh,  Pa. 
15238;  (412)963-8588. 

Oct.  18,  New  York  — 
Network  Synchronization 
Seminar.  Contact:  Instru¬ 
mentation  and  Measurement 
Society,  c/o  Jeannie  Franklin, 
Friedman  Associates,  Inc., 
2424  Morris  Ave.,  Union,  N.J. 
07083;  (201)  964-6200. 

Oct.  18-19,  McLean,  Va. 
—  Telecommunications 
Managers  Association  of 
the  Capitol  Area  ’89.  Con¬ 
tact:  Larry  Craven,  Atlantic 
Research  Corp.,  5390  Chero¬ 
kee  Ave.,  Alexandria,  Va. 
22312;  (703)  642-4000. 

Oct.  18-20,  Washington, 
D.C.  —  Network  Capacity 
Planning.  Contact:  Institute 
for  Information  Management, 
Inc.,  P.O.  Box  361556,  Milpi¬ 
tas,  Calif.  95035;  (408)  954- 
0114. 

Oct.  18-20,  Newport, 
R.I.  —  12th  Annual  New¬ 
port  Conference  on  Fiber 
Optics.  Contact:  NCFM,  KMI 
Corp.,  America’s  Cup  Ave.  at 
31  Bridge  St.,  Newport,  R.I. 
02840;  (401)849-6771. 
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NetFrame  ushers  in 
the  superserver  era 

continued  from  page  1 
mainframe  architect  Gene  Amdahl. 

Amdahl  began  working  on  NetFrame 
three  years  ago  when  he  saw  the  need  for 
local  network  users  to  have  servers  with 
greater  performance,  capacity  and  reli¬ 
ability,  without  sacrificing  existing  soft¬ 
ware  to  get  it. 

Amdahl  said  NetFrame  combines  state- 
of-the-art  very  large-scale  integration 
technology  and  off-the-shelf,  mass-pro¬ 
duced  components.  The  servers  have  a  hi¬ 
erarchical  bus  architecture  that  mimics  the 
multiple,  independent  bus  structure  of  a 
mainframe. 

A  main  central  processor  —  an  Intel 
80386  in  the  NF-100  and  NF-300,  and  an 
80486  in  the  top-of-the-line  NF-400  — 
runs  the  network  operating  system.  Net¬ 
work  and  disk  I/O  are  handled  by  multiple, 
80386-based  subsystems  running  a  special 
real-time  operating  system  and  an  I/O  ap¬ 
plication  developed  by  NetFrame.  The  I/O 
server  boards  are  connected  to  shared 
memory  via  parallel  buses. 

These  same  buses  also  support  single¬ 
board  computers  that  can  run  server-based 
applications  such  as  the  Microsoft/ Ash- 
ton-Tate  SQL  Server,  or  even  an  auxiliary 
network  operating  system.  Amdahl  said  a 
NetFrame  could  be  used  to  run  both 


Conference  goers 
remain  hopeful 

continued  from  page  6 

nounced  two  weeks  ago,  that  provides  mi¬ 
crocomputer  users  with  64K  bit/sec  links 
to  microcomputers  and  mainframes 
through  ISDN-compatible  switches  (“PC 
ISDN  interface  supports  64K  links  through 
PBXs,”  NW,  Sept.  25). 

The  actual  demonstration  linked  a  per¬ 
sonal  computer  to  an  IBM  4341  host  in 
Denver  through  two  AT&T  ISDN-compati¬ 
ble  switches  linked  via  a  T-l.  AT&T  used 
its  proprietary  ISDN-like  interface,  Digital 
Communications  Protocol,  which  supports 
two  64K  bit/sec  B  channels  and  one  8K 
bit/sec  D  channel,  instead  of  the  Basic 
Rate  Interface.  The  personal  computer  in 
the  demonstration  was  able  to  view  data  on 
the  remote  host  but  was  unsuccessful  in  re¬ 
trieving  files.  Two  AT&T  representatives 
who  tried  to  execute  the  file  transfers  said 
they  weren’t  experienced  enough  to  re¬ 
solve  the  problem.  □ 


Consumers  Software 
adds  X.400  gateway 

continued  from  page  4 

ate  personal,  post  office  and  network  ad¬ 
dresses.  Personal  addressing  lets  users 
send  a  message  using  a  simple  alias  instead 
of  a  full  address.  Information  about  recipi¬ 
ents  can  be  stored  in  a  Personal  Address 
Book  maintained  by  an  individual  user. 

Post  office  addressing  enables  a  net¬ 
work  administrator  to  establish  an  alias  for 
multiple  recipients  within  a  post  office. 

Under  the  network  addressing  scheme, 
users  can  broadcast  a  message  to  100  or 
more  recipients  using  a  single  name  that  is 
linked  to  multiple  addresses. 

The  Network  Courier  400  is  scheduled 
to  ship  in  December.  The  host  software 
and  X.25  interface  card  together  cost 
$3,500,  while  the  Inter-network  Courier 
costs  $1,000.  Every  post  office  that  can 
support  150  users  must  have  The  Inter- 
Network  Courier.  □ 


NetWare  and  LAN  Manager,  using  each  for 
what  it  is  best  at. 

NetWare  could  be  running  on  the  main 
processor,  providing  traditional  file  ser¬ 
vice,  and  LAN  Manager  could  be  run  on  an 
application  server,  running  server-based 
applications.  “We  want  to  be  the  Switzer¬ 
land  of  servers,”  Amdahl  said. 

Amdahl  said  the  NetFrames  are  also  dis¬ 
tinguished  from  traditional  servers  by  reli¬ 
ability  features,  such  as  parity  checking  on 
all  data  paths.  The  company  said  between 
20%  and  25%  of  NetFrame’s  circuitry  is  de¬ 
voted  to  error  checking,  compared  with 
1%  in  a  personal  computer. 

Businessland,  Inc.,  which  initially  will 
be  NetFrame’s  exclusive  distributor,  re¬ 
ceived  its  first  model  several  weeks  ago, 
and  company  Chairman  David  Norman 
confirmed  reliability  reports.  He  said  it  is 


the  first  new  product  his  testing  engineers, 
“after  two  weeks  of  pounding,”  have  been 
unable  to  break. 

Network  administrators  can  manage  a 
NetFrame  from  a  net-attached  80386-  or 
a  remote  80286-based  workstation 
equipped  with  remote-console  software 
running  under  Microsoft  Windows. 

NetFrame  President  Enzo  Toresi  said 
the  systems  are  priced  about  10%  higher 
than  similarly  configured  traditional  file 
servers,  while  providing  three  to  eight 
times  the  throughput.  Base  pricing  for  the 
NF-100,  NF-300  and  NF-400,  not  including 
the  network  operating  system,  is  $22,500, 
$35,000  and  $45,000,  respectively. 

The  NF-100  supports  up  to  2.2G  bytes 
of  disk  storage,  32M  bytes  of  system  mem¬ 
ory  and  three  I / O  servers. 

The  80386-based  NF-300  and  80486- 


based  NF-400  support  a  total  capacity  of 
6G  bytes  (more  with  additional  enclo¬ 
sures),  64M  bytes  of  system  memory  and 
up  to  eight  I/O  servers. 

Each  I/O  server  incorporates  a  Small 
Computer  System  Interface  II  controller,  a 
LocalTalk,  an  Ethernet  or  a  token-ring 
adapter,  and  an  RS-232  port.  The  NF-100 
and  NF-300  should  be  available  next 
month,  while  the  NF-400  is  scheduled  for 
release  in  January.  Application  servers  will 
not  be  available  until  next  year. 

The  systems  currently  run  a  special  ver¬ 
sion  of  NetWare  386  that  includes  drivers 
for  the  NetFrame  subsystem  hardware,  and 
a  similarly  customized  version  of  LAN  Man¬ 
ager  is  being  developed  for  a  January  re¬ 
lease.  The  network  operating  system  soft¬ 
ware  is  purchased  separately  from  Net- 
Frame  at  list  prices.  □ 


■  “It’s  easy  to  read  Network  World  and  get  updated  on  all  networking  topics  in  one 
paper.” 

■  “ Network  World  is  the  best  and  most  informative  of  all  the  publications  I  read.” 

■  ‘To  see  what  is  happening  in  the  networking  industry.  It  is  the  only  networking 
publication  I  read.” 

■  “For  its  long-term  view.  The  publication  is  well  organized  like  The  Wall  Street 
Journal”. 

■  “Because  it  has  a  good  balance  between  voice  and  data.” 

■  ‘To  keep  abreast  of  what  other  users  are  doing.  I  wish  to  keep  informed  on  new 
networking  developments.  Network  World  is  my  best  source.” 

■  “Network  World  tells  me  whaf  s  happening  in  the  networking  business.  I  enjoy 
this  publication  and  think  it’s  better  than  any  of  the  others.” 

■  “Network  World  keeps  me  up  to  date  on  current  things  going  on  in  the  computer 
field.  Its  the  best  computer  publication  I  read.” 

■  “ Network  World  gives  me  what  I’m  looking  for  in  trends,  competition,  new 
products  and  technologies.” 

■  “Network  World  keeps  me  up  to  date  on  industry  news.” 

■  “Network  World  gives  me  general  knowledge  of  whaf  s  happening  in  areas  of 
computer  networking.  If  s  the  best  one  out.” 

■  “Because  I  find  information  in  it  that  isn’t  offered  anywhere  else.” 

Source:  1989  Harvey  Research  Organization,  Inc. 
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V32at 


Because  life  is  too  short 
to  use  a  slow  modem. 


We  couldn’t  make  our  dial-up  modems 
any  more  accurate.  So  we  made  one  twice  as 
fast.  And  it’s  available  today. 

Introducing  QX/V.32c,  the  world’s  fastest 
dial-up  modem.  At  38,400  bps,  with  full-duplex 
CCITT  V.32  compatibility  over  dial-up  lines. 

Plus  all  the  added  performance  and  Enhanced 
Data  Compression  of  MNP®  Class  9.  There’s 
compatibility  with  V.22bis,  V.22,  Bell  212A 
and  Bell  103  included,  so  that  QX/V. 32c  com¬ 
municates  at  optimum  levels  with  modems  of 
all  speeds.  And  it  can  work  in  synchronous  or 
asynchronous  environments. 

Speed  and  performance  are  not  the  only 
powerful  features  of  the  QX/V.32c.  Its  compact 
design  is  equally  impressive— l/3rd  the  size 
of  most  competitive  modems.  And  it  comes  in 
a  rack  mount  version,  as  well. 


What  will  you  pay  for  our  breakthrough 
V.32  modem?  About  the  same  as  modems 
with  only  half  the  error-free  throughput.  As  you 
can  see  from  the  chart,  lower  phone  bills 
alone  could  pay  for  this  upgrade. 

-v. 

9600  bps  modem . $6.94 


QX/V.32c...$1.74 


Comparable  costs  of  sending  identical 
amounts  of  data  over  dial-up  lines. 

Find  out  how  Microcom  brought  error- 
free  V.32  to  38,400  bps  levels.  Call  toll-free 

800-822-8224  today. 


Workstation 

Connectivity 

Worldwide 


500  River  Ridge  Drive,  Norwood,  MA  02062  617-551-1000  Telex  710-336-7802  MICROCOM  NWD 
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